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This is the truckers’ week. 
+ * * 
Optimistic Note: Fourth quarter 
(railroad carloadings are expected 
} % exceed the same '47 period by 
% percent. 
* 


* of 
Total employes on strike in 
August was the lowest since 
February, the Bureau of Labor 
Statistics announced last week. 


* * * 
Still Rising 
. Sales of the automotive group in 
‘August are estimated at $1,665 mil- 
lion—an increase of 6 percent over 
July on a seasonally adjusted basis 
_—the Department ot Commerce 
4 announced. 


Building Seare 
New construction put in place in 

September is valued at $1,804 mil- 
‘lion, setting another new monthly 
~ record, John L. Haynes, chief of the 
-eonstruction division, Department 

of Commerce, reports. 
. * 


- + 
Scrap Iron 
Some observers interpret each 
, Subsequent move by the ideologists 
behind the iron curtain as an in- 
dication that they are looking for 


+ 


@ scrap. 

The junking of the peace prom- 

ises isn’t excused by blasts with a 

’ tinney ring from the Soviet propa- 
/ mills either. 


~ * * 
_ Spending Plans 
American business, exclusive of 
agriculture, expects to spend $9.6 
billion in the second half of 1948 for 
the construction of new plants and 
the purchase of new equipment, ac- 
cording to a survey made public by 
_ the Securities and Exchange Com- 
mission and the Department of 
Commerce. 
* + 


Horses Fade Out 


Fifty-five snowmobiles will take 
the place of horse-and-sleigh for 
school children in isolated parts 
of Quebec province next winter. 
Dr. W. P. Percival, director of 
Protestant education in Quebec, 
said six new snowmobiles have 
been acquired this year to drive 
children to school in country areas. 

. * * 


TV in Cars? 


Safety experts viewed with de- 
- cided alarm a report last week 
that a Milwaukee electronic en- 
gineer had installed a _ television 
set next to the steering wheel of 
his car. 
| Speculation arose that some 
States might seek to outlaw auto 
video, on the theory that there are 
enough distracting influences oper- 
ating on drivers already. 


Dealer Charge 


ae 
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Cheaper Cars Get Play 
As U.C. Market Slumps 


—_ “Prices Decline 


Output for Year 
Nears 4 Million; 
112,894 in Week 


500,000 Vehicles Seen 
Possible This Month 
With Labor Quiet 


By Bernie Thomas 
Associate Editor 
AUTOmoriIvs production con- 

tinued at high volume last week, 
as U.S. plants built 88,546 cars and 
24,348 trucks for a total of 112,894 
vehicles, according to AUTOMOTIVE 
News estimates. 


The effort nudged total 1948 
production in the U.S. just 28,846 
units short of 4,000,000 vehicles. 
Through last week, 2,889,435 cars 
and 1,081,719 trucks had been 
built in this nation’s plants. 

Like the week before—when U.S. 
plants turned out 87,808 cars and 

26,535 trucks—last week’s volume 
output was made possible by the 
return of Packard and Chrysler to 
full production. 

Barring unexpected labor or ma- 
terials shortages, U.S. plants hope 
to roll out nearly a half-million 
cars and trucks this month. That 
kind of a monthly accounting 
hasn’t been obtained since the sum- 
mer of 1941. 

* + + 
BU WHILE they hope, plant 
officials are also keeping their 
fingers crossed. They know too 
well how the smallest kind of a 
labor flareup can play havoc with 
assembly operations. 

They have been faced with such 
flareups almost continually dur- 
ing postwar operations. Still vivid 
is the memory of how 170 strik- 
ing plant guards tied up Chrysler 
and Packard production for more 
than two weeks last month. 

But at presstime last Thursday 
there were no indications of any 
more serious interruptions to car 


and truck output for the balance of 
(Continued on Page 61, Col. 3) 


Production 
Automotive News Estimates 
U. S. Cars, Trucks 


114,343 


— lhe) le 1947 
Won Week Week 


For complete production totals 
by makes, see table, page 61. 


of Price Plot 


* 91,943 


Denied by Tire Makers 


ASHINGTON. — Leading tire 
. Manufacturers last week de- 
nied charges of discriminatory | 
practices and collusion on dealer 
discounts, filed against them in U.S. 
district court by the National Assn. 
of Independent Tire Dealers. 
Specifically, the complaint 
named Firestone, General, Good- 
rich, Goodyear and U.S. Rubbey 
generally known as the “big five,” 
and the Lee Rubber & Tire Corp. 
Charging violations of the Clay- 
ton and Sherman acts, the tire 
dealers sought injunctions and 
treble damages of approximately 
$3,000,000. 


’ 
* 


AL BUT Two of i. tire manu- 
facturers named in the suit de- 


| clined any comment on the ground 


that they had had no time to study 
the suit, but R. S. Wilson, vice- 
president in charge of sales for 
Goodyear, declared that “the word 
‘conspiracy’ in the suit is used with 
considerable looseness.” 

The dealers charged the tire 
firms with having conspired to re- 
duce dealer profit margins, and 
with selling to various “preferred” 
accounts at discriminatory prices. 

Preferred accounts, it was ex- 
plained, include national accounts 
and governmental units. Their 
principal object, said the dealers, 
is not a judgment for damages 
but a correction of the “unfair 

(Continued on Page 61, Col. 1) 


PENNSYLVANIA DEALERS ELECT—New officers of the Pennsylvania Automotive Assn. are 


(seated from left to right): Paul Suge. Cit 
tary; Leigh W. Schadt, Town Auto Co 
Motor Co. (Chevrolet), Beaver Falls, retiring 
Inc. (Pontiac), Reading, treasurer: standing 
liams & Appel (Dodge-Plymouth), a 

Packard), Reading, vice- -president: 

hiladel 
Motor wins, Inc. (Ford), 
Co. (Ford), Pittsburgh, vice-president. 


Auto Sales (Dodge-Plymouth), ar 
(Chevrolet), 
Rett to and A. W. 


vice- P esi 
E. Wolfi ington, woitington Motors (DeSoto-Plymouth), 
hia, vice-president; oy Ss. Klugh, Harrisburg, PAA manager; R. 
Wilkes-Barre, vice-president, and Fred Haller, Mt. Lebanon Car 


secre- 
Allentown, gree E. - Sahil, Sahli 
olden, x Golden, 
eft to ri ath: H. J. Riittame i wil- 
dent; Jones, Jones & Manske, Inc. 


W. Frantz, 


Political Counts Hit Dealers 
As Michigan Troubles Grow 


EW TROUBLES arose for 

Michigan dealers last week in 
Flint, Lansing and the Detroit 
area. 

Loud political overtones were 
heard through the following de- 
velopments: 

1. Four Flint new-car dealerships 
and five of their officers were in- 
dicted by a federal grand jury 
investigating Republican party 
fund-raising activities. The ac- 
cused dealers pleaded not guilty 
or stood mute. 

2. The Michigan department of 
revenue released its new regula- 
tions for collecting sales taxes on 
“gross proceeds” in deals involv- 
ing under-market allowances on 
tradeins. 

8. State Attorney General Eu- 
gene F. Black ordered a $200,000 
sales tax deficiency assessment to 
be levied against Jacob W. Al- 
kon and Leonard W. Alkon, 
Buick-Cadillac dealers in Wyan- 
dotte. This is the largest claim 
yet in the state’s back-tax audit- 
ing drive. 

4. Trial was set for today (Oct. 
11) on the title act conspiracy 
charges against Waldo D. Andrews 
and Earl C. Jackson, former Buick 
dealers, and Jack Geller and Saul 
Charnes, used-car operators, all of 
Detroit. 

5. Dealers in Lansing, the state 
capital, were warned that they 
were being lax in complying with 
provisions of the title act requiring 
disclosure to customers of infor- 
mation relating to finance charges 

and insurance costs. | 
* 


TH KLINT dealers indicted on 

charges of illegal political con- 
tributions were Roy R. Burgess, 
former president of Genesee Mo- 
tors, Inc. (Pontiac-Cadillac); Harry 
W. Woudin, president of Lippincott 
Motor Sales, Inc. (Oldsmobile); 
Mrs. Bianche M. Lippincott, secre- 
tary of the Oldsmobile firm; Otto 
P. Graf, president of Otto P. 
Graff, Inc. (Ford), and Peter Gav- 
riloff, former president of R. & G. 


In This Issue 


Registrations, Prices . 
Used-Car Auctions 
Production by Makes 


Motor Sales, Inc., and now presi- 
dent of Gavriloff Motor Sales, Inc. 
(Chrysler-Plymouth). 

Specifically, each dealership cor- 
poration is charged with unlaw- 
fully making $500 campaign contri- 
butions to the 1946 Republican 
campaign. 


The charges, according to U. 8S. 
(Continued on Page 60, Col. 3) 


O’Malley to Head 
Chrysler Sales; 
Appleman Aide 


DETROIT. — David A. Wallace, 
president of Chrysler division, last 
week announced the appointment 
of Joseph A. O’Malley as general 
sales manager of the division, suc- 
ceeding Stewart W. Munroe, who 
has resigned to become a Dodge 
dealer in Los Angeles. Roy H. Ap- 
pleman has been promoted from 
sales director to assistant general 
sales manager to fill the vacancy 
caused by O’Malley’s promotion. 

O’Malley has been in the automo- 
bile business for more than a quar- 
ter of a century, 14 years of that 


J. A. O'Malley Roy M. Appleman 
time with the Chrysler division in 
executive capacities. A native of 
Chicago, he was for 14 years a dis- 
tributor in Pittsburgh before join- 
ing Chrysler in 1934 and shortly 
thereafter was sent to New York 
as vice-president and general man- 
ager of the Chrysler New York Co. 
Later he was transferred to 
Detroit as head of the Chrysler 
Detroit Co., another factory 
branch. When Chrysler closed its 


branch in Chicago and put all 
(See O’MALLEY, Page 57, Col. 3) 
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10-15 Percent 


Cars Above $2,000 
Now Hard to Sell, 


Survey Discloses 
By Jim White 


Associate Editor 
SED-CAR PRICES have de- 
clined at least 10 to 15 percent 
in the past 30 days and some dealer 
inventories have been cut by as 
much as 40 percent to meet lowered 
market ranges, a nationwide check- 
up by Automotive News correspond- 
ents disclosed last week. 

At the same time, prewar mod- 
els enjoyed a new lease on life as 
car-hungry customers turned 
from high-priced postwar stocks, 
requiring large down payments, 
to the cheaper prewar models. 
Anything over $2,000 is now dif- 
ficult to sell, dealers declared. 

Finance company officials are 
looking for an increasing number 
of used-car operations to fold with- 
in the next 60 days due to gradual 
tightening of retail business and 
the necessity for unloading stocks 
at present retail levels. 

Winter weather and low retail 
volume will discourage many small 
lot operations soon, it was declared. 

a * * 


ERE are Automotive News re- 
ports from various cities: 

MINNEAPOLIS.—Used-car prices 
are reported to be tumbling as 
much as 10 percent in the Twin 
Cities area, according to a survey 
of Minneapolis used-car dealers 
who gave as part of the responsi- 
bility for the decline the restoration 
of federal credit controls. 

Some dealers, on the other hand, 
said they believed the decline at 
present is merely a “seasonal 
slump.” A few dealers reported 
negligible price drops, However, a 
survey of used-car want advertise- 
ments showed prices were from 
$100 to $300 less on many models, 
particularly ’46 through ’48 models. 

New-car dealers, at the same 
time, reported no cancellations of 

(Continued on Page 57, Col. 1) 


Top Cars 


New car registrations for seven 
months, plus 46 states for Au- 
gust: 

1948 Pos. 

1—461,806 

2—250,447 

38—220,813 

4—163,571 

5—149,945 

6—141,419 

I—119,211 

8— 95,838 

9— 80,919 
10— 76,887 
11— 76,748 

2 76,154 
69,423 
53,137 
51,592 
44,603 
37,859 
18,573 
19— 18,429 
20— 15,062 
21— 6,335 
22— 1,219 
23— 47 Playboy 
24— 2 Tucker 

Total All Makes 
2,233,430 2,014,223 

For further details see page 

48, today’s issue. 


1947 Pos. 
420,259— 1 
$28,413— 2 
202,339— $ 
151,261— 4 
133,298— 5 


Make 
ev. 

Ford 
Plym., 
Buick 
Pontiac 
Dodge 
Olds 
Stude. 
Nash 
Kaiser 
Mercury 
Hudson 
Chrysler 
DeSoto 
Packard 
Frazer 
Cadillac 
Crosley 
Lincoln 
Willys 
Austin 
Anglia-Prefect 


17— 


15,741—18 
15,305—19 
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High -Pressure Debate .. . 


AUTOMOTIVE NEWS, OCTOBER 11, 1948 


Rubber Firms Answer 
Beefs on New Tires 


OW-PRESSURE tires have 
brought some high-pressure 
complaints. So Automotive News 
put the criticism up to the tire and 
automotive engineers. 
After a good deal of digging, it is 
a little difficult to generalize on the 
results—except for one thing: 


Nearly all insist that the new 
tires provide a major advance in 
riding comfort, in spite of the 
complaints. 

By and large, it is admitted that 
there have been some complaints, 
but none that can’t be overcome. 
And they were expected, since no 
new development is born perfect. 

* * * 


QOME OF THE users say that the 

tires make cars steer like trucks, 
that they experience a repeated 
thump, that wear is spotty, that 
sidewalls break down and that cars 
are unstable at high speeds. 

However, tire experts insist 

that these are the exceptions 

rather than the rule. 

Tire engineers also point out that 
some auto companies engineered 
their cars for the new tires, while 
others just put the new tires on 
their cars without change. 

On the other hand, and strangely, 
one expert reported more com- 

plaints from owners of cars de- 


4 Competitors 
Sued by Trico 
Over Patents 


BUFFALO. — Trico Products 
Corp., manufacturer of automatic 
windshield washers, has filed four 
patent infringement suits against 
manufacturers of products claimed 
to fall within the scope of Trico 
patents. 

It is said that the Trico patents 
cover a novel means of fluid de- 
livery used both by Trico in its 
automatic unit, and by the defend- 
ants in their non-automatic, man- 
ual or foot-pumped unit. 

The suits filed charge infringe- 
ment of patents Nos. 1,949,098 and 
2,206,814 and are as follows: 

Trico versus Delmann Corp. U.S. 
District court, southern district of 
Iowa, Central division—Civil Action 
No. 863. 

Trico versus J. Paul McGinn and 
Mrs. J. Paul (Mary Helen) McGinn, 
co-partners, doing business as El- 
dora Mill & Mfg. Co. U. S. District 
court, northern district of Iowa, 
Cedar Rapids division—Civil Action 
No. 315. 

Trico versus E. Edelman & Co., 
Inc. U. S. District court for the 
northern district of Illinois, Eastern 
division—Civil Action No. 48-C1298. 

Trico versus Linmar Products 
Corp. U. S. District court for the 
northern district of Illinois, Eastern 
division—Civil Action No. 48-C1299. 


Tucker Sued for $50,500 


By Discharged Mechanic 


CHICAGO.—William D. Stampfli, 
a master mechanic, has filed a suit 
against Tucker Corp. here in Su- 
perior court for $50,500, contending 
that upon being discharged June 25 
“without reason,” his reputation 
was damaged. 


signed for the new tires than 
from those driving cars without 
engineering changes. 

It appears, nevertheless, that the 
tires are here to stay and both the 
cars and the drivers will get used 
to them as time goes by. 

* + * 

MANY OF THE complaints can 

be traced to misuse on the part 
of owners. For instance, in many of 
the cases involving sidewall break- 
down, dealers say that customers 
had failed to keep the tires properly 
inflated or had bled them on hot 
summer days while traveling at 
high speeds. In some cases, it was 
said, customers were unable to give 
the correct recommended inflation. 

Tire companies decry the mo- 
toring public’s practice of bleed- 
ing tires of excess pressure dur- 
ing high-speed trips. Tires are 
built, it is said, to be inflated at 
proper pressures and to self-bleed 
excess pressures when poundage 
exceeds certain levels. The prac- 
tice of bleeding tires enroute 
weakens the tire casings and rup- 
tures cording in addition to creat- 
ing additional friction and heat 
within the tire. 

Spotty wear, when encountered, 
is due not to the construction of the 
tire but is instead brought on by 
shortcomings in the steering geom- 
etry of the automobiles, tire engi- 
neers claim. Some went so far as 
|to say that today’s complaints in- 
| volving low-pressure tires on pas- 
| senger cars are present because the 
| automotive industry failed to keep 
| pace with the tire industry in the 
development and adoption of the 
| new soft tire. 

Because of the greater area of 
rubber resting on the road surface, 
tiremen point out, greater resist- 
ance to steering is encountered. The 
result is that the car with low-pres- 
sure tires requires as much as a 10 
percent greater steering effort than 
one equipped with standard type 
tires unless the steering system has 
been redesigned, engineers claim. 
Heavier cars are especially affected, 
it was added. | 


* * 
) id CASES WHERE lack of stabil- 
ity at high speeds has been 
(Continued on Page 59, Col. 1) 





DEALER AND THE BEAUTY — On her ftri- 
umphant return home, Mrs. America for 1948 
was greeted by C. W. Hallar at the Ford 


dealership of Anderson Motors in West 


Philadelphia. Anderson Motors furnished new 
Ford and Lincoln convertibles to take Mrs. 
America to various civic functions. 


12,000 Orders 
Reported for 
British Fords 


DEARBORN.—Dealer orders for 
English-built Ford cars have more 
than doubled the number originally 
anticipated for 1948, J. R. Davis, 
Ford vice-president and director of 
sales and advertising, said last 
week. 

He said that dealers have asked 
for more than 12,000 cars, while it. 
was planned to import only 6,000 of 
them this year. 

Two thousand cars have been de- 
livered to customers, most of them 
on the Atlantic coast. It was orig- 
inally planned to distribute the cars 
only in Boston, New York, Phila- 
delphia, Washington and Wilming- 
ton, Del. 

However, Davis said, so many 
dealers asked for franchises that 
the cars now are being sold in large 
cities on the Gulf coast and the 
Pacific coast. In addition, there are 
dealerships in Pittsburgh, Cleve- 
land, Detroit, Cincinnati, Minne- 
apolis, Chicago and Memphis. 

Davis said that additional ap- 
pointments are planned. Dealers in 
many cities are able to make imme- 
diate delivery, he added. 

Two passenger cars are available. 
The Anglia is a four-passenger, two- 
door sedan and the Prefect is a 
four-passenger, four-door model. 
Also available to the dealers is the 
Thames van, a light panel truck. 








41,000,000 Vehicles on Road . 


As Registrations Gain 8.6% 


ASHINGTON. — Motor vehicle 
registrations in the United 
States this year will exceed 41,000,- 
000, topping all previous records, 
according to preliminary reports 
received by the Public Roads Ad- 
ministration from state authorities. 
On the basis of current totals, an 
estimated 40,557,000 privately-owned 
automobiles and commercial vehi- 
cles, including buses, will be regis- 
tered during the year, an increase 
of approximately 3,200,000 or 86 
percent above the 37,360,463 private 
and commercial vehicles registered 
last year. 

Registration of public vehicles 
owned by federal, state, county 
and municipal governments, esti- 
mated at 500,000, will bring the 
total registration for the year to 
more than 41,000,000, PRA said. 

Steadily increasing usage of the 
nation’s highways for commercial 

transportation is reflected in the 
fact that the total registration of 
trucks and buses this year is ex- 
pected to reach 7,332,000, an in- 
crease of approximately 691,000, or 
10.4 percent, over last year’s total 
of 6,641,611 registrations. 
* + * 
oo registration of privately- 
owned automobiles this year is 
estimated at 33,225.000 as compared 
with a total of 30,718,852 registra- 
tions in 1947, an increase of 8.2 
percent. 

The five states having the largest 
estimated registration are Cali- 
fornia, New York, Pennsylvania, 
Texas and Illinois, in that order. 
Motor vehicle registrations in 12 
states are expected to increase 10 
percent or more, as compared with 
1947 totals. 

California, the PRA estimates, 
will have 3,250,000 passenger cars 
registered this year, against 2,992,- 
000 last year; New York, 2,690,000 
against 2,481,478; Pennsylvania, 
2,125,000 against 1,985,275; Ohio, 
2,095,000 against 1,965,307; Illinois, 


Pontiac Sales Chief 


On West Coast Trip 


PONTIAC.—L. W. Ward, general 
sales manager of Pontiac, is hold- 
ing a series of informal meetings 
with dealers in Seattle, Portland, 
Ore., San Francisco and Los An- 
geles. He is accompanied by L. A. 
Walker, parts sales manager. 





Kramer Broke; Knetzer Missing . . . 


By Sam X. Hurst 
Staff Correspondent 


ST. LOUIS.—Another rapidly-un- 
folding chapter in the amazing 
automotive sales activities of Rob- 
ert L. Knetzer and Arthur F. 
Kramer, the Illinois alfalfa-patch 
dealers whcse sales of new and 
new-used automobiles have drawn 
nationwide attention, developed 
Wednesday when Kramer was ar- 
rested on a warrant charging him 
with obtaining money by false pre- 
tenses, shortly after he had filed 
a voluntary petition in bankruptcy 
for $2,387,065. 

This action followed an involun- 
tary petition in bankruptcy filed 
in Springfield, Ill., after his re- 
lease on a $5,000 bond on the 
criminal charge. 

Kramer’s attorney said the Jer- 














PITTSBURGH DEALERS TAKE DAY OFF—Annual outing of Pittsburgh Automobile Dealers’ 
Assn. was held equeatty at the Longue Vue Country Club. There were 350 in attendance, 


according to Hugh G. 
man. 
was composed of Bob Gunn jr., Ed McKean 
McCullough, J. R. Pursell jr., L. K. 
Ed Koch and Sam Liberto. 


Shilling, 


alsh, association secretary-manager. Jack Lawlor was general chair- 
P. D. Winston is pam of the association. The committee in charge of the event 


ir., Toby Winston, Clarence Boston, Scott B. 
Bob Smith, Grant Semple, Hudson Samson, 


seyville (Tll.) dealer will pay all 
of his liabilities listed in the vol- 
untary petition before Oct. 29, the 
date when he must appear on the 
bond. 

State’s Attorney F. A. Reissner 
of Jersey county, who filed the 
charge, said he will ask a grand 
jury on Nov. 1 to delve into the 
intricacies of the deals conducted 
by Knetzer and Kramer. 


“It looks like more than $1,000,- 
000 is involved,” Reissner said. 
“One man from Decatur had a re- 
ceipt for $47,000 for 16 cars and 
another from Springfield has one 
for $40,000.” 

Kramer’s attorney said he had 
$2,533,402 in assets but these assets 
include three $500,000 notes signed 
by Kramer’s supplier, Knetzer, and 
$1,000,000 which Kramer alleges 
Knetzer owes him. 

The warrant against Kramer was 
issued on complaint of Freeman 
Rodgers of Alton, Ill., who alleges 
be paid Kramer $1,637 last July 24 
for a car he was promised within 
90 days. Rodgers said he got nei- 
ther the car nor a refund. 

Before his mysterious disappear- 
ance with his wife and four-year- 
old daughter, it was revealed, 
Knetzer met three of his em- 
ployes, Orval Legate and James 
Walker, salesmen, and Robert 
Heidinger, service manager, and 
presented each with what they 
think amounts to one-third of the 
stock in Knetzer Motor Sales Corp. 
(Oldsmobile), Edwardsville, IIl. 

The three, who were missing for 
24 hours, returned to the com- 
pany’s premises to meet customers 
clamoring for automobiles or the 
return of their deposits. 

Legate said, “I didn’t think any- 
thing was wrong. I still have con- 








Bankrupt on Alfalfa Car Lot 


fidence in Knetzer. If he defaults 
this time, it will be the first time. 
He has always met his obligations 
and has never turned down a re- 
fund. In some cases he even paid 
dissatisfied customers 6 percent on 
their money.” 

Kramer’s voluntary bankruptcy 
petition listed names of more than 
1,300 persons in Illinois, Missouri 
and 13 other states as “creditors 
with claims unsecured.” 

Knetzer disappeared after an in- 
voluntary bankruptcy petition had 
been filed against him by three 
customers who said they had de- 
posited money with the dealer but 
had not received automobiles. 

In Lansing, Oldsmobile officials 
said they were studying the Knet- 
zer case. 





Layaway Plan in Cars 
Started by U.C. Dealer 


ARDMORE, Okla.—A_ used 
automobile dealer with lots in 
Ardmore and Henryetta, Okla., 
is advertising a layaway plan 
for prospective buyers who are 
unable to raise the down pay- 
ment required under the new 
federal credit restrictions. The 
plan is the result of “legal re- 
search,” according to the dealer, 
who told his attorneys to “leave 
no stone unturned in finding 
some way whereby people of 
moderate means can buy cars.” 

(Editor’s Note: A Federal Re- 
serve Bank spokesman in De- 
troit says that a layaway plan 
on used cars is legal under Reg- 
ulation W as long as a specific 
car is actually earmarked and 
held ready for delivery to the 
customer.) 





1,895,000 against 1,748,482; Texas, 
1,765,000 against 1,585,645; Michi- 
gan, 1,730,000 against 1,597,137; 
New Jersey, 1,110,000 against 
1,028,389, and Indiana, 1,045,000 
against 950,000. 

The 12 states in which motor 
vehicle totals are expected to in- 
crease 10 percent or more are Ala- 
bama, Arizona, Florida, Idaho, Ken- 
tucky, Montana, Nebraska, New 
Mexico, North Dakota, Oregon, 
South Dakota and Texas. 


* + ok 

Sa combined regis- 

tration of cars, trucks and 
buses is expected to total 3,795,000 
this year, followed by New York, 
3,125,000; Pennsylvania, 2,521,000; 
Texas, 2,265,000, and Illinois, 2,206,- 
000. 





545,000 and exceed New 
435,000, Pennsylvania’s 396,000 and 
Illinois’ 311,000. 

The largest percentage increase 
over 1947 total car and truck figures 
is shown by Idaho with a 13.4 per- 
cent gain; the smallest, by Rhode 
Island with 4.5 percent. 

Government-owned vehicles last 
year totaled 126,498 cars, 58,474 
trucks and 296,063 buses. 


H ilty Succeeds 
Streeter as Reo 


Sales Chief 


LANSING, Mich.—Resignation of 
Don C. Streeter as general sales 
manager of Reo Motors, Inc., and 
the appointment of R. D. Hilty as 





R. D. Hilty 


Don C. Streeter 


his successor were announced last 
week by Joseph §S. Sherer jr., vice- 
president and assistant general 
manager. 

The change is effective at once, 
Sherer said. 

Hilty has been associated with 
Reo since 1906 as salesman, dealer, 
factory representative and manager 
of the company’s Dallas (Tex.) 
branch. He was with Mack Trucks, 
Inc., from 1935 to 1945 as vice- 
president in charge of domestic and 
export dealers, returning to Reo in 
1945 as assistant general sales man- 
ager. 

Streeter has been closely identi- 
fied with Reo for 32 years. He was 
made parts manager in 1918 and 
service manager in 1922. In 1938, 
he was named assistant sales man- 
ager, and became general sales 
manager in 1942. 


Willys Assumes 
Calif. Distribution 


MAYWOOD, Calif.—Price reduc- 
tions on five Willys-Overland mod- 
els were announced last week by 
the company’s West Coast division, 
which on Oct. 1 took over California 
distribution of Willys products. 

James J. Welker, general man- 
ager of the West Coast division, ex- 
plained that the price cuts were 
made possible by economies in dis- 
| tribution brought about by the can- 
cellation of Transport Motor Co. as 
California outlet to about 100 retail 

| dealers. 

| Welker quoted these new deliv- 
;}ered prices, including freight 
| charges, but excluding federal and 
| State taxes: 

| Jeep, $1,409, down $22; station 
| wagon, $1,668, down $20; pickup 
panel delivery, $1,988, down $24; 
station sedan, $2,153, down $30, and 
ae convertible, $1,971, down 
29. 

The price reductions benefit Cali- 
fornians only, inasmuch as Willys- 
Overland still maintains distribu- 
tors for Oregon, Washington and 
other Far Western states. 

The Maywood plant of Willys- 
Overland manufactures jeeps only, 
with other vehicles in the company 
line and most parts being shipped 
to the West Coast from Toledo, 
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Dealers tell me 


By John 0. Munn 





PAA Studies Retailing Problem .. . 


What About Used Cars? 










ERB TREVELLYAN is known 
by many dealers in this coun- 
try as a former sales executive at 
Oldsmobile. Just before the war, 
he resigned to take the Oldsmo- 
bile dealership in Lansing. Olds- 


mobile registration in the factory 
is way out of 


territory, of course, 
proportion with its national stand- 
ing. This is due, of course, to the 
patronage of many factory em- 


ployes, as well as preference of the 


citizens to the home town product. 

This situation was both an ad- 
vantage and a disadvantage to 
Trevellyan when he took over the 
business. He felt that his perma- 
nence as an independent merchant 
depended more on keeping Olds- 
mobile owners satisfied than on 
cashing in on the local prestige 
that the product enjoyed. 

Like many other dealers he 
conceives his big task in the 
community is to convert Olds- 
mobile automobiles into com- 
fortable, satisfactory, economi- 
cal transportation in the hands 
of owners. All his operations 
emphasize his conviction that 
the duty, as well as the oppor- 
tunity for any dealer, is increas- 
ing the utility value of the cars 
in the hands of owners of the 
make he represents in his terri- 
tory. 

To do this job, he has expanded 
his operation considerably. It in- 
cludes a most modern service es- 
tablishment with adjacent cus- 
tomer parking lots, and the largest 
stock of Oldsmobile parts, perhaps, 
in the country. A separate build- 
ing is devoted to making ready 
new cars and re-conditioning used 
ears. The physical plant also in- 
cludes a building located nearby 
for the distribution of tires, as well 
as a lot for parking employe cars. 

* * * 


Letter Is Sent 


To Every Buyer 
(TREVELLYAN is one of many 

dealers who feel that it isn’t 
enough to do a good job for own- 
ers, but that it is necessary to 
grasp every means to constantly 
sell owners on what the dealer's 
investment in buildings, equipment, 
parts and manpower mean to them 
in terms of owner satisfaction. 

To this end he sends a letter 
to every customer to whom he 
delivers a new Oldsmobile. His 
letter is similar to those used by 
a good many dealers who take 
the occasion of a new car de- 
livery, even in this time of short- 
age, as an opportunity to express 
appreciation of the business and 
to emphasize that the delivery of 
a car is just the first step in the 
dealer’s obligation to keep the 
owner completely happy with the 
purchase. 

New car customers have always 
been a dealec’s most enthusiastic 
auxiliary sales force. They have a 
brand new shiny car. It performs 
beautifully. They show it to their 
friends and extol its virtues. The 
customer of a new car promotes 
the value of the merchandise to 
his friends if for no other reason 
than to have his friends compli- 
ment his judgment by the selection 


Index 


. to Today's Issue 
I RE ois oc snccsnaacccces On 








Automotive Finance ... . secceeee SS 
Auto News From Australia. ovease ae 
Auto News From Britain. cecceeee 19 
Auto Personnel ...... Bo gkles teat 
Automotive Washington eocceccoccese MO 
Coming Events ..... baa ak Rae Coe ae 
INNIS, ca'ec's oa ode Ga wecin 0 
Current Car prices. ca etdsenneecae 
Dealer Business Counsel. seseeeee,, 20 
Dealer PANE «se see es a ae 
US ccc cane Sb oa Geacicdha cual ae 
ee re 
PE NOI 6 ons 0 cess secncnce ances 10 
Highways & Safety. . a0 Aaah OGa een ee 
Leterbox ..... -bnekeadadecane an 
Production by Makes. eeccccesevcceces él 
Registration by States. 48 


Used-Car Auction Prices, “Average. - 
Used-Car Notes .... 





(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


















of the same make when they come 
into the market. 
* * 


Calls Main Points 


To Owner’s Attention 


REVELLYAN’S letter is similar 

to what many dealers use, and 
I quote it below: 

“It was a real pleasure to have 
had the opportunity to deliver you 
a new Oldsmobile. We want you 
to know that we sincerely appre- 
ciate this opportunity, and to as- 
sure you we consider the delivery 
just the first step in what we hope, 
and will do all in our power to 
make, a happy, satisfactory asso- 
ciation. 

“You will receive our Oldsmo- 
bile Owner Service Policy, which 
entitles you to free 1,000 and 
2,000-mile adjustments as listed 
on the back of the coupons at- 
tached to the Owner Service Pol- 
icy. Any additional work you 
wish performed other than that 
listed on the coupons will be 
charged for at our regular es- 
tablished prices. 

“These coupons will be accepted 
by us, or in case you are away 
from Lansing at the time your car 
reaches approximately 1,000 or 2,000 
miles, by any authorized Oldsmo- 
bile dealer in the United States 
or Canada. 

“We also wish to call your spe- 
cial attention to the manufacturer’s 
warranty of your new Oldsmobile. 
We would suggest that you read 
it very carefully so that you will 
be thoroughly acquainted with the 
policy. The manufacturer’s warrant 
is set forth at length in the Mo- 
torist’s Operating Guide, a copy of 
which you will find in your glove 
compartment. 

“Thanking you again for the 
privilege of delivering you this 
new Oldsmobile and the opportu- 
nity to serve you in the future, we 
are (signed Trevellyan Oldsmobile, 
Inc.).” 


* 


Followup Encourages 


Satisfactory Work 

FTER THIS first letter Trevell- 

yan really does an intensive 
job in following up customers. To 
this end he sends out a double 
postcard asking each customer of 
every individual service job if they 
were completely satisfied with the 
treatment received, whether prom- 
ises of delivery were kept, and 

(See MUNN, Page 59, Col. 2) 


Fribley’s Firm 
Wins Resale 
Damage in N.Y. 


ALBANY.—Validity of the resale 
option agreement was upheld for 
the first time last week by the New 
York State supreme court, which 
awarded damages to the Benedict 
Corp. (Cadillac-Pontiac), Norwich. 

The suit was brought by Benedict 
Corp. against Harland Smith, who 
had purchased a Pontiac converti- 
ble for $2,425. Smith signed a con- 
tract giving the corporation the 
right to repurchase the car within 
180 days, but subsequently trans- 
ferred the car to a used-car dealer. 

The corporation asked only $25 
in damages, which was awarded by 
the jury. In charging the jury, Su- 
preme Court Justice William Coon 
declared that the only question was 
whether the corporation was dam- 
aged, since he had ruled that the 
contract was valid. 

Use of the resale option was rec- 
ommended last year by the New 
York State Automobile Dealers as 
one way to counteract profiteering 
in new cars, and most of the asso- 
ciation members have now adopted 
the form. 

Carl E. Fribley, president of the 
Benedict Corp. and a former presi- 
dent of the New York State Auto- 
mobile Dealers Assn., turned the 
damages he received to charity. 
This practice has been followed in| 
a large number of cases in New| 
York. 

















| Automobile Dealers Assn. are 


By George E. Shelley 
Staff Correspondent 

TLANTIC CIiY. — (UTPS) — 

Should new-car dealers retail 
used cars? 

The pros and cons of the current 
trade controversy were given by a 
panel of dealers at the Tri-State 
convention of auto merchants from 
Pennsylvania, Maryland and Dela- 
ware here last week. 

The panel discussion was one 
of the highlights of the two-day 
session, which also heard talks 
on easy spending, increased oper- 
ating costs, less profit with larger 


Move Forward, 
Wright Advises 
Alabama Parley 


BILOXI, Miss.— Auto retailers 
must keep moving forward to avoid 
going out of business, the 13th an- 
nual convention of the Automobile 
Dealers Assn. of Alabama was told 
last week by Ben T. Wright, NADA 
president. 

“Because auto selling is a fast 
business,” Wright said, “you either 
go forward or fall back, and back- 
ward means out.” 

W. S. Brewbaker (Buick), Mont- 
gomery, was elected association 
president, succeeding Joe Edwards, 
Tuskegee. 

Dr. Ralph W. Lee, of General 
Motors public relations, suffered a 
physical collapse during his address 
on “Business, Man to Man.” At- 
tending physicians said he did not 
suffer a heart attack and his condi- 
tion was not serious. 

Other speakers included U.S. Rep. 
Albert Rains, Alabama Democrat; 
Ruth Stallings (Studebaker), Mont- 
gomery, who read a tribute to the 
late C. E. Anderson, ADAA execu- 
tive vice-president from 1936 to 
1947; John W. Stokes, tax consult- 
ant; William Hazlett Upson, author 
and lecturer, and M. Robert Deo, | 
NADA general counsel. 

Don H. Maring (Ford), Birming- 
ham, was named first vice-president 
of the association; George W. Cox 
(Chevrolet), Boaz, second vice- 
president; Stallings, third vice- 
president; M. S. Williams (Dodge- 
Plymouth), Eufaula, secretary- 
treasurer, and Frank Broadway, 
Montgomery, executive vice-presi- 
dent. 

The board of directors includes 
B. E. Rains (Dodge-Plymouth), 
Florence; H. E. Harbin (Ford), 
Huntsville; W. C. Sturtivant (Pon- 
tiac), Gadsden; John H. Anders jr. 
¢Studebaker), Tuscaloosa; W. M. 
Turner (Ford), Selma; C. C. Colson 
(Chrysler-Plymouth), Fort Deposit; 
James Callahan (Ford), Alexander 
City; F. J. Baker (Ford), Eufaula; 
J. M. Stallings (Buick), Dothan; 
S. E. Mary (Chevrolet), Troy; R. K. 
MeMillan (Chevrolet), Brewton; 
Glen Cobb (Hudson), Mobile; T. J. 
Kirven (Chevrolet), Jackson; W.H. 
Stewart (Chevrolet), Hartselle; L. 
Blanchard Brown (Ford), Syl- 
cauga; George A. Averitt (Ford), 
Dora, and J. R. Wilson (Chevrolet), 
Bay Minette. 

Wright was introduced by Ster- 
ling Edwards, Birmingham, NADA 
vice-president for Alabama. 





volume of business, employe 
profit participation, politics and 
economy. 

Elected president of the Penn- 
sylvania Automotive Assn. at the 
convention, which drew 2,073 deal- 
ers and their wives, was Leigh W. 
Schadt (Chevrolet) of Allentown. 
He succeeds E. A. Sahli (Chevro- 
let) of Beaver Falls. 

+ * ++ 


AMED vice-presidents of PAA 

were R. W. Frantz (Ford), 
Wilkes-Barre; R. C. Jones (Pack- 
ard), Reading; Fred Haller (Ford), 
Pittsburgh; J. E. Wolfington (De- 
Soto-Plymouth), Philadelphia, and 
H. J. Williams (Dodge-Plymouth), 
Erie. 

Paul Ruch (Dodge-Plymouth), 
Clearfield, was elected secretary, 
and A. W. Golden (Pontiac), Read- 
ing, was named treasurer. 


Moderator of the panel discus- 
sion on “Pros and Cons on Re- 
tailing Used Cars by New Car 
Dealers” was J. V. Booth (Chev- 
rolet), McKeesport, Pa. 

It was made definitely clear that 
the views expressed did not neces- 
sarily represent those of the par- 
ticipant. M. A. Behrend (Ford), 
Baltimore, and E. W. Day (Ford), 
Chester, Pa., took the affirmative 
side, while R. G. Buckalew (Chev- 
rolet-Cadillac-Oldsmobile), Blooms- 
burg, Pa., and Paul Ruch (Dodge- 





Clearfield, Pa. the 


Plymouth), 
negative. 
In his opening remarks, Booth 
asked whether the new car dealer 
can ethically engage in this busi- 
ness and retain customer goodwill 
and if it would pay without too 
much risk. 
* + * 
| E SAID the new-car dealer is 
“responsible for the fact that 
used-car outlets have mushroomed 
and multiplied like flys over the 


past few years” because he could 
(Continued on Page 58, Col, 1) 


Dealer Posts $100 Award 


For Information on Car 

BLACK RIVER FALLS, Wis.— 
George Waughtal, owner of a 
Chrysler-Plymouth dealership, last 
week offered $100 for information 
leading to the whereabouts of a 
1948 model Chrysler New Yorker 
convertible coupe. 


Waughtal described the car as 


follows: light tan, wood paneling, 
green leather upholstery, serial 
number 7406096, motor number 


C-39-56660, Wisconsin license num- 
ber 4-48-81512. When last seen, 
Waughtal said, the car was in the 
possession of a Thelma J. Smith, 
also known as Thelma Cherf, age 
35 and freckled. Waughtal believed 
the woman was traveling with a 
small child. 


Johnson Is Named President 
At Georgia Dealer Parley 


SAVANNAH, Ga.—Martin John- 
son, of Atlanta, was elected presi- 
dent of the Georgia Automobile 
Dealers Assn. as the organization 
met in annual session here Oct. 3-5. 


Other officers elected included 
A. K. Dearbing, Chevrolet dealer 
from Savannah, first vice-presi- 
dent; Frank Graham of Atlanta, 
second vice-president, and O. B. 
Levrett of Gainesville, secretary- 
treasurer. 

Members of the board of direc- 
tors named for a two-year period 
are H. Phil Jones, Americus; Max- 
well Marsh, Macon; C. G. Milner, 
Rome; Bert Glisson, Valdosta, and 
C. A. Tressell, Athens. 

Members of the board who will 
fill one-year terms are Homer 
Allen of Savannah; R. B. Wright 
of Moultrie; I. L. Hinson, Thomas- 
ton; John Lander, Atlanta, and F. 
W. Deong, Gainesville. 

The newly elected president 
succeeds Robert Cowart of Doug- 
las, who was presented with a 





Herff Salesmen Win 


Free World Series Trip 
MEMPHIS. —All-expense-paid 
trips to baseball’s World series 





were awarded seven salesmen for 
the Herff Motor Co. here. Herbert 
Herff, head of the firm, made the 
awards the goal of a sales contest 
conducted by the company in Sep- 
tember. 

The winners were: Herbert Rob- 
inson, Gill H. Johnson, Walter Gar- 
vey, Harold Short, Gus Wells and 
George Sammons. 


AT COLORADO CONVENTION—Shown at the recent meeting in + Resear A of the eee 


left to right): 
Rude, roe Universal 
man; L. W. Smead; Arthur C. Sheely ( 

E. J: Barnes (Ford); Sterling, and Tom Br 


IT Credit Corp.; Bill 
Chester). past eee 


Marvin jae Denver; 
aon, poet so: eneral chair- 
Collins; ident-elect 


executive secretary, Denver. Smead ead, assistant 


set of sterling silver as a token 
of appreciation from the organ- 
ization. 

One of the featured speakers of 
the convention was Frank W. 
Lovejoy of Socony Vacuum Oil Co., 
who discussed the principals of 
merchandising and selling. 

He summed up the better points 
of a good salesman in these words: 
“Don’t talk too much. Never as- 
sume an argumentive manner; in- 
quire first and then attack. Be 
sure your buyer understands that 
you understand his objection and 
stick to one key issue.” 

Another speaker was Herbert 
M. Gould, assistant general man- 
ager of the Motors Holding divi- 
sion of General Motors, who 
spoke on the days ahead when 
dealers will again have to “sell” 
instead of explain. 

His address was a general pic- 
ture of the qualities any aggres- 
sive selling agency should possess. 
He reviewed the personnel, mer- 
chandising and business manage- 
ment and financial policies neces- 
sary to a business which is to 
succeed. 

Entertainment for the convention 
consisted of sailboat races on the 
broad Wilmington river, which 
flows in front of the General Ogle- 
tsorpe hotel, site of the conven- 
tion’s base of operations. 


Also presented were a number 
of amateur vaudeville acts, in- 
cluding an all-girl orchestra and 
a champion yodeller at the an- 
nual banquet. 

A barbecue closed the session 
but many guests remained another 
day to indulge in the Georgia sun- 
shine which broke through on the 
final day of the meet after two 
days of dripping, dourness in the 
weather. 


Whitehurst Gets 
Post in Dallas 


DALLAS, Tex.—The Dallas Auto- 
motive Trades Assn. has appointed 
James N. Whitehurst, car dealer 
and executive in the Southwest 
since 1921, as general manager of 
the association, a newly-created 
position. Gladys Walker remains 
as secretary of the DATA. 

Announcement of Whitehurst’s 
appointment was made by Miles 
F. Hall, association president. 

Whitehurst assumed his duties 
Oct. 1, returning to Dallas where 
for three years he was connected 
with the C. S. Hamilton Motor Co. 
(Chrysler-Plymouth) as sales man- 


general sales manager of Ford Motor, made the keynote address at the I5th annual conclave. | ager. 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 

and dealers in motor vehicles, perts and accessories. 4 2. A fair profit to 

™ the dealer on every used vehicle accepted in partial payment for a new 

A car or truck. 4 3. Every dollar of gasoline tax collected by state or federal 

governments applied to the building and maintenance of highways. § 4. The 

e elimination of governmental and bureaucratic controls over this industry. 

R 9 5. A return to the precepts of independence and the rewards of applied 

energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 
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Capsule Comment 


Critics of the automotive industry are at it again from 
coast to coast. Some say the current new cars sacrifice 
safety for styling; others contend that the gingerbread 
must go. Even the doctors are delving into the unknown 
with suggestions on how to improve cars. 

‘ Seems the auto industry is fair game for everybody 
now. 
* * * 


Turin’s new auto show building is such an ideal setup 
“I'd like to see it moved—lock, stock and barrel—to the 
foot of Woodward avenue where it would serve the urgent 
needs of Detroit and the whole auto industry ... for a 
permanent auto exhibit hall,” declares George M. Slocum, 
publisher of AUTOMOTIVE NEws, who is now covering Euro- 
pean auto shows. 


That’s probably the only way Detroit will ever get 


one. 
* * * 


Mt. Joy, Pa., closed its business houses and schools the 
other day to pay tribute to K. T. Keller, president of Chrys- 
ler, who is a native of that town. There were parades and 
speeches. ; 

In short, there was great joy in Mt. Joy. 


« Arthur J. Morris, auto financing pioneer, declared before 
the National Used Car Dealers Assn. that the car industry 
is losing the mass consumer market. Speakers at the Ken- 
tucky and Colorado dealer conventions gave similar warn- 
ings about threats to the auto market. 


As if everyone doesn’t already know it. Or do we? 
* * * 

As a protection against unfair practices, the Wisconsin 
dealers association has urged Congress to enact a federal 
law licensing car makers and their retailers. Wisconsin has 
had such a law for several years, it was pointed out. 

That’s a big step. 


* * * 


“State Tax Tentacles Being Sharpened,” reads an AUTO- 
MOTIVE NEWS headline over a story declaring that many 
new levies face the auto industry when state legislatures 
convene next year. 


And sessions are set for 44 states! 
* * * 

Through lack of cooperation with wholesalers, truck deal- 
ers are threatened with the loss of extra profits now accru- 
ing from sale of truck bodies and equipment, an AUTOMO- 
TIVE NEWS survey shows. 


We never learn until too late. 








¢...a Word in edgewise’ 


During the absence of Publisher 
e M, Slocum, who is attend- 












conducted by sales leaders in 


auto industry. 


By H. C. Doss 
Sales Vice-President, Nash 


MOST SALESMEN, I think the 
record would disclose, once had am- 


bitions running toward some other 
of many vocations open to every 


young man. We often wonder what 
switched so many 
to selling. Surely 
it was not because 
there was nothing 
else left to do. It 
goes deeper than 
the mere making 
of a livelihood for 
one’s self and 
family, important 
as that objective 
is Atopnotch 

‘ salesman must be- 
H. ©. Doss lieve in what he 
sells, and must radiate genuine en- 
thusiasm for his product as a means 
of giving the buyer real service, 
convenience, enjoyment, education, 
or even health. 

This is especially true of the 
automobile salesman, who can hon- 
estly say, with every delivery: 

“I have made another soul hap- 
pier and healthier; I have ren- 
dered him a worthwhile service.” 

Recently, at a meeting of dealers 
and salesmen, while talking to a 
very outstanding producer, I said: 
“Starting out with intentions to be- 
come a lawyer, having been legally 
trained, I later switched to selling. 
What caused you to choose selling 
as a vocation?” “Well, I suppose I 
didn’t figure out the reasons at 
first,” he said, “I just leaned toward 
selling naturally; but in the back of 
my head I have always had the idea 
that the salesman is about the most 
important individual in the Ameri- 
can business setup.” 

There was his answer, and the 
conviction which made him a great 
salesman. 





THE WAY I see it, our whole 
system is based on selling. First, 
we said that every man, under God 
and the Constitution, is equal. We 
set up some rules for order and fair 
play. Then everybody went to work, 
each in his own way. No one stood 
at the top and said, “You’re a farm- 
er, you’re a baker, butcher, or phy- 
sician.” In that way men followed 
their natural bent and tended to 
find the jobs that suited them best, 
and so they did their jobs better be- 
cause their hearts were in their 
work. 

With individual and group en- 
terprise, and competition once set 
loose, production of good things 
was stepped up tremendously. 
Then came the necessity of dis- 
tribution, and we would still be at 
the barter level if the salesman 
had not come in at that point. He 
took the kettles that one man 
could make better than anyone 
else, and began bringing them to 
the attention of more and more 
people. The coppersmith concen- 
trated on the job he could do best, 
and the salesman created more 
demand for his product. The 
smith hired helpers. He became 
the mainspring of American busi- 
ness. 

To my way of thinking, the sales- 
man has been our country’s best 
servant. Whenever there was a bet- 
ter way to do something, to make 
living better, happier, and more 
comfortable, there was a salesman 
carrying the message to every door. 


WE TALK a lot about our high 
American standard of living. Who 
has done more than the salesman 
to make those standards the high- 
est in the world? Maybe we didn’t 
know that when we became sales- 
men, but we know it now. A sales- 
man must know his product and his 
customers’ needs and desires, and 
be keenly interested in supplying 
the answer. In bringing these things 
together, he is constantly serving 
the producer, the customer, and 
himself. 

In a period like the present, in 
which demand exceeds supply, 
salesmanship is likely to get rusty, 
and never has the salesman’s true 
ideal and understanding of service 
been more essential than it is today. 
Everywhere we go we see smart 
merchandisers preparing for the 
day when the movement of goods 
will depend largely on the ability of 
salesmen, and realizing that today’s 
goodwill means tomorrow’s profits, 
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COMPETITION BEING 
The LIFE OF TRADE 





Letterbox 


used if you so request, 








Conversation, Too 

Yesterday the writer was pass- 
ing the used car lot of Wegge- 
Pelton, 1021 E. Colorado St., and 
read this sign: 

“Cash and Conversation for Your 
Car.” 

I’m glad that dealers are devel- 
oping a sense of humor.—Earv T. 
SHEPHERD, Pasadena, Calif. 

7 - - 


Mixed Up? 


You seem a little mixed up in the 
year that Chevrolet first used coil 
springs in the front. (Photo cap- 
tion, page 6, Sept. 27.) 

It was 1939 and not 1934.—Lorp’s 
Moror Sates (Pontiac), Norwalk, O. 

Epiror’s Note: Chevrolet, which 
furnished the photo and caption, 
says it isn’t mixed up. The com- 
pany admits that the type of coil 
springs shown here were first 
used in 1939, but declares another 
type was first used in 1934. 

oe + * 


Interesting 

For years I have read AUTOMOTIVE 
News and enjoyed every bit of it, 
because it was factual and always 
has provided interesting informa- 


tion concerning this most interest- 


we can be confident that even when 


production “catches up” we will re- 
main in high gear because America 
has production know-how, it has 
sales know-how. 

Jobs and prosperity go hand-in- 
hand, and insofar as high-level 
employment is concerned we still 
have that ace in the hole—com- 
petitive selling — and SALES 
MEAN JOBS. 

Every salesman, therefore, may 
take pride in his vocation. He is a 
producer not only for himself and 
his community, but in a very large 
sense he becomes a contributor to 
man’s scheme and plan of living. 

Next Week: K. B. Elliott, sales 
vice-president of Studebaker. 
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‘Sense of Humor ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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No attention is given to unsigned 





ing business of ours. 

I know from time to time the 
large manufacturers are in court 
defending themselves against co- 
ercion charges by dealers, or by 
various departments of the govern- 
ment, who seem to have nothing to 
do but to try to pin something on 
big business and defend the poor 
little helpless businessman or indi- 
vidual. 

Whenever I read of these coer- 
cion charges it fairly makes my 
blood boil, because I will lay my 
money on the line to say that 
they are absolutely groundless 
and unfair, but yet the big cor- 
porations must defend themselves 
and invariably they come out on 
the short end. 

I feel I’m well qualified to say 
what I have, having worked for 
Chevrolet for 13 years before be- 
coming a dealer. During that time 
no one ever asked me to pressure a 
dealer or to do a dishonest thing. 
In fact, we were constantly admon- 
ished to sell, not tell, and now I 
have been a dealer, handling Chev- 
rolet, Oldsmobile and Cadillac at 
this point for almost eight years, 

(See LETTERBOX, Page 23, Col. 1) 





Coming Events 


OCTOBER 

Oct. 7-12—Paris Auto Show. 

Oct. 11-12—Minneapolis (Hotel Radisson) 
Annual convention of Minnesota Autom: 
bile Dealers Assn. 

Oct, 11-13—Los Angeles (Biltmore). Amer 
ican Society of Tool Engineers semi 
annual convention. 

Oct. 17-19—San Antonio, Tex. Annual co! 
vention, Texas Automotive Dealers Assr 
Oct. 17-19 — Augusta, Ga, (Sheraton Bon 
Air hotel). Annual convention and equip- 
ment exhibit of South Carolina Automo- 

tive Dealers Assn. 

Oct. 21-22—Atilantic City (Hotel Traymore) 
30th annual convention of New Jerse) 





Automotive Trade Assn. 
Oct. 22-25—Chicago (Hotel Sheraton). Sixth 
annual convention and trade congress 
National Auto Wreckers Assn. 

24-26— ° . Mississipp! Auto- 
mobile Dealers Assn. convention. 
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— Gally whit 


| is a SQUARE DEAL 
for automobile dealers ? 


We believe in a square deal for every one of our dealers. 


—TIRZ 





When Kaiser-Frazer issues a warranty on a new car, the factory 
makes good that warranty. On all warranty work, Kaiser-Frazer 
pays 100% of the bill, including full retail labor rates. This is just one 
of the policies which have made Kaiser-Frazer dealerships highly 
prized in the automotive world. . 

We are building great cars. We have made 300,000 of them in two 
short years, and they’ve been road-proved, value proved and style- 
proved in better than two billion miles of driving. 





We have never crippled our dealers by shutting down, due to mate- 
rial shortages. Willow Run has always been in production—even 
though we have had to use spectacular measures to overcome certain 
shortages at times. 


We have the fourth largest dealer organization in America. It is 


le 


. | growing. Keep your eyes on Kaiser-Frazer! 
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KAISER-FRAZER SALES CORPORATION 


Willow Run, Michigan 
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Minimized as Campaign Issue .. . 


a 


Taft-Hartley Act Fails 


To Arouse V oters 


By Mac Gordon 
Associate Editor 

HE TAFT-HARTLEY labor law 

has not proved the political 
“bogeyman” union leaders and the 
Truman administration thought it 
would. 

Instead of arousing the labor 
rank-and-file to a huge protest 
vote, most political observers be- 
lieve that the law’s effect on the 
coming elections, if any, will be to 
enhance the election chances of the 
Republicans and those Democrats 
who supported its passage. 

General voter satisfaction with 
the workings of the year-old law 
is attributed to the prevailing be- 
lief that it has effectively bal- 
anced the one-sidedness of the 
Wagner act and curtailed the in- 
fluence of Communists in the 
labor movement. 

Independent voters have been re- 
assured, according to political ex- 
perts, by GOP promises to amend 
the law at the next congressional 
session so as to bring federal con- 
trol over labor management rela- 
tions into still further balance. 

7 + + 

RESIDENT TRUMAN, and the 

CIO and AFL leaders backing 
his candidacy, have tried hard to 
drum up rank-and-file interest in 
defeating the so-called “Taft-Hart- 
leyites.” 

‘But newspaper polls in Detroit, 
Pittsburgh and other labor centers 
reveal that the law commands the 
interest of few voters as a major 
campaign issue. 

In Detroit, for instance, a Detroit 
News survey showed that only 6 
percent of those polled rated the 
Taft-Hartley act as an issue in the 
campaign. Detroiters regarded in- 
flation and the cost of living as the 
foremost issue, with world peace 
closely following. Third in interest 
was Communist influence in the 
U.S. 

Only a handful of the congress- 
men who voted for the law 15 
months ago have been beaten this 
year in their bids for renomina- 
tion, and in most of these races 
the law was not an issue. 

Political observers report that a 
huge outpouring of labor voters, 
such as President Roosevelt en- 
joyed four times, could conceivably 
roll up enough Truman votes to 
return him to office. 

But, they contend, the President 
has seized upon the wrong “bait” in 
trying to lure labor to the polls by 
defending his veto of Taft-Hartley 
and calling for its repeal. 

* * * 


ss MAJORITY of production- 
line workers are simply not 
moved by all these rantings against 
the law,” one observer said, “and 
many of them don’t think it’s such 
a bad law, anyway. There is also 
as much rank-and-file resentment 
against union bosses and Commies 
these days as there was against 
tyrannical management bosses 20 
years ago.” 

A recent survey of executives by 
tle National Industrial Conference 
Board showed that slightly more 
than half believe that their em- 
ploye relations have been improved 
as a result of the Taft-Hartley act. 

Forty-six percent of the execu- 





jtives did not see any effect, the 
board reported, while not one of 
the executives believed the act re- 
sulted in a deterioration of their 
company’s relations with employes. 


Although 93 percent of the execu- 
tives favored the act, a large num- 
ber felt that it “has definite short- 
comings.” Five percent felt the act 
“has gone too far and has done 
more harm than good.” Two per- 
cent failed to state whether or not 
they favored the act. 


Some of the executives express- 
ing belief the act has improved 
their company’s relations with 
employes could assign no specific 
reason. “This improvement is in- 
tangible but we believe it exists 
nevertheless,” wrote one Mid- 
western industrial relations ex- 
ecutive. 


An employe opinion poll conduct- 
ed by a large Midwestern manufac- 
turing company showed that the 
workers believed that the act bene- 
fited them, according to the com- 
pany’s industrial relations director. 


+ * * 
HREE OUT OF four executives 
suggested changes in the Taft- 
Hartley act. The remaining one- 
quarter said they did not believe 
the one-year period furnished suffi- 
cient experience to recommend re- 
visions. 
Among the principal changes sug- 
(Continued on Page 59, Col. 3) 


Obituaries 


Schreiber, I-H Officer, 


Dies of Heart Ailment 


CHICAGO.—Karl O. Schreiber, 56, 
vice-president of International Har- 
vester Co. in charge of manufactur- 
ing, died Oct. 5 of a heart ailment 
at Evanston hospital. 


He joined the company in 1917 
as a general foreman at the motor 
truck assembly plant. 


Funeral services were held Oct. 8 
in suburban Evanston, where Mr. 
Schreiber resided, with burial at 
Loda, Ia. 


* * * 
Horace G. Goble 
DETROIT.—Horace G. Goble, divisional 
sales manager for Van Cleef Bros., died at 
his home here Sept. 19. Mr. Goble headed 
the rubber products manufacturing firm's 
sales in Michigan and Indiana. 
* * * 


Gilbert A. Jarman 
BALTIMORE.—Gilbert A. Jarman, 57, 
head of Jarman Motors, Inc., died Sept. 28 
here at Union Memorial hospital. 
* * * 


Charles J. Ginsberg 
MIAMI BEACH, Fla..Charles J. Gins- 
berg, 54, died at his home here following a 
brief illness. Mr, Ginsberg was president 
of Nash-Miami Motors, Inc. 
* * * 





Grant B. Sturgis 

DETROIT.—Grant B. Sturgis, 55, man- 
ager of parts and warehousing distribution 
for the General Motors Truck & Coach divi- 
sion, died of a heart attack at his home 
here Oct. 1. He was with Packard before 
joining GM. 

* 7 * 


Clyde Rothermel 
GARY, Ind.—Clyde Rothermel, 53, vet- 
eran Gary and Crown Point automobile 
dealer, died here suddenly Sept. 30 from a 
heart attack. 
* * * 
Joseph H. Machens 
ST. CHARLES, Mo.—Joseph H. Ma- 
chens, 57, head of Machens Motor Co., 
Inc., here, died Oct. 1 of cancer. 





SPECIAL DISPLAY—This Studebaker Commander convertible window display in Philadelphia 
was arranged between Studebaker Dealer Harry Krouse and the Frank & Sedar department 


store officials. 
display space. 





The plate glass had to be removed in order to get the automobile into the 











DEALERS ENTER PORTOLA PARADE—A diorama depicting travel and vacation, and the 
speed of today's transportation by motor car, has been selected by Ernest Ingold, chair- 


man of the float committee of the San Francisco Motor 


Car Dealers Assn., as the float to 


be entered by that group in the San Francisco Portola festival night parade Oct. 23. 
Charles Rosenthal, vice-president of the fete, was instrumental in securing the cooperation 
of the dealers in entering the float. Left to right: Ingold (Chevrolet), Rosenthal, Mel 


Melvin, art director of the festival, and J. 
association. 


E. French 


lodge), president of the dealer 


National ‘Operation Safety’ 
Urged at Ist ATA Session 


WASHINGTON.—With an _ at- 
tendance almost touching the 3,000 
mark and the closing banquet to 
be held in two hotels simultane- 
ously, the 15th anniversary con- 
vention of the American Trucking 
Assns. got under way here Friday. 


The convention was called to 
order by ATA President Ed Buh- 
ner and the first speaker was 
Rep. Everett Dirksen, Illinois 
Republican, who made a strong 
plea for a nationwide “operation 
safety” to end traffic fatalities. 


The problem of human safety on 
our streets and highways, Dirksen 
told his listeners, confronts the 
operator of every motor vehicle in 
the land and calls for the full 
cooperation of every man, woman 
and child. 

Saturday’s principal speaker 
was Russell J. Hopley, director of 
Civil Defense planning. National 
truck roadeo semifinals were 
staged in the evening. Reo spon- 
sored a luncheon for women. 

The first general session was 
scheduled for Sunday with Presi- 
dent Buhner making his annual 
report. Harvey S. Firestone jr. 
addressed the delegates at a 


Chrysler Dealer 


Charges Inequity 
In Car Allotment 


McALLEN, Tex.—In a full-page 
advertisement in the Valley Eve- 
ning Monitor, J. Charles Liddy, 
president of Liddy Motor Co. 
(Chrysler-Plymouth), charged last 
week that the Chrysler division has 
broken “a written agreement” to 
provide him with 35 Chryslers and 
30 Plymouths to date. Instead, Lid- 
dy claims, he has received only 11 
Chryslers and 17 Plymouths so far 
this year. 

(In Detroit, a Chrysler division 
spokesman blamed the corpora- 
tion’s three major plant shutdowns 
this year as the reason Liddy has 
not received his usual allotment of 
cars. The spokesman said Liddy 
stood very high in the company’s 
estimation, although his advertising 
blast was deplored.) 

In his ad, titled “Do Not Blame 
Us,” Liddy claims that the Chrysler 
regional manager promised him 
more cars this year, whereupon he 
“equipped one of the finest exclu- 
sively Chrysler dealerships in 
Southwest Texas.” Liddy said the 
ad was “published only to clear any 
unfair and unwarranted criticism 
of Liddy Motor” by the public who 
couldn't get new cars. 

“Despite the fact that McAllen’s 
trading area comprises 28 percent 
of the Valley’s 253,000 persons,” 
Liddy said, “we receive less cars 
than any other dealers in Hidalgo 
county.” 

Liddy declares that, to meet 
standards of the car-distribution 
policy outlined by President D. A. 
Wallace of Chrysler in 1947, his 
company purchased a used-car lot 





luncheon. Roadeo finals were to 
be held in the evening. 

The ATA executive committee 
and other major groups begin 
business sessions today (Oct. 11). 

Today’s luncheon will be spon- 
sored by the International Har- 
vester Co. In the evening Firestone 
will stage a reception and buffet 
supper. 

Business sessions of the execu- 
tive and other committees will con- 
tinue on Tuesday, with Goodyear 
hosting a luncheon for ATA and 
affiliated association officials and 
their wives. Ford will be host at 
a hospitality hour in the evening. 

On Wednesday the ATA board 
will hold a business session to act 
on questions of taxation, safety, 
regulation of truck leasing and 
other industry problems, and to 
elect officers for the ensuing year. 

Herman D. (Buddy) Horton, of 
Charlotte, N. C., is slated for the 
ATA presidency. He heads one of 
the country’s largest stock opera- 
tions. 


Texas Dealers 
Expect Record 
Parley Oct. 17-19 


SAN ANTONIO, Tex.—With reg- 
istrations nearing the 300 mark, 
Officials of the Texas Automotive 
Dealers Assn. last week predicted 
an attendance record for the asso- 
ciation’s annual convention here 
Oct. 17-19. 

One of the feature parts of the 
meeting will be two symposiums in 
which dealers from various parts of 
the state will sit as a panel. 

Service problems will be the sub- 
ject of one gathering presided over 
by Harry J. Burkett, Dodge-Plym- 
outh dealer of Houston. Dealership 
problems will be the topic of the 
other group, presided over by H. B. 
Ransom of Fort Worth. 

Speakers will include John W. 
Stokes, automotive tax authority; 
Ray Chamberlain, NADA conven- 
tion manager; Ben T. Wright, 
NADA president, and Robert Deo, 
general counsel. 


e 
Senate Hearing 
| ° 
Set to Clarify 
e * . . 
Pricing Decision 

DETROIT.—Speaking before De- 
troit’s Economic Club, U. S. Sena- 
tor Homer E. Capehart, Indiana 
Republican and chairman of the 
| Senate’s Trade Policies committee 
said last week that any recom- 
mendations his committee makes 
| concerning the basing-point sys- 
tem of pricing will be aimed at 
clearing up “existing confusion.” 

Speaking on “What the cement 
case decision means to American 
industry,” the senator revealed 
that public hearings on the sub- 
ject would begin in Washington 
Nov. 9. 

Senator Capehart said that he 
would be anxious to hear from 
steel buyers at the hearings, be- 
cause that industry was one of 
the first to change to f.o.b. mill 
pricing and he wants to learn the 
effect on steel buyers. 

Attacking the confusion which 
has sprung up following the cement 
decision, he said “there is current- 
ly no known means by which a 
seller may find out whether his 
pricing policy is illegal except by 
long and expensive litigation with 
the Federal Trade Commission.” 

Senator Capehart was introduced 
by Walter C. Russell, president of 
Peerless Cement Corp., who warned 
other industries that the effects 
of the cement case decision are 
far-reaching and that there is “no 


limit to the application of the rul- 
ing by the Supreme court.” 


Wilson Named 


Main Speaker 
At Parts Parley 


DETROIT.—C. E. Wilson, presi- 
dent of General Motors, will be 
the dinner speaker at the annual 
meeting of the 
Automotive & 
Aviation Parts 
Mfrs. Assn. Nov. 
4, it was an- 
nounced last 
week. 

The meeting 
will be held at 
the Statler hotel, 
Detroit, and is 
expected to at- 
tract some 8:00 
parts and vehicle 





©, KE. Wilson 
manufacturers. 

The evening dinner will be pre- 
ceded by a closed business session 
of the association members. 


Nash to Display 
New Car Oct. 22 


DETROIT.--Public announce- 
ment and inspection of 1949 Nash 
cars will take place Oct. 22 in 1,200 
dealer showrooms throughout the 
nation, according to H. C. Doss, 
vice-president in charge of Nash. 

Advance press and dealer pre- 
views of the 1949 cars already have 
been staged in Detroit, Kansas City, 
San Francisco, Chicago and New 
York. The next three weeks will be 
utilized to manufacture and ship 
models for showroom display by 
| Nash dealers. 
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JUST OLD COWHANDS—Shown in front of the new Atlanta (Ga.) Ford assembly plant ave 


| Ford district representatives before the announcement of the rip-roaring, sales-stimuleting 
parts and service profits rodeo scheduled for October and November. 


Left to right are 


for $9,500. In return, he charges, | Floyd T. Teague, C. C. Swenson, assistant district sales manager; Robert J. Burke, district 


his allotment was cut from seven | sales manager; 8. C. Maltby, assistant one. a manager; 
ussell, J. 


cars a month last year to three 
cars a month this year so far. 


J. N. Pugh jr.. M. M. Morrow, E. G. 
A. T. Landstreet, C. E. Johnson, Joel Dean, 
Dobbins. 


. R. Lenhardt. Second rew, 
M. Griffith jr., J. L. Hurst. Back row, 
H. H. Estes, MacGregor Flanders and ?. 
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Reading time: 
1 minute, 56 seconds 


“I’m chock-full of sentiment for the good old 
blue grass country. I was born in it, rode horses all over it. 
I’m mighty proud of it. 

“But as a kid I couldn’t leave automobiles alone. 





My own horse got mad,—gave me the air when I started 


tinkering with cars. People in our horsey town called 
me the ‘Rebel.’ 

“Dad had an old four cylinder car and every 
chance I got I took it apart and put it together again, 
—hundreds of times I guess. I learned the makings and 
the workings of an automobile as well as any blue grass 
trainer knew his thoroughbreds. 





ler right in our own home town. Dad said, ‘Maybe the 
Chrysler people would like something to say about that.’ 
ec 

So off we went to see the nearest Chrysler offi- 
cials. We talked to them for hours. I tried to convince 
them I knew automobiles inside and out; Bill, my ‘part- 
ner’, told them about his business training in college and 
for three years as assistant manager in an implement 
house at home. 

“T had prospect lists of all the blue grass families 
we knew. We had recommendations from the best busi- 
nessmen in our town. After several days of discussion and 
some weeks of further investigation the Chrysler officials 
finally said okay. 

““That’s how it all happened. We started in very 
modest quarters with every cent we had saved or could 
borrow. For many years now, we have had the 
finest Sales and Service place in town. We've 
been the ‘Chrysler folks’ in our city 
for twenty-four years, still under 
the original contract. Yes, and 
all those families who helped 
us get our start are still our 


FEBELLLON 
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“Those were the early days and there weren't 
many ‘rebels’ like me. When I got out of school it wasn’t 
hard to get a job as a mechanic in our local garages. 


“* But the biggest of all events was when the first 
new Chrysler came to town. It climaxed my rebellion. My 
best friend’s family owned the new car and when his Dad 
said, ‘Why don’t you boys take a week-end tour?’ you can 
bet we took it. 

“We were back in a couple of days full of 
enthusiasm, and with a life-time idea. We told our folks 
we had decided that we were going to represent Chrys- 





friends, and their children and grand-children too. 


““Whenever youngsters come to me for advice 
I just tell ’em, ‘Go ahead and be a “Rebel” if you really 
know what you want. Don’t let anything stand in your 
way, or get in your way, if you can help it.’ I also tell 
them the automobile business is the best I know anything 
about. And, Bill, my partner agrees with me.” 












Write for our free booklet containing a number 
of these typical success stories taken from our 
files. Chrysler Corporation, 341 Massachusetts 
Avenue, Highland Park 3, Michigan. 





_ es i 


ysler Corporation 


PLYMOUTH « DODGE + DE SOTO « CHRYSLER * DODGE “Job-Rated” TRUCKS 











TOLEDO.—Three new models 
were formally unveiled Wednesday 
by Willys-Overland Motors at the 
company’s third annual Institu- 
tional day. The new models are a 
four-wheel-drive station wagon, a 
six-cylinder station wagon and a 
utility wagon. 

Tooling is completed and the 
models have already been entered 
in production schedules, according 
to Delmar G. Roos, vice-president 
in charge of engineering. Similar 
in exterior appearance to the Jeep 
station wagon, the new vehicles 
contain numerous interior changes 
designed to broaden the versatility 
of the Willys-Overland line. 

More than 700 industrialists, 
bankers, educators, editors and 
publishers inspected progress 
made in modernizing the Toledo 
plant since the last I:.stitutional 
day visit a year ago. They were 
given driving demonstrations of 
Willys-Overland vehicles and 


Willys Expands Line 


Three New Station-Wagon Models Unveiled 
At Institutional Day Fete 
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were shown a complete display of 
the Willys-Overland line. 

James D. Mooney, company pres- 
ident and chairmen, told the visi- 
tors that safety and utility in auto- 
motive design are instrumental in 
the planning of Willys-Overland 
vehicles. 

“With more than 39,000,000 cars 
and trucks clogging American high- 
ways,” Mooney said, “it is impera- 
tive that automotive designers give 
special attention to safety factors 
in the cars that are to be added to 
this number in the future.” 

The four-wheel-drive station 
wagon, first produced last spring 
on a special Army order, is being 
made available to the civilian mar- 
ket in response to a steady stream 
of inquiries indicating the need for 
such a vehicle, Roos declared. 

The car has the selective two- 
and four-wheel-drive features 
used on the Universal Jeep and 
the Jeep four-wheel-drive truck, 
he pointed out. Heavy demand 


for the four-wheel-drive station 
wagon is anticipated for use in 
sports, rural and unimproved 
road areas, and in the export 
market, he declared. 


The utility wagon is a simplified 


version of the station wagon, with 
all seats but the driver’s removed, 
and without the overdrive which is 
standard equipment on the station 
wagon. 

The six-cylinder station wagon 
which is being added to the line is 
powered by the new Willys-Over- 
land engine which has been utilized 
in the station sedan. 

While major tooling would be 
required to incorporate four- 
wheel-drive in any single six-cyl- 
der model in the line, the one 
tooling job would make it pos- 
sible to add six new models to the 
line, he stated. 

Willys-Overland is making exten- 
sive use of air freight and air mail 
to keep its 4,000 dealers and dis- 
tributors stocked with parts for 
service requirements, it was re- 
vealed by Arthur J. Wieland, execu- 
tive vice-president. 

Wieland explained that the use of 
the air carriers has been dictated 
by the postwar period of shortages 
in many critical parts. 








REPRESENTS $300,000 INVESTMENT—Bennett-Yurick Buick, Inc., has moved into new quar 
ters in Cleveland. It is on a two-acre site with 33,000 square feet under one roof. The 
dealership is headed by Ernest C. Bennett, president, and Stephen P. Yurick, vice-president 


and treasurer. Emil Blomquist is secretary and general manager; 
2 Cornean, used-car sales. Service department is 362 feet 


a complete line of parts. There are 14 Weaver 


ager; A. S. Rych, parts, and M. J. 
deep, 70 feet wide, and has 65 bins for 


twin-post lifts, one for each mechanic, and there also are 2! 
communication system, making it possible for employes to contact anyone 


Roy Wishner, service man- 


“substations” in an inter- 
in the building 


Advertising Handbook Set 
For Auto Wholesalers 


CHICAGO.—The automotive 
wholesaler, together with the whole 
automotive service industry, is defi- 
nitely becoming more merchandis- 
ing and advertising-minded and is 
making increasing use of modern 


YATT made the first roller bearings. From the very start 
of the automotive industry Hyatt Roller Bearings have 


formance through the years. 


been quietly doing their work, giving efficient, smooth per- 


Hyatt and the automotive industry grew up together—every 


to meet the requirements of years ahead. 


progressive step was made, often in advance of the car manu- 
facturers’ needs. Hyatt laboratories and engineers are con- 
stantly designing, testing and proving better roller bearings 


Hyatt is proud to serve so many of the leading manufac- 


turers of cars, trucks and buses who have proved to their own 
satisfaction, for more than half a century, that Hyatt quality 
is always dependable. Hyatt Bearings Division, General 
Motors Corporation, Harrison, New Jersey; Detroit, Michigan. 


HYATT ROLLER BEARINGS 





selling tools to promote its inter- 
ests, it was pointed out at the fall 
meeting of the Automotive Adver- 
tisers Council here. To further aid 
in promoting this trend, the issu- 
ance of a new advertising hand- 
book for use by automotive whole- 
salers was approved by the council 
at the session. 


The meeting was attended by 
some 50 advertising and sales ex- 
ecutives of leading manufactur- 
ers of automotive parts, tools, 
equipment, accessories and chem- 
icals. 

Especially cited at the meeting 
was evidence of the growing tend- 
ency of the wholesaler to do a 
planned advertising job, instead of 
doing “hit-or-miss” advertising, and 
his increasing use of newspapers, 
radio and direct mail. 

In response to the increasing in- 
terest in advertising on the part of 
wholesalers, the council approved 
plans and general layout for a re- 
vised edition of its “Advertising 
Handbook for Automotive Whole- 
salers.” These plans were submitted 
bv C. B. Riddick, Kopners Co., Inc., 
who heads the council’s handbook 
committee. 

The handbook was originally 
published by the Council several 
years ago and has been an im- 

portant factor in increasing in- 
terest in advertising and mer- 
chandising in the automotive 
service industries. The new edi- 
tion will include new material 
= ae use of illustrations 
and is expected to be ready in 
December. , 
The discussion of “Proceress of 

Planned Advertising by Wholesal- 
ers” was led bv W. A. Kirkpatrick, 
council president and manager. ad- 
vertising and sales nromotion. Wil- 
kening Mfe. Co. He pointed out 
the increased attention being given 
by the antomotive service trade 
press to wholesaler and dealer ad- 
vertisine, 

Also talking on this tonic, George 
Stout, George W. Stout. Inc., adver- 
tising and sales promotion counsel 
and executive secretarv of the 
council, related some of his expe- 
riences in counselline wholesalers. 

Rerresentatives of antomotive 
asenciations then added further 
evidence of the increased use of 
advertising by wholesalers. 

A. Schultz, National Standard 
Parts Assn., reported that advertis- 
ine material originally offered to 
their wholesaler members several 
years ago with exceptional success, 
was recently re-offered. The orders 
for the same material were more 
than double those received on the 
first occasion. 

John Peters, assistant manager. 
Motor and Eauipment Wholesalers 
Assn., stated that 27 percent of the 
association members are using the 
advertising service which this asso- 
ciation started a year ago. 

A report on the developments in 
the proposed “All Industry Adver- 
tising and Sales Promotion Pro- 
gram” was made by C. C. Tapscott, 
advertising manager, McQuay-Nor- 
ris Mfg. Co., and chairman of Auto- 
motive Service Industries, Inc. 

A visual education committee was 
appointed by the council and in- 
structed to develop information on 
the kind of equipment and films 
available and to cooperate with the 
automotive associations. 

W. C. Goldschmidt, advertising 
manager, Bear Mfg. Co. ‘was 
named to head the committee with 
J. D. Hershey, advertising director, 
Dayton Rubber Mfg. Co., and Gene 
Robers, sales manager, Standard 
Parts division, The Weatherhead 
Co., as members. 
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..-in the NEW ’49 FRAZER! 


The crisp joy of an autumo breeze meets your own warm happiness as 
you drive along. For it's good t know you've seen all the cars on the 
road—and you drive the proudest one of them all. It's good to be 
part of a car that's trely your own—for you've picked the colors, 
chosen the fabrics that make this car part of you! The surging power, 
the arrow-straight ride, the almost motionless glide at full 
throule . .. all the many thoughtfully-planned touches aod 
conveniences ... they're all yours. Your FRAZER is waiting 
for you to enjoy it . . . it's at your nearby dealer's. 
Kaiser-Frazer Corporation, Willow Rua, Michigan. 





See and drive the wow 1999 FRAZER Mawhattan 
— "The prude of Witlow Ran —at your dealer's wow! 


‘THE BEAUTY AND DISTINCTION oF CUSTOM CAR STYLING’ 


razer's first for 49 in the October JOURNAL 


@@ The news about the “49 Frazer is important to women as well as to 
men. for we know a woman’s influence counts when it comes to choosing 
today’s automobile. That’s why we’ve worked hard to make this a car 
with unusual feminine appeal—in its wide selection of colors, smart 
upholstery fabrics, and all the other details that impress a woman’s eye. 
Naturally, we want the greatest possible number of women to know 


' these things about the new Frazer—so we made our announcement 





in women’s own language, in the leading women’s magazines. ee 


lads home JOURNAL 


Joseph W. Frazer, President 


Kaiser-Frazer Corporation 
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FOB FACTORY 


New Type of Ball Gear 
Used to Perfect Jacks 


(The opinions expressed herein are those of Columnist Alien and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


ee ball and worm type of steering gear 
evolved some years before the war by the Saginaw 
Steering Gear division is moving into new fields. The appre- 
ciable reduction in friction which the device provides over 
conventional worm and gear® - — ———~— re 
types of mechanisms made it] out successfully . 


ideal for use during the war_| jobs. 
on such things as airplane wing 
flaps and landing gear. New peace- 
time applications include a device 
to raise and lower hospital beds 
more easily, power units for rais- 
ing and lowering convertible tops, 
and automobile jacks. 

Perfection of satisfactory jacks 
with the recirculating ball mecha- 
nism was no simple problem. Actu- 
ally several years were required 
to develop and tool a design which 
met the requirements. Two types 
were originated, 
one the conven- 
tional post - type 
bumper jack, and 
the other a “sill” 
jack which can 
be used to raise 
the entire side of 
a car. Tests indi- 
cate the ball 
mechanism in- 
creases efficiency 
as much as 90 
percent over for- 








for production 





































* * * 


Steel Shortage 
MANUFACTURER of die sets 
reiterated the common com- 

plaint of not enough steel to keep 

his plant going the way it should 
be. Principal product used in this 
field, of course, is steel plates, and 
if only enough could be purchased, 








A. H, Allen 


mer types. 

Every year, General Motors buys 
about 2,000,000 jacks from outside 
manufacturers, so Saginaw Steer- 
ing Gear had a real market to 
shoot for. Already an order for 
250,000 has been booked. 


* * * 


‘Golden’ Pontiacs 


T= TIPSTERS are talking big 
things for the 1949 Pontiac line, 
say they will even be “gold-plated.” 
Doubtless what they refer to is 
the combination chromium and 
gold-plated die cast radiator orna- 
ment which has been in production 
for some weeks in the plant of a 
Michigan die casting company. The 


(Eprror’s Nore: The above 
makes a nice story, but Pontiac 
people say it ain’t so. Pontiac 
will stick to chrome and plastic.) 


gold, of course, is infinitesimally 
thin and is covered with a thin 
coat of clear baked enamel. 

One or two experimental or 
“special” convertibles—not Pon- 
tiacs—have been seen around 
Detroit with what appear to be 
gold-plated hub caps and wheel 
rings. In combination with a 
light cream color body finish, 
the gold looks real snappy, a 
pleasing change from the hard 
glitter of chromium plate. 

It would not be surprising to see 
a considerable amount of chrome 
plate being switched to some other 
form of finish, if only for the 


thange. Possibly some pastel me- 
tallic finish shades will be worked 








a 


FOR MEASURING PISTON DEPOSITS—A 
new instrument for the rapid, accurate meas- 
urement of lacquer deposits on engine pistons 
has been developed at the Beacon (N. Y.) 
research laboratories of Texas Co., it an- 
nounces. Containing two high-voltage termi- 
nals, one attached to the piston and the other 
touching the lacquer deposit, the instrument 
measures the amount of voltage required to 
burn through the lacquer. Since it takes a 
known amount of voitage to penetrate a given 
lacquer deposit, the thickness of the deposit 
can easily be measured. The Piston Lacquer 
Thickness Gauge is said to eliminate the 
expensive time-consuming technique of re- 
moving the deposits by hand and then weigh- 
ing them. It also gives an accurate reading 
of the lacquer thickness at any spot, rather 
than the overall average for the entire piston, 
the company adds. 
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ONE-MODEL CONCENTRATION SPEEDS OUTPUT—Britain's Standard Motor Co. eoeeatty | 


announced that production o 
It sells for $2, 


f its new auto, the Vanguard, is being stepped up to reach 
1,000 a week by the end of September. The six-seater car has a cruising speed of 65 m.p.h. labout the 
in the U. S. Britain's minister of supply, G. R. Strauss, walks down an | 


avenue of Vanguards with Standard chief, Sir John Black, during an inspection tour at the 


company's plant in Coventry, England. 


present employment of 1,600 could; tons; average monthly intake, 300 
tons; needed for full operations, | Jy Greenville, S. C. 
He had no complaints against | 600 tons. 


be boosted to 3,500. 


present steel sources, however, in- 
dicating that more material is be- 
ing received regularly than alloca- 
ticns call for. The position of this 
manufacturer is about as follows: 


Stress Analysis 


S 


* * * 
| 


| 
TRESSES in parts going into the 
new high-compression engines 


Allocations by steel sources, 200| are increased by as much as 100 


percent, which has necessitated a 
lot of careful study by stress 
analysis specialists leading to the 
proper redesign of such parts to 
permit the safe carrying of such 
high loads. Wire strain gages, 
stresscoat analysis and electric 
counters are devices employed by 
laboratory specialists to measure 
and orient stresses. 

There has been a new technical 
society organized entirely around 
the subject of stress analysis—the 
Society for Experimental Stress 
Analysis. First meeting of the 
Michigan chapter was held last 
week and listened attentively to a 
General Motors research engineer 
in this field, Charles W. Gadd, talk 
importance of stress 
analysis in automotive design. 


Easterby Occupies New Home 





Easterby Motor Co. (Dodge- 


| Plymouth), Greenville, S. C., has 
| occupied its spacious new home 


at Washington and Hudson Sts. 
Opening ceremonies were broad- 
cast over radio station WFBC. 


IN AUTOMOBILE SELECTION AND PURCHASE... 





dollar.”’ 


Do they? 


are the facts. 


make of that car by 


Who says so? The 
husbands, too. The 


survey conducted by 


GET UST 


YOU WOULDN'T THINK men ever buy anything the 
way a lot of people talk. With that special certainty 
that comes from quoting the traditional, they’ll tell 
you, “‘Women spend 85 cents out of every American 





Not when it comes to automobiles. Granted that 
automobiles are what’s called ‘‘A high interest 
product for males’? — even so, how high? Here 


Just 1 wife out of 20 made the last car purchase 
by herself. Just 1 wife out of 30 decided on the 


herself. 


wives themselves! And their 
agreement between husbands 


and wives on this controversial issue is so aston- 
ishing that maybe you’d like to see the actual 
figures. So here they are — from a cool scientific 


A.S. Bennett Associates, with 


the tabulating of over 2,750 completed question- 
naires done by Barnard & Co. 


~ 
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THE MORAL, BRIEFLY, !S THIS: If you’re selling automobiles, 
on- you ought to advertise them to men. That means in TRUE, 
ual bought by over a million and a quarter men each month. 
‘fic *& Men with plenty of money for cars, too — more than 3 out of 4 
ine own them already. And almost half of these men are in the 
ith market right now for new cars. 
on- We've already got the facts on 65 different products. If you’d 


like to know what we know about your product, write or call 
TRUE, the Man’s Magazine, 67 West 44th St., New York 18, N. Y, 





TURIN'S NEW EXHIBITION HALL—Built of Italian marble in I! months, this building was the scene of Turin's 3lst International Auto Salon 
is strictly ultra-modern, and a similar building would suit the auto industry's 
Slocum, publisher of Automotive News, who is in Europe attending several auto shows. 
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By George M Slocum 
Publisher, Automotive News 
URIN, Italy—( Via Airmail)—The 
graduating class of the high 
school at Caro, Tuscola County, 
Mich., for the year 1905 with, what 
I like to think was more than pro- 
phetic acumen in the light of pres- 
ent international relations, selected 
for its motto “Beyond the Alps lies 
Italy!” I was a member of that 
illustrious class and have now had 
the opportunity once again to prove 
that statement correct, at least geo- 
graphically. 

We crossed the Italian border 
shortly after noon and watched the 
mustached customs inspector glibly 
skip the box among our nine pieces 
of baggage, in which we had many 
more than the 100 cigarets allowed 
per person. Cigarets, by the way, 
are no longer the medium of ex- 
change in the black markets of 

‘Europe. Camels, Luckies, etc., are 


needs in Detroit, reports George M. 


" ‘= 
eee hee 


*, 









THE MAN'S MAGAZINE 


67 West 44th Street e New York 18, N. Y. 


“largest selling man’s magazine 
in America! 


Slocum Reports on Europe... 
Turin’s Auto Show 





freely available in France and Italy 
but cost from 60 to 80 cents (Ameri- 
can) per pack. 

It was well past lunch time 
when we arrived at Susa, the first 
village inside the Italian border. 
We drove into the first little inn— 
and I mean literally drove inside, 
because the proprietress insisted 
our car and luggage would be 
safer inside! You would have 
passed up such a hole-in-the-wall 
back in the States, as unsafe, un- 
sanitary and uninviting. Yet there 
were the breadsticks and Chianti, 
trademarks of the Italian restau- 
rant wherever you find them. 

We had minestroni, spaghetti and 
finally a slice of pastry which would 
have done credit to the Waldorf or 
the Stork Club. We were soon to 
learn that Europeans, by and large, 
are eating not only as well as we at 
home but, so far as we can see, in 
much greater quantities. Both 
luncheon and dinner are full-sized 
meals, although the so-called “conti- 
nental” breakfast consists only of 
rolls, butter, marmalade and coffee 

-or what they suppose to be cof- 
fee—and boiling hot milk! 
+ * +. 


URIN, “The Detroit of Italy!”— 

This city of a million population 
lays claim, not entirely without jus- 
tice, to being “the Detroit of Italy,” 
as it is the home of Fiat which is, 
I believe, the: largest producer of 
| motor-vehicles in Europe. As a De- 





HIGHEST PRICED—This super Alfa Romeo, 
| listed at about $7,500, was the most expensive 
car shown in the recent auto show at Turin, 


Italy. The convertible boasted twin carbu- 
retors.—(Acme photo.) 


troiter, I think we can be rather 
flattered and, after spending the 
best part of a week in Turin and 
seeing what they have accomplished 
against great odds, I blushed in 
accepting the intended compliment. 

We were housed on the eighth 
floor of as modern a hotel as De- 
troit can boast; in fact it was 
built just prior to the war and is 
principally owned, so I was told, 
by the Fiat company. We faced 
a colonnaded square of modern 
buildings—a grouping such as 
Radio City, but of course on a 
| miniature scale in comparison. 
This project quite evidently had 
displaced ancient buildings and 
was intended to accomplish what 
it does, namely, to give Turin a 
strictly modern look. 

Later we were to learn that there 
is great rivalry between Turin and 
its sister city, Milano, about a hun- 
dred miles east. Maybe we in De- 
troit do not realize what Cleveland 
has accomplished in civic improve- 
| ments the past few years, There I 
| go again! 





* * * 


| 
rPURDTS NEW exposition build- 
ing—Of course, it was the new 
| exposition building at Turin, which 
| was opened with this 3lst Interna- 
| tional Auto Salon, which had first 
| decided me on coming over for the 
| European shows this year. To use 
the trite phrase that “it more than 
met up with my _ expectations,” 
would be an understatement. If 
some modern genie could in a flash 
transport the Turin building to the 
foot of Woodward avenue, we would 
have exactly what Detroit, and the 
whole automotive industry for that 
matter, needs most—a building suit- 
able either for a yearly showing of 
our new products or, as some have 
suggested, a permanent display 
similar to the Merchandise Mart in 
Chicago. 

Undoubtedly we can design and 
build as modern a building in 
America, but I seriously doubt 
that we can improve on this one, 
which I have been visiting daily 
for a week now. It is excellently 
arranged for several showings at 








(Continued on Page 54, Col, 1) 
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LOOKS RIGHT AT HOME—A camping scene, complete with a “family” of mannequins, 
fishing equipment and cooking facilities, highlighted a special Packard station sedan showing 
in the showroom of Earle C. Anthohy, Inc., San Francisco. 


AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts 
in America’s No. 1 Industry , . . an estimated 90,000 readers weekly! 


B-K* Power 
Braking System 
for Trucks 
and Trailers 


Bendix 
Hydraulic Power 
Steering Gear 


Centermount 
Parking Brake 
for Buses 
and Trucks 


Commerce Dept. Surveys Data Over 18 iio ea 
Income Move to South and West Shown 


WASHINGTON. — From 1929 to 
1947 there was a pronounced rela- 
tive shift of income from the New 
England and Middle Eastern re- 
gions to the South and West, the 
Department of Commerce reported 
last week. 

This was one of the findings of 
an article on long-term regional 
trends in income payments appear- 
ing in the September issue of the 
Survey of Current Business, an 
official publication of the depart- 
ment. 

The share of the nation’s total 
income payments to individuals 
received by the New England and 
Middle Eastern regions declined 
from 42 percent in 1929 to 35 per- 
cent in 1947. The proportion of 
all income received by the South- 


LT} 
ee 


east, Southwest, Northwest and 
Far West increased from 29 per- 
cent to 37 percent. The share of 
the large Central region changed 
little, from 29 percent to 28 per- 
cent, 

The dollar volume of income pay- 
ments to individuals in the United 
States expanded from $83 billion in 
1929 to $190 billion in 1947. As com- 
pared with the nationwide increase 
of 130 percent, there were expan- 
sions of 209 percent in the Far 
West, 196 percent in the Southeast, 
175 percent in the Southwest and 
158 percent in the Northwest. The 
combined rate for these four re- 
gions of the South and West, 190 
percent, was twice as large as the 
94-percent increase in individual in- 
comes recorded for each of the Mid- 


Bendix’ Brakes 
for Buses, 
Trucks, and 
Passenger Cars 


Hydrovac * 

Power Brake 

for all types 
of trucks 


B-K Trailer Power Brakes 
Assure Split-Second Synchronized Braking 


The Bendix B-K power braking system for trailers 
meets every highway braking need—and does it at 
the lowest possible cost. This power brake system 
assures fast-acting, positive application, giving you 
perfect trailer control under all conditions. Syn- 
chronized in both speed and degree of application 
with the tractor brakes, it forms an ideal combination 
with a Hydrovac-equipped tractor. The Bendix B-K 
trailer system requires almost no maintenance be- 
cause it’s specially sealed against dirt and water. 
For a complete, engineered unit —the finest power 
brake system on the market— Better Buy Bendix! 


* REG. U. S. PAT. OFF. 


dle Eastern and New England re- 
gions. 

Of the 28 states in the Southern 
and Western regions, all but Okla- 
homa in the Southwest and Ne- 
braska in the Northwest scored per- 
centage increases in total income 
payments from 1929 to 1947 exceed- 
ing the national average. On the 
other hand, in all six New England 
states and in four of the seven Mid- 
dle Eastern states (all except Mary- 
land, West Virginia and the District 
of Columbia) the 1929-47 expansion 
of total income was less than the 
— tne ieee term relative in 

Despite the long-ter - 
come “Gectines of the Middle East 
and New England, these two popu- 
lous, high average-income areas 


still accounted for more than one- 
third of aggregate individual in- 
comes in the nation in 1947. The 


11 Southeastern states received 14 
percent of all income payments last 
year, the Far West 11 percent, and 
the Southwest and Northwest 6 per- 
cent and 5 percent, respectively. 


Substantial progress in indus- 
trialization was a key factor in 
| the large relative income gains 
made by the Far West, Southeast 
and Southwest. The percentage 
of the nation’s factory payrolls 
disbursed in these three regions 
rose from 15.5 in 1929 to 20.3 in 
1947—an increase, in_ relative 
terms, of nearly one-third. 

In the Southeast and Southwest 
substantially larger-than-average 
increases in income payments by 
governmental agencies also were 
important, and in the Far West 
large population growth was a ma- 
jor element in total-income expan- 
sion. In this region—comprising the 
three Pacific Coast states and Ne- 
vada—population expanded by more 
than two-thirds; whereas in other 
sections of the country population 
rose on the average by one-seventh. 

In the Northwest—which includes 
such farm states as North Dakota, 
| South Dakota, Kansas, Wyoming 
and Colorado—the relatively large 
increase of total income payments 
from 1929 to 1947 stemmed mainly 
from agricultural income. This 
better-than-average record is attri- 
butable very largely to the 37 per- 
cent increase in the region’s agri- 
cultural income from 1946 to 1947. 

The New England and Middle 

Eastern regions had relative in- 
creases below the national aver- 
age from 1929 to 1947 in nearly 
every category of income pay- 
ments. In the important sectors 
of manufacturing and trade and 
service their lags were of similar 
proportions and were the main 
| factor in their relative declines in 
| total income. 
| The changed income positions of 
| the New England and Middle East- 
|ern areas reflect, in large measure, 
the industrial, commercial and pop- 
ulation growth of the newer and 
less developed parts of the country. 
| For the continental United States 
as a whole, per capita income pay- 
ments in 1947 were $1,323, nearly 
| double the average of $680 for 1929. 
| Over this span of years the largest 
|regional gains occurred in the 
| Northwest and Southeast. 
In each of these regions per cap- 
| ita income last year was 157 per- 
|cent above the 1929 average, as 
'compared with the 95-percent in- 
| crease for the nation. In the North- 
|west per capita income advanced 
from $534 to $1,373—from a point 21 
| percent below the national average 
| in 1929 to a point 4 percent above 
|it in 1947. In the Southeast, per 
|capita income rose from $344 in 
| 1929 to $883 in 1947, advancing from 
| 51 percent to 67 percent of the na- 
| tional average. 
The smallest percentage in- 
| creases in per capita income, as 
in total income, occurred in the 
Middle Eastern and New England 
regions. The Middle East’s per 
capita income declined from 136 
percent of the national average in 
| 1929 to 118 percent of it in 1947. 
| Despite this substantial decrease 
}the region shared top ranking ir 
| per capita income last year with the 
|Far West. For each of these re 
gions per capita income payments 
in 1947 are estimated at $1,559. 

New England’s per capita incom: 

| increased from $838 to $1,444 from 
|}1929 to 1947. This increase was 
|relatively less than that for the 
| country as a whole, and the region's 
per capita income dropped from 123 
percent to 109 percent of the na- 
tional average over this period. 
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1uto News From Australia... 


Decontrol of U.C. Prices 
Hailed «Down Under’ 





YDNEY, Australia. — (UTPS) — 

The controls which have been 
exercised on the sale of used cars 
for so many years ended on Sept. 20 
and the first auction sales of used 
cars free from price fixing regula- 
tions were held. 


Under controls, the pegged prices 
had been only a basis for dealers 
to see how much more they could 
get on “the black” and the trade 
generally has welcomed the lifting 
of price control and is confident 
that prices will now reach a fair 
and reasonable level. 

Buyers will know exactly where 
they stand and can buy autos in 
free competition under auction 
conditions. There was never any 
real attempt by the government 
to police the price regulations as 
they found it almost impossible 
to secure convictions in cases 
they did take to court, while 
penalties imposed only added to 
the farcical situation. 


The first auction sale of used cars 
was attended by 2,000 people and 
prices were from 10 to 20 percent | 
higher than pegged prices during | 
price control but as much as 50 
percent less than the notorious 
black market prices. These prices 
refer to the later models but in 
the case of very old types prices | 
were lower than the pegged prices. | 

Many people could not get into} 
the auction and the auctioneers 
state they are being flooded with 
applications to include cars in the 
regular auctions. Each auctioneer 
has temporarily had to stop re- 
ceiving bookings because they have 
found it impossible to handle the 
number offering vehicles. 

Operators anticipate that the | 
market will settle rapidly on a 
lower basis than the opening sale 
because of the large number of 
vehicles offered. 

* * * 


| for the coming year. 





THs minister for transport, M. 
O’Sullivan, has announced new | 
regulations on the matter of speed 
limits and these are: | 

Where the laden weight of motor | 
trucks exceeds 11 tons: 15 m.p.h. 


1,000 Engineers 
Inspect GM’s 
Proving Grounds 


MILFORD, Mich.—The 1949 mod- 
els were hidden, but everything else 
was open for inspection Oct. 1 as 
the General Motors proving grounds 
played host to more than 1,000 
members of the Detroit chapter of 
the Society of Automotive En- 
gineers. 

The throng, largest ever to at- 
tend a meeting of the Detroit | 
chapter, heard GM President C. E. | 
Wilson predict that “engineers will 
play an increasingly important part 
in the life of our country.” 

“The development of the United | 
States depends on mechanical | 
power and free institutions,” Wilson | 
said in a talk following a barbecue- 
beef dinner and fish fry. “These 
institutions promote the initiative 
of the individual, which has been | 
our country’s historic objective.” 

Wilson was introduced by O. E. | 
Hunt, GM executive vice-president, | 
who coincidentally was observing 
his 65th birthday. 

The proving grounds, established 
in 1924, recently completed its 100,- | 
000,000th mile of test driving. About 
6,000,000 miles of driving are done | 
annually here on GM cars and com- 
petitive makes. 






—Mac Gorpon 


Deep Freeze Buys | 
KF * * ee ‘ 
rostair Division | 
CHICAGO.—Deep Freeze division | 
of Motor Products Corp. of Detroit | 
has purchased the Frostair division | 
of General Tire & Rubber Co., it | 
was announced here by Max Gil- 
man, Frostair general manager. 
Frostair, a home _ refrigerator 
unit, has been manufactured in| 
Morrison, IIl., but the operation will | 
be transferred to Deep Freeze’s| 
North Chicago plant, it was stated. | 





in built-up areas and 25 m.p.h. 
elsewhere. 

Where laden weight is more than 
six and less than 11 tons: 25 m.p.h. | 
in built-up areas and 35 m.p.h. else- 
where. 

Where the laden weight exceeds 
five but not more than six tons: 
30 m.p.h. in built-up areas and 40) 
m.p.h. elsewhere. 

The minister advised that the 
limits were adopted after a confer- 
ence held recently of representa- | 
tives of the department of road 
transport, main roads board, the 
police, motoring organizations, the 
motor trade and other interests and | 
were designed to assist in the cam- | 
paign to minimize the high rate of 
accidents. | 

A total of $325,000 for road safety 
campaign has been provided to the 
road safety council by the common- 
wealth government from the ex-| 


pected proceeds of the gasoline tax 
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ACCIDENTS .. 6259 


INJURIES... 1674 





INTENDED TO FRIGHTEN—Arousing shivers among Minneapolis motorists is this large 
safety billboard erected on a main city thoroughfare by the Junior Chamber of Commerce's 
safety committee. The accident, injury and death tolls are totaled daily on the changeable 
"scoreboard" by the Minneapolis police traffic squad. The sign is a part of an overall 
highway safety program conducted each year by the JC's. 





Republic Aviation Buyer sible for the procurement of all 
| Republic-designed parts which are 


Thomas A. Murphy, former col- | manufactured by outside vendors. 
onel and wartime Air Force rep- | 

resentative at Republic Aviation | 
Corp., has been appointed subcon- | 
tract manager for the company, 
according to H. J. MacDonald, fac- 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 


tory manager. He will be respon-| see the back pages of this issue. 





13 


Car Transporters 
Crown Two 
Champ Drivers 


DETROIT. — Alfred Holderness, 
Detroit, and Roman Renn, Spring- 
field, O., last week were crowned 
world champion auto truckers by 
the National Automobile Trans- 
porters Assn. 

They won the titles in competi- 
tion with 23 other over-the-road 
motor car and truck haulaway 
drivers in the fourth annual roadeo 
of the association, whose member 
companies make nationwide fac- 
tory to dealer delivery of about 60 
percent of total car and truck pro- 
duction. 

Participants in the association’s 
annual contest, held at Michigan's 
state fair grounds here, were the 
winners of five similar district con- 
tests held in Buffalo, Chicago, St. 
Louis, Louisville and Detroit. 


Holderness was winner of first 
prize in the truckaway division. 
Melvin Bunting, of Norfolk, Va., 
won second prize. Renn won the 
driveaway division in which James 
McCoppin, of Dearborn, Mich., took 
second prize. 








Straight from the production line, with all of Pontiac's 
Engineering and Manufacturing quality, the 
Partial Engine Assembly fits 1937-1947 sixes or eights. 
linder block; pistons, pins and rings; con- 
necting rods; valve and valve parts; camshaft and sprocket; 
crankshaft and sprocket; timing chain; timing sprocket 
cover and seal; oil pump; bearings—all new. 


Includes 


Best of all, you can get a Pontiac Partial Engine Assembly 
at the right price—a price which gives you a normal 
profit and your customer many more thousands of miles 
of dependable transportation. 


You'll find the Pontiac Partial Engine Assembly is the 
answer to a lot of your problems. In fact, it’s like hiring 
an extra mechanic—factory trained to take care of your 
Pontiac engine overhaul jobs! 


When a Pontiac customer needs an engine overhaul, ex- 
plain the advantages ofa Pontiac Partial Engine Assembly. 


Pontiac 


inventory of Pontiac Parts. 


3—PRECISION FIT 
5—FINE PERFORMANCE 


PONTIAC PARTS OFFER 6 BIG ADVANTAGES 


1—QUICK AVAILABILITY 


Just phone and give your complete order. Your Pontiac dealer 
will assemble it fast and deliver it to you or have it ready for 
you to pick up. There’s no need to maintain an expensive 


2-—-GENEROUS DISCOUNTS 


Your Pontiac dealer offers you attractive net prices on Pontiac 
Factory-Engineered Parts. With Pontiac Parts you can always 
make a fair profit for yourself at a fair price to your customer. 
4—OWNER SATISFACTION 

6—FREE TECHNICAL INFORMATION 
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AUTOMOTIVE WASHINGTON 


Vast Aid Seen for Cities 
Under Highway Act 


By William Ullman 


Washington Correspondent 


CCORDING to Commissioner Thomas H. MacDonald of 
the Public Roads Administration, the most compelling 
drive behind engineering research and engineering opera- 
tions is the pressure exerted by social and economic prob- 
lems. As problems in these fields become too extensive in 
their scope or too acute in®@~—————— 
their adverse effects to be) 








that, once in mo- 


longer ignored, various tion, the engi- 
phases, he says, are placed in the neering tech- 
laps of the engineers for solution, n iq ues move 
frequently with the public tongue quickly beyond 

the equally im- 


in cheek. 

Possibly our engineering attack 
has been characterized by the 
adoption of limited objectives, or 
at the other extreme, the proposal 
of grandiose schemes so elaborate 
that they fall under their own 
weight. Yet, such is the techno- 
logical competence ~ of the U. S.| 


tants of adminis- 
tration and fi- 
nancing. This is 
particularly true 
in .the field of 





William Uliman ment 





portant concomi- | 





progress that has been made in 


the development of materials, 


tion methods. The amazing plethora 
of equipment that has come into 


| daily use for the building of high- 


ways, says Commissioner MacDon- 
ald, is only equalled by the fan- 
tastic production of automotive 


| equipment to operate over them. 


But before these engineering 
techniques can come to the relief 
of the cities to aid them in their 
traffic dilemmas and the redesign 
of the historic, outgrown city pat- 
tern, there must first be available 
the necessary administrative au- 
thority, including legislation and 
continuing financial support. 

In the opinion of MacDonald, the 
Federal-Aid Highway act of 1944 
holds great promise of aid to the 
cities because it. supplies the two 
essentials of a definite long-term 


administrative pattern and finan- | 


cial assistance reasonably compar- 
able to the work that can be actu- 
ally accomplished under existing 
conditions. 

To evaluate this new legislation 
it is necessary to review the con- 
cepts of the earlier legislation and 
those which are embodied in the 


highway develop-|current act. The Federal-Aid act 


in 
engineering design and construc- | 





of 1944 alone, among all highway | 


No one will question the rapid! legislation in the countries of the! 
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READY FOR MORE COMPETITION—Keliy | 


Harris, driver for Esso-Standard Oil Co. of | 
Jackson, Miss., who recently won first place 
in the Mississippi Transport Assn.'s Roadeo 
at Biloxi. In the competitive drive he drove 
an International KB-8-1 tractor to win the 
tractor-trailer championship. This is the sec- 
ond year he has won the state championship 
in that class. Harris will compete in the 
National Roadeo at the American Trucking 
Assn.'s convention in October. | EUS 
world, aims at the achievement of 
an integrated development of the 
major classes of streets and high- 
ways to effect an ultimate national 
traffic network. 

In this, its principal character- 
istic, it abandons the limited ob- 
jectives of the Federal Highway 
act of 1921 and all state legislation 
of the earlier period, to recognize, 
and provide for, the revolutionary 








SEATTLE TIMES SCORES 







(THE SEATTLE TIMES—from Medica Records, 
daily and Sunday, first 8 months 1948.) 


FIRST er 2,838,890 umes 
FIRST “er? _2,158,957 anes 
FIRST arin by 610,059 nes 
FIRST 524,107 umes 
FIRST 156,771 ues 
: FIRST 513,037 unes 
FIRST 82,896 unes 
FIRST ‘ee _ 41,367 cones 
FIRST 43,560 conus 
FIRST 23,036 cones 


* (Daily) —ABC March 31, 1948 





in classified advertising 
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in national advertising 
by. 


in retail food advertising 
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in retail drug advertising 
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in total circulation 
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ST Dae set 


changes that have occurred in a 
quarter of a century in the char- 
acter of highway improvement 
needs. 

In 1921 the preponderant need, 
clearly recognized as such, was 
for the creation of a principal 
rural highway system. Federal 
and state highway laws of the 
same period centered upon this 
single objective, a cooperative 
and sustained attack calculated 
to achieve maximum mileage 
service in the shortest possible 
time. 


Federal and state acts alike em- 
| bodied these salient principles: (1) 
The designation of limited sys- 
tems of main inter-urban, rural 
highways, and (2) the allocation 
of earmarked funds for use in the 
improvement of the limited sys- 
tems designated. 

Thus, at the very outset of the 
remarkable activity in highway de- 
velopment that distinguished the 
two decades from 1920 to 1940, the 
two conditions vital to the suc- 
cess of that activity were firmly 
established by law. 

These conditions, as already in- 
dicated, were: (1) A definite ob- 
jective, and (2) an assurance of 
continuing financial support. 

7 a + 


Early Policies Sound 
NDIVIDUALS narrowly con- 
cerned with the interests of 

cities on the one hand, and per- 
|sons shortsightedly regarding rural 
|interests on the other, with some 
| show of superficial warrant, might 
have condemned the exclusions of 
these first modern highway char- 
| ters. 
| Nearly all the laws enacted not 
|only did not provide for the im- 
| provement of streets in cities, but 
|actually by specific exception pro- 
| hibited expenditure of the funds 
they created for any work inward 
of the fringes of cities, 

And, all alike, they excluded 
from the systems of main rural 
highways by far the larger por- 
tion of rural road mileage, and 
that, the part most intimately 
located in relation to _ rural 

| homes. 

The fact is that in the earlier 
| years at least, scarcely a voice was 
raised in opposition. City people, 
well satisfied generally with the 
condition of their streets, cheer- 
fully paid in road-use taxes the 
lion’s share of the cost of the 
|inter-urban rural highways, which 
actually they desired above all 
else. 

And rural people in general ac- 
cepted the practicable improvement 
of the longer part of their several 
routes to town as the more impor- 
;tant part of the interminable task 
ef road building to everyman’s 
| gate. 
| The soundness of the pioneer 
| policies was abundantly attested 
by their results. In less than 
three decades, while the flow of 
motor vehicle traffic grew from 
| @ trickle to a flood, a system of 

primary rural highways evolved 

from virtual impassibility to a 


| state approaching a reasonable 
(Continued on Page 43, Col. 1) 


is of Ex 
To Talk at SAE 
Output Meeting 


NEW YORK.—A host of manu- 
facturing experts has been lined up 
for the two-day national production 
meeting of the Society of Automo- 
tive Engineers, to be held Oct. 21-22 

|in the Hotel Statler, Cleveland. 

| John A. C. Warner, SAE secre- 
tary and general manager, said that 
}seven panels on different subjects 
|are to be presented at an all-day 
| production clinic on Oct. 22. 

| Chairman of the all-day clinic 
| will be Robert F. Steeneck, Cleve- 
|land district manager for Fafnir 
Bearing Co. 

The national meeting will open at 
2 p.m. Oct. 21 under the direction 
of J. E. Hacker, of the Cleveland 
Diesel Engine division of General 
Motors. 

A program highlight will be a de- 
scription of the manufacturing of 
Dynafiow transmissions, to be given 
by F. C. Pyper and A. G. MacDou- 
gall, Buick engineers. 

The meeting will close with a 
dinner Friday evening, at which the 
principal speaker will be James F 
Lincoln, president of Lincoln Elec- 
tric Co., Cleveland. A. T. Colwell, a 
past SAE president and vice-presi- 
dent of Thompson Products, Inc. 
Cleveland, will serve as toastmaster 
at the dinner. 
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Talking Auto Ad 


Tenvoorde Motors’ Idea Personalizes Car 
To Sell Service Message 


ST. CLOUD, Minn.— The Ten- 
voorde Motor Co. is creating a sen- 
sation here as well as around the 
state with a series of advertise- 
ments containing a banner headline, 
“I Want A Home,” and using the 
technique of personalizing an auto- 
mobile. 

As a result of the first advertise- 
ment Minneapolis Star columnist 
Cedric Adams devoted part of his 
column to describing the campaign 
which he termed “the best treat- 
ment of the automobile situation 
I’ve ever seen.” 

Copy of the advertisement ran as 
follows: 

“I am a 1947 car. I was built by 

a famous automobile manufac- 
turer. I was sold to one of the 
authorized dealers. This dealer 
delivered me to a new owner for 
$1,364. My new owner didn’t need 

me very badly. At least, he sold 
me to another dealer for $1,700. 

Then some fellow bought me at 
an auction sale for $1,920. 

“We started south and west. 
Somewhere along the way we 
stopped for another sale. I heard 
the auctioneer shout, ‘Sold to the 
man over there for $2,225.’ I am 
now on a big lot with a price tag 


Pa. Admonishes 
Truckers After 
2d Weight Tieup 


HARRISBURG, Pa.— Moving to 
curb overloaded trucks on Pennsyl- 
vania highways, the state has 
threatened to suspend the operating 
licenses of drivers who resist weight 
tests. 

More vigorous enforcemnet plans 
were disclosed following a second 
“sit-down-strike” of truckers using 
the Pennsylvania Turnpike. 

Some 75 truckers refused to leave 
the turnpike at Irwin, the western 
terminus, because a state police 
weighing detail was waiting for 
them outside the toll gates on 
Route 30. When police finally or- 
dered the truckers to move on, four 
drivers resisted and were fined $10 
each for failing to obey. 

In so doing, they escaped the 
weighing station. Had the trucks 
involved been found overweight, a 
fine up to $75 could have been 
imposed. The strategy became con- 
tagious, with other truckers refus- 
ing to budge as long as the state 
police detail remained outside the 
gates. 

The new “get tough” plan by po- 
lice was subsequently announced by 
the governor’s highway safety ad- 
visory committee, which recom- 
mended suspension of the driving 
privileges of truck drivers who sub- 
mit to arrest for minor violation of 
the motor code to evade heavier 
penalties for overloaded vehicles. 

It was announced that the four 
truckers who initiated the new plan 
of protest against state restrictions 
on truck loads would be cited to 
the State Department of Revenue 
for a hearing to determine whether 
they should lose their driving per- 
mits. Similar treatment, it was said, 
would be given all others following 
their ideas. 

Several months ago about 1,000 
drivers of big trucks staged a “sit- 
down” protest on the turnpike to 
express their opposition to Pennsyl- 
vania truck weight laws. 





Lusher Names Bedenkop 


R. Thayne Bedenkop has been | 
named sales manager for W. W. 


Lusher, Inc., Packard sales and 
service, in Elkhart, Ind. 


Unanimously Endorsed 
For Highway Safety 
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,;fully on this continent. 


of $2,245. Gee, I must be improving 
with age. I have never been regis- 
tered. I know I’m in good shape 
because I have only 1,813 miles on 
my speedometer. 

“I’ve been tried out at all speeds, 
too, by my five different owners. I 
look like I’m brand new. Won't 


Law to Curb 
Finance Abuses 
Effective in N. J. 


TRENTON, N. J.—A bill de- 
signed to curb abuses in the field 
of installment sales financing has 
been signed into law by Acting 
Gov. John M. Summerill and went 
into effect Oct. 1. 

The new law does not empower 
the State Banking and Insurance 
department to regulate rates or to 
require filing reports from which 
adequate rates could be deter- 
mined, but it requires each sales 
finance company to file with the 
department rate charts in current! 
use. 

When the measure was before 
the state legislature, its sponsor, 
Senator Alfred B. Littell of Sussex | 
county, explained that the bill was | 
based on the belief that a short 
step must be taken before legisla- 
tion can be pushed through regu- 
lating interest rates. 

The purpose of his bill, he said, | 
is to regulate, through a uniform | 
method of disclosure, the sale of | 
consumer goods on an installment | 
basis having a cash price of $3,000 | 
or less. It provides for the licens- | 
ing and regulation of persons en- | 
gaged in buying retail installment 
contracts from retail sellers. 

The new law will require full} 
disclosure of all charges on the | 
part of merchandisers selling goods | 
under retail installment contracts. | 
While it subjects banks, trast com- | 
panies and national banks to its | 
provisions, it does not require them | 
to obtain licenses. 

An important feature of the new | 
law provides for proportionate re- | 
bate upon prepayment prior to ma- 
turity. Lack of such a regulation, | 
Senator Littell said, led to “one of | 
the greatest abuses in this busi- | 
ness.” | 

Senator Littell said the bill fol- | 
lows a Connecticut law, which has 
proved effective in eliminating 
abuses. He said the measure had | 
the support of most leading retail, 
sales finance and banking organ- 
izations operating in New Jersey. 

Under New Jersey’s new law, 
merchants selling goods on a time 
basis for $3,000 or less must give 
each buyer a statement containing 
the following information: (1) The 
cash price; (2) the amount of the 
down payment; (3) the unpaid bal- 
ance, which is the difference be- 
tween items one and two; (4) the 
cost to the buyer of any insurance 
to be procured on the goods; (5) | 
the amount of the time price dif- | 
ferential, which is the amount in| 
excess of the cash price to be paid | 
by the buyer for the privilege of 
purchasing on the installment plan; 
(6) the balance owed by the buyer, 
the number of installment pay- | 
ments required and the amount 
and date of each payment neces- 
sary to pay off the balance. 

The new law was_ supported 
strongly by the State Banking and 
Insurance department, which said 
that rates up to 1,286 percent had 
been charged in installment con- 
tracts. 





Canadian Fair Expects 


More Auto Participation 

OTTAWA, Ont.—The Canadian 
International Trade fair, in which 
the automotive industry took an 
active part this year, will be held | 
again in Toronto next year from | 
May 30 to. June 10, Trade Minister | 
Howe announced here, with auto- 
motive firms expected to increase 
their participation in 1949. 

Howe stated that the results at- 
tained this year have shown that 
a new world marketplace in the 
tradition of the European “sample” | 
fairs could be established success- 
He also 
revealed that inquiries and applica- 
tions for space in the 1949 fair have 
already been received by the Cana- 
dian government from 144 firms 
who did not participate in 1948. 








somebody please buy me for keeps?” 

Then the advertisement says: 
“Note: We don’t have this car, but 
we saw it yesterday. You can buy 
it almost anywhere, but just in case 
you don’t like this kind of business 
—we can keep your old car in shape 
until we can deliver you a new one 
at a decent price.” 

+ . e 


Minn. Dealer Refutes Link 


In Sale to U.C. Dealer 


MINNEAPOLIS. — The following 
letter was sent to Mike Holm, Min- 
nesota secretary of state, by Mal 
Nichols, president of Nichols- 
Schoening, Inc. (Dodge-Plymouth) : 

“In the Sept. 2 issue of Finance 
& Commerce, published in Minne- 
apolis, under new-car registrations, 
there was listed a sale of a new 
Dodge by Nichols-Schoening, Inc., 
to Munger Motors at 722 W. Lake 
St. On checking with the motor ve- 
hicle department, we are told this 
was on a car we sold to a Ralph E. 
Glass, 245 S. Hamline Ave., St. Paul, 
the registration on this car being 
777-669 and that Mr. Glass had sold 
the car to Munger Motors. We had 
purchased the license in our name, 
had made the transfer to Mr. Glass 
on a bill of sale, and he in turn 
transferred it to Munger Motors. 

“We protest most vigorously the 


AND TH 


You may have an equipment* problem 
“know-how” 


in which AC’s 39 years of 


will be of great value, to your engineers, 
your production heads, your sales depart- 
ment ... or all three. For the improve- 
ment of a product, in quality, just as 
well as in sales appeal, may often be 
accomplished by ‘‘know-how,” 
than by simply increasing the cost. The 


“know-how” is free. 








TO HELP TRAIN DRIVERS—Henry Abel (extreme right), president of Abel's Garage, Inc. 


(Chevrolet), Westwood, Mass., presents the 


keys for a student driver-training car to E. 


Perley Eaton, superintendent of schools in Westwood, Medfield and Millis. Looking on (left 
to right): John Lyons, chairman of Medfield school committee; Gordon King, chairman of 


Millis school committee; A. J. Freeman, 


chairman of Norfolk school committee; 


Mrs. 


Waldo Hodgdon, chairman of Westwood school committee; Rudolph King, Massachusetts 
registrar of motor vehicles; Eaton; William A. Plunkett, executive vice-president of Massa- 
chusetts State Automobile Dealers Assn., and Abel. 


publishing of this listing and the| present situation. Mr. Schmid of 
procedure which must have led to| your office has assured us a cor- 
it. We are trying, as are all of the | rection will be made in Finance 


dealers, I am sure, to keep our new 
cars out of the used-car lots by sell- 
ing to reputable individuals in need 
of an automobile, although some of 
these individuals will, as Mr. Glass 
has done, take advantage of the 


rather 


9% AIRCRAFT SPARK PLUGS - AIR CLEANERS - AMMETERS - CARBURETOR INTAKE SILENCERS - CARBURETOR 
INTAKE SILENCER AND AIR CLEANERS - CRANKCASE BREATHERS - CRANKCASE VENTILATION VALVES - DIE 


CASTINGS - DIE CASTING MACHINES - BACK FIRE DEFLECTORS - FLEXIBLE SHAFT ASSEMBLIES - FUEL OIL 
FILTERS - FUEL PUMPS - FUEL AND VACUUM PUMPS - GASOLINE GAUGES - GASOLINE STRAINERS -IGNITION 
CABLE TERMINALS - INSTRUMENT PANELS - LUBRICATING OIL FILTERS - OIL FILTER REPLACEMENT ELEMENTS 


AND CARTRIDGES - AIR GAUGES - OIL GAUGES - RADIATOR PRESSURE CAPS - REPLACEABLE AIR CLEANER 


ELEMENTS - AUTOMOTIVE SPARK PLUGS - SPARK PLUG CLEANERS - SPARK PLUG GAPPING TOOLS - SPARK 
PLUG TESTERS - SPEEDOMETERS - SPEEDOMETER AND TACHOMETER DRIVE ADAPTERS - TACHOMETERS 
THERMO GAUGES - VACUUM PUMPS - VOLTMETERS 





& Commerce, but the impression 
left with many people will not be 
a good one, and we do object to 
this transaction of which we most 
certainly were not participants.” 





Perhaps your “know-how,” plus ors, 
would be very productive. Certainly, ‘t 
will pay you to investigate AC’s wide 
variety of standard and special equip- 
ment units, used by many of America’s 
foremost builders of vehicles and engines. 
Your inquiries are solicited and will 
receive prompt attention. 


AC SPARK PLUG DIVISION © GENERAL MOTORS CORPORATION 


General Motors Bidg. 
Detroit 2, Michigan 


73 E. Wacker Drive 
Chicago 1, illinois 


Mott Foundation Bidg. 
Flint 3, Michigan 
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Salesmen 


NEW YORK.—A warning that 
wholesale salesmen “take heed of 
storm warnings and fortify them- 
selves against the threat of business 
reverses ahead throughout the na- 
tion” was sounded here last week 
by Louis A. Capaldo, president of 
the National Council of Salesmen’s 
Organizations. 

“Today the salesmen are worried, 
and rightly so,” Capaldo declared. 
“Their knowledge of the state of 
business health of the country is 
conclusive and they know that dan- 
ger signals are flying. The whole- 
sale salesman is a dependable 
barometer to forecast business con- 
ditions. When the salesman can’t 
produce orders, the manufacturer 
stops producing goods.” 

The salesman benefits least 
when demand for his services are 
heaviest—when goods are hard to 
move, Capaldo pointed out. Yet 
when times are good and orders 
flood in, he added, too many em- 
ployers ask: “What do I need of 
salesmen?” The employer, he 


Unite with Union Pacific in selecting sites and seeking new markets in California, Colorado, Idaho, 
Kansas, Montana, Nebraska, Nevada, Oregon, Utah, Washington, Wyoming. 


UNION PACIFIC RAILROAD. 


Group Head Urges Wholesale Men to Plan 
Against Threat of Business Decline 


AUTOMOTIVE NEWS, OCTOBER 11, 1948 = 








Cautioned 





| said, forgets a salesman does 
| more for his business than merely 
bring in orders. 

“With business getting together, 
the old abuses of the straight com- 
mission system are again being 
heard,” Capaldo said. “Too many 
younger salesmen are taking 
straight commission jobs with little 
known or poorly established com- 


panies, only to find themselves with | 


little or no earnings to show for 
their efforts. 

“This could not happen to the 
great mass of employes covered by 





the federal wage and hour law, for 
they have the protection of a floor 
to their earnings — a minimum 
wage. But the traveling salesman 
has been expressly exempted from 
that law. 

“There may be good reason to 
exempt this class of salesmen from 
the overtime provisions of the law, 
but why should he be discrimi- 
nated against in the matter of a} 


minimum wage? He needs this pro-| 1. Amending the Social Security | 


b + ae 
sicilate bint SE I Mew 


BUILT TO LAST—One of five all-metal signboards which have been erected in the New 
Krueger Motor Co. (Buick-Pontiac-Oldsmobile-GMC). 
by 40 feet and all are set in concrete on locations under long-term 


lease, according to Sales Manager Charles E. Burr jr. 


Braunfels, Tex., area 7 
face of the boards is 10 


tection; 


does industry, because it protects | 
the fair employer against unfair 


competition.” 

Calling upon wholesale sales- 
men to work with the council 
for their own protection and se- 
curity, Capaldo pointed out that 
the 1948-49 program drafted by 
its legislative committee, headed 
by Louis A, Metz, advocates: 


UNION 
PACIFIC 





> 


*Address Industrial Department, Union Pacific Railroad 
Omaha 2, Nebraska 





and for that matter so | act to cover many salesmen now 





tional salesmen’s arbitration panel 
to serve without charge. 


5. Establishing a legal advisory 
bureau to give free advice to sales- 
men concerning their legal rights 
and obligations. 

6. Enacting legislation to estab- 
lish minimum compensation per- 
centages for straight commission 
salesmen and to clarify court deci- 
sions pertaining to advance pay- 
ment against commission. 

“I am happy to see that other 
groups are following the council’s 
leadership by supporting many of 
our policies,” Capaldo said. “At the 
same time, I must warn salesmen 
against organizations ostensibly set 
up to work for their benefit but 
which are actually furthering selfish 
ends. Even where a group is en- 
tirely sincere in its desire to help 
salesmen, their duplication of the 
national council’s program tends to 
dissipate strength and resources 
and to create disunity.” 













Painting sur- 





omitted. 

2. Liberalizing the federal income 
tax deductions to cover a greater 
share of salesmen’s business ex- 
penses. 

3. Amending state and federal 
laws to assure salesmen their legal 
expenses in suits to recover com- 
missions or wages. 

4. Promoting arbitration for sales- 
men disputes and establishing a na- 


Minn. Drivers Get 


Lights Warning 


ST. PAUL.—Minnesota motorists 
have been warned by Earl Larimer, 
chief of the state highway patrol, 
against illegal and improperly ad- 
justed head and taillights which 
resulted in 4,000 violation tags dur- 
ing August. 

He reported highway police have 
been working with municipal au- 
thorities in conducting intensified 
local checkups of defective lights, 
brakes and other improper or ille- 
gal motor vehicle equipment in 
many communities of the state. 
Although qualified official auto lamp 
adjusting stations are available in 
most communities, most defects can 
readily be detected by the drivers 
themselves and corrected, Larimer 
pointed out. 








Starbuck Gets Sales Post 


At Amer. Brake Division 


William H. Starbuck has been ap- 
pointed assistant general sales man- 
ager of the Kellogg division of 
American Brake Shoe Co., accord- 
ing to William T. Kelly jr., division 
president. 

Starbuck, formerly sales repre- 
sentative, has served in various 
sales capacities since first joining 
the company. He will be located at 
the division’s headquarters in Roch- 
ester, N. Y. 


AUTO BOOKS 
That Should Be in 
Every Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘‘chins are down"’ and 
real competition arrives. 











THE LAST BILLIONAIRE — HENRY 
FORD. By William C. Richards. ‘‘An in- 
formal portrait of an industrial genius who 
was also a most unpredictable human be- 
ing.’’ $3.75 postpaid. 


KNUDSEN, A BIOGRAPHY. By Norman 











Sam oe Ford Beasley. 397 pages, cloth bound. $3.75 
postpaid. 
AUTOMOTIVE MECHANICS. Wm. E 


Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics. Cloth binding. $4.50 postpaid 


DEALER BUSINESS COUNSEL. Business 
guidance for automobile dealers. By J. B 
Van Tassel, Dealer Business Consultant 
Two books—Book No. 1, $2.00. Book No 
2, $3.00 postpaid. 


DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 


FABULOUS HOOSIER. By Jane Fisher 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 


FASTEST ON EARTH. By Capt. George 
Eyston. Complete history of every land 
speed record from 1898 to the present 
Paper-bound, $2; cloth-bound, $3. 
FLOYD CLYMER’S MOTOR SCRAP 
BOOKS. Order Edition No. 1, 2, 3 or 4 ir 
paper cover, $1.50 each. Deluxe cloth 
bound, 2.50. Steam-car edition, $2 
cloth-bound, $3 postpaid 


HENRY FORD—HIS LIFE, HIS WORK 
HIS GENIUS. By Wm. A. Simonds, Re 
printed by Floyd Clymer. Deluxe editior 
$4 postpaid. 

INDIANAPOLIS RACE HISTORY—190% 
TO 1946. 852 pages, 1,000 illustrations 
Deluxe edition, $5 postpaid. Paper bound 
$3.50. 

MOTOR MEMORIES. A saga of whirlin: 
gears by Eugene W. Lewis. $3.50 pos’ 
paid. 

FLOYD CLYMER’S INDEPENDENT TE37 
REPORT OF KAISER-FRAZER CAIHS 
Deluxe edition, $2.50 each. Paper-boun: 
$1.50 postpaid. 


BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26, MICH. 





One of a series of ad- 
vertisements based on 
industrial opportunities 
in the states served by 
Union Pacific Railroad, 
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Hefore Florida and Massachusetts Voters . . . 


Anti-Diversion Laws Up in Two States 


NEW YORK.—A number of pro- 
posals of direct and indirect auto- 
motive interest are included 
among state constitutional amend- 
ments, referenda and initiated bills 
which will appear on the Novem- 
ber ballot in various states. 

State constitutional amend- 
ments to curb highway fund di- 
version will be voted upon in 
Florida and Massachusetts. The 
Florida proposal, however, re- 
lates to gasoline taxes only and 
would not guarantee use of all 
gasoline taxes to highways. 

An anti-diversion amendment 
also was headed for the Tennessee 
ballot but was ruled off by the 
state attorney general because of 
technical defects in the form in 
which it was passed by the legis- 
lature. With Gov. McCord declin- 
ing to call a special legislative ses- 
sion to validate a referendum on 
the amendment, Tennessee voters 
apparently will have to wait until 
1950, at the earliest, to vote on the 
diversion issue. 

Twenty states already have 
adopted constitutional amendments 
restricting motor vehicle tax rev- 
enue to highway purposes. With 
similar proposals certain to be 
raised in other state legislatures 
next year, the Florida and Massa- 
chusetts votes will attract wide- 
spread attention. 

Higher state taxes may result 
from a number of ballot proposals, 
especially from measures propos- 
ing the payment of veterans’ bon- 
uses which will be up for a vote 
in at least 10 states—Indiana, 
Iowa, Louisiana, Minnesota, Mis- 
souri, Nebraska, Oregon, South 
— Washington and Wiscon- 
sin. 

These proposals involve an ap- 





proximate total cost of $1,000,000,- 
000, which would be added to the | 
$1,612,000,000 in cash bonuses pre- | 
viously authorized by 10 other | 
states—Connecticut, Illinois, Mas- | 
sachusetts, Michigan, New Hamp- | 
shire, New York, North Dakota, | 
Ohio, Rhode Island and Vermont. | 

Adoption of the pending bonus 
proposals, together with a _ haif- 
billion-dollar bonus measure ex- 
pected to go before Pennsylvania 
voters next year, would bring state 


K-F Appoints 
» New District 


Sales Managers 


WILLOW RUN. — Appointments 
of five new district sales managers 
for Kaiser-Frazer Sales Corp. were 
announced last week by C. H. 
Bruestle, K-F supervisor of regions. 

Named to the positions of district 
managers were Edwin M. Gutch, 
Minneapolis; Thomas G. Duffy, 
Philadelphia; Jack T. Wood, Kansas 
City; John M. Cross, Denver, and 
James C. Gates, Dallas. 

Gutch, who has been connected 
with the automotive industry for 
over 25 years, has been district 
manager of Hudson - Minneapolis, 
Inc., for the past three years. 

Duffy, a native of Pennsylvania, 
comes to Kaiser-Frazer from Com- 
mercial Credit Corp. where he was 
a district representative for eight 
years. 

Wood, a district manager for De- 
Soto for over 10 years, has held a 
DeSoto-Plymouth dealership for the 
past three years. 

Cross, a B-24 bomber instructor 
during the war, has been associated 
with Carter Motor Co., K-F dis- 
tributor in Amarillo, Tex., for the 
Past year. 

Gates, a graduate of Michigan 
State college, for the past year has 
been field manager for the K-F 
Dealer Fiscal Analysis division in 
Dallas. Prior to this he was terri- 
torial manager in Detroit for Gen- 
eral Motors Acceptance Corp. 








Hayes-Sisco Motors (Ford) 


Now Owned by McAdams 


A change in the ownership and 
name of MHayes-Sisco Motors 
(Ford), Weatherford, Tex., has 
been announced by Ben McAdams, 

Cc. 

McAdams came direct from Ed 
Maher, Inc. (Ford), Dallas, where 
he was employed for 16 years. 

Se Hayes is vice- 
President and Mrs. Alma Mc- 
Ad=ms is secretary and treasurer. 





bonus payments to World War II 
vets to a total of more than $3,- 
000,000,000 in 21 states, compared 
to World War I bonus payments 
of $435,000,000 by 22 states. 

New or increased sales, cigar- 
ette, liquor, income and prop- 
erty taxes have resulted from 
bonuses already adopted, with 
still more higher taxes virtually 
certain to result from any broad- 
ening of the trend. Direct auto- 
motive taxes have not yet been 
used by any state to finance 
bonus programs but have been 
proposed in a number of in- 
stances. 

Increased taxes are tied directly 
with some of the proposed bonuses 
up for a November vote, while 
others leave financing to future 
legislative action. The Missouri 
bonus proposal would be accom- 
panied by an extra 1-cent sales tax. 


Indiana voters favoring a bonus 
are asked to express a preference 
between several possible means of 
financing, including a sales tax, 
increased gross income tax rates 
and a net income tax. lIowa’s 





| bonus would be financed by prop- 


erty and monies and credits taxes. 
A 3 percent sales tax is proposed 
in Wisconsin. Property taxes 
would be used in Nebraska, while 
in Washington a tobacco tax is 
proposed. 

Other November ballot proposals 
relating to state taxes include: 


Arkansas and Texas—to abolish 
state ad valorem property taxes; 
Oregon—to reduce state income 
tax; Missouri—to increase state 
gasoline tax 1% cents per gallon, 
with abolition of municipal gaso- 
line taxing authority; Louisiana— 
to exempt farm-use gasoline from 
state tax; New Hampshire—to per- 
mit legisiature to enact a gross 
income or gross receipts tax on 
individuals and corporations, and 
to permit classification of stock-in- 
trade differently from other prop- 
erty for tax purposes; Minnesota— 
to increase the allocation of state 
gasoline tax revenues to counties 
from one-third to one-half. 

Bond issue proposals appear- 
ing on November ballots in- 
clude: West Virginia—$50,000,- 








NEW NAME, NEW SALES CHIEF—Verlin E. Doonan (left) is now sales chief of Hamco 
Motors, Inc. (Ford), Cincinnati, Paul E. Westendorf, president of the dealership (right), 


announces. Mike Sollinger, 


vice-president of the firm, 


is in the center. The firm was 


formerly called the Hamilton egg oe Rp Truck & Sales Co. Doonan joined Ford Motor Co. 


in 1920, and since that time has he 


000 for secondary roads, and 
Louisiana — $30,000,000 for a 
causeway across Lake Ponchar- 
train and $30,000,000 for a Mis- 
sissippi river bridge at New Or- 
leans. 

Three ballot proposals in Massa- 


various executive positions. 


| chusetts would outlaw the closed 


shop, require election of union offi- 
cials by secret ballot, and require 
a secret vote by a majority of 
union members before a strike. 
New Mexico will vote on an anti- 
closed shop measure. 





When 


you're after 
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you’ve known! 


Corporation 


— the new upholstery fabric that’s miles ahead of the fabrics 


Sleek. Smart. Rich. Luxurious. Looks like a million. 


Those are the things you think of when you see SEAWEAVE 
— the new fabric that’s the best you’ve ever known. 
Run your hand over SEAWEAVE’S rich luxurious surface. 
Look at the rich colors, the smart patterns, the 
interesting weave. Notice how new it looks, how much 
better it looks than ordinary fabrics. 

Your car deserves SEAWEAVE 
—and SEAWEAVE can help you 
make and hold proud and 

satisfied customers. 


COLLINS & AIKMAN 


200 Madison Avenue, New York 16, N.Y. 


Aig me 
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Purchasing Agents Report .. . 


_ AUTOMOTIVE NEWS, OCTOBER 11, 1948 — 


Changes in Business Trends 


NEW YORK.— Appearance of 
five marked changes in business 
trends during September was re- 
vealed last week by the latest re- 
port of the business survey com- 
mittee of the National Assn. of 
Purchasing Agents. 

These changes were: (1) reports 
that industry is adjusting output 
and sales to lower-priced products; 
(2) a drying up of demand for 
high priced and luxury merchan- 
dise; (3) reports that the momen- 
tum of the upward price move- 
ment appears to have been spent; 
(4) a sharp downtrend in inven- 
tories, and (5) faster turnovers. 


The survey found that 84 per- 
cent of the companies reporting 
inventories revealed their turn- 
over had increased compared 
with the same period a year ago. 
“The belief that September in- 
dustrial business activity would 
show a marked tendency to ex- 
pansion is not supported by the 
latest reports of business execu- 

tives,” the committee reported. 
“Production increased during the 


PILE ON THE PAYL 





ee 


the best brake is 


Yes, Air Brakes let you pile on the payload—because their extra margin of stopping- 

power handles the extra bonus payload safely, surely. Mile after mile they speed | 
up schedules without upping road speeds. That’s because they minimize slow- 
downs needed to stay within the bounds of safety with ordinary brakes. And as 
the miles roll by, they make important savings in service expenses, too. Figure it 
any way you like—increased payloads, improved schedules, better driver satis- 
faction and efficiency, and lowered service costs—Air Brakes are far and away 
your finest investment. And everyone knows the best Air Brakes have always been 
built by Bendix-Westinghouse! 
BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE CO., ELYRIA, OHIO 





month by catching up the slack | 


| 


of July and August vacations. 


“However, there is still a sub-| 
stantial bolster of back orders in| 
most industries, as 52 percent re-| 
port maintaining heavy future 
orders and 18 percent slight in- 
creases. Textiles are prominently 
mentioned in the slow business 
group. Thirty percent of the re- 
ports indicate a falling off of new 
orders.” 

Commodity price reports indicat- 
ed that during September prices 
continued to advance as upward 
adjustments were applied to items 
that were not immediately affected 
by the upsurge in July and August, 
according to the committee report. 
The “momentum of the upward 
movement now appears to be 
spent,” the committee declared, 
however, adding that purchasing 
agents look for a period of near 
stabilization which should trend 
down, as competition to build up 
lagging backlogs becomes a factor. 

Expanding industrial produc- 


tion and high farm crop yields, 














with 
steadily narrowing the margin 


between supply and demand, the | 


survey found. Opinion was ex- 
pressed that demand cannot con- 
tinue long to support the ex- 
treme high of many prices. 


The survey pointed out that the 
policy of downward trends in in- 
ventories of August was continued 
by industry in September, with 
some plants reporting the highest 
rate of turnover ever obtained. 
Every indication was seen that this 
cautious attitude will continue. 

As to industrial buying policies, 
a shorter view on forward com- 
mitments is shown by September 
reports. The trend to not over 60 
days is more pronounced and 60 
percent are within these limits. 
About 33 percent are limiting to 90 
days. With “little confidence” in 
the “top-heavy” price structure, 
some buyers are insisting on price 
protection for even this’ short 
range, the committee report said. 

A trend of August toward in- 


creased employment was not con- 


OAD. 


lowering demands, are | 











FEATURES EYE-CATCHING SIGN—A view of the new showroom and service department of 
Airway Motors, Inc. (Chrysler-Plymouth), Broadway at Fourth, Rensselaer, N. Y. The firm 
has a modern body and paint shop and a new parts department has been installed. 


tinued in September, but payroll 
registration continued about the 
same, although overtime was dis- 
appearing, the report said. 






Dealer Reports 
‘Super Service’ 


Booms Business 


PITTSBURGH.—Super-conscien- 
tious service is bringing in for 
Downtown Motors of Pittsburgh, 
Inc., 2001 W. Liberty Ave., 30 per- 
cent of the service business on new 
cars that otherwise would be done 
elsewhere in the district, reports 
Bernie Alpern, co-owner. 

Reason is that car dealers leave 
service work more strictly with the 
service managers, whereas the own- 
ers of Downtown Motors go into 
the service work right alongside 
the service manager: they know 
what is going on—not what the 
service Manager says is going on, 
Alpern said. 

“Customers today expect more 
trouble from their new cars because 
they have paid more for them, and 
they believe the new cars aren’t 
supposed to be as good. Conse- 
quently, new-car owners within the 
warranty period find imaginary 
troubles,” he explained. 

“Onee a day we have to work 
very hard to please some customer. 
When the job comes in we try to 
take out every reason for an im- 
perfection. The job is to find the 
squeak the customer is interested 
| in. Sometimes we work three hours 
to correct it,” Alpern continued. 

“When this customer brings the 
car back later, if it is the same 
complaint we go for a ride with 
him. Difficulty is that if neither 
of us can detect trouble he is liable 
to say, ‘I don’t notice it now, but it 
was there yesterday!’ 


H. C. Smith Chevrolet 


H. C. Smith Chevrolet Co., Eliza- 
bethtown, N. C., has been organ- 
ized and chartered with capital 
stock of $100,000. Principals are 
Harold and Annabel Smith, and 
D. M. Baldwin jr. 


LITO, as 
YO . , “This is awfully hard on the 
, — SS ne nervous system, but we believe the 
rm 7 i | customer is right. That’s the reason 


- 


AIR 


our business is not simply going 
| good—it is booming!” 


Bender Appointed 
Service Manager 


Of Studebaker 


SOUTH BEND.—Appointment of 
Roy B. Bender as general service 
|manager of Studebaker Corp. has 
been announced by K. B. Elliott, 
| vice-president in charge of sales. 
Bender succeeds D. O. Wilson, 











Roy B. Bender 


| whose recent resignation followed 
36 years of service with Studebak- 
er, 24 of them as general service 
| manager. 

Bender has been with Stude- 
| baker since 1939. He became Cleve- 
| land regional manager early in 
| 1945 after serving as district man- 
|ager in Pittsburgh, Cleveland and 
| Dallas. His automotive experience 
dates back to 1924 and includes 
both sales and service activities 


D. 0. Wilson 





Hughes Seeks Council Pes 


Frank Hughes, a partner in 
| Trask-Hughes Motors, My’tile 
Beach, S. C., has announcec jis 
| candidacy for town councilman in 
a special election to be held Nov 
2 to fill the vacancy created by 
the death of Dr. W. A. Rourk 
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LONDON.—(UTPS)—In time for 
the International Motor Exhibition 
in London in October, several United 
Kingdom auto manufacturers are 
expected to announce new models, 
mostly aimed at the export markets. 
Most of the models will be in the 
16-20 h.p. range, but will be eco- 
nomical on gas, it is reported. 

° s > 


Austin Progress 


Austin showed its success in the 
U.S. and Canada by releasing a 
story on progress in these markets 
in the past nine months. 

Last September the Bank of Eng- 
land agreed to release $60,000 to set 
up in New York the Austin Motor 
Co. (England), Ltd., and $30,000 to 


start the Austin Motor Co. (Can- 
ada, Ltd. at Montreal. 
In nine months dealers in the 


U.S. sold cars and spares worth 
$8,500,000 (excluding federal tax) 
and $3,250,000 in Canada (excluding 
sales and excise taxes). After meet- 
ing staff expenses and a $500,000 
advertising campaign in the U.S., 
the company could still send back 
to Britain $7,000,000. 

The Canadian market brought 
in only $2,500,000 because of the 
market shutdown for over three 
months when a dollar scarcity 
reigned. 

The firm says that demand for 
Austins is still growing, only a 
shortage of raw materials (mainly 
steel) in Britain preventing greater 
sales. Officials think there is little 
likelihood of American auto pro- 
ducers going into the light-car mar- 
ket because of the time needed to 
tool up plants. 

Austin has installed a new paint 
finishing plant at a cost of $500,000 
at its Longbridge works. Synthetic 
paint is used and polishing elimi- 


British Stress 
Service; Revive 
Prewar Methods 


LONDON. (UTPS)-—-British auto- 
mobile builders and service sta- 
tions are back on the job stressing 
service, thanks to a more competi- 
tive situation deriving from a gen- 
eral shortage of money. 

Ford has been among the first to 
revive prewar methods to meet this 
and has currently introduced ‘Make 
Sure’ maintenance service. 


It embraces lubrication and in- 
spection services, given to Ford 
owners on presentation of vouchers 
which have been purchased in ad- 
vance, A “Make Sure” voucher book 
is bought by the owner from his 
dealer, and the vouchers may be 
“cashed” at any service station 
operated by a Ford main dealer. 


Each voucher bears the stamped 
name of the issuing dealer, and the 
dealer carrying out the service re- 
turns the voucher, with a covering 
invoice, to the issuing dealer. Serv- 









ices given are fully detailed on the | 


vouchers. 


When the owner collects, a card | 


showing the results of the inspec- 
tion, and if work is required, the 
approximate time the job will take, 
is attached to the starter button, 
and tag is attached to the door 
jamb pointing out when the next 
“Make Sure” service is due. 

The dealer also sends a postal 
reminder in the form of a business 
reply card, notifying the owner 
that another visit is due. 

The Ford company stresses that 
the service is a simple, clean, con- 
venient and economical means of 
insuring that a vehicle is correctly 
and thoroughly lubricated at all 
times. The work, they emphasize, is 
carried out by Ford-trained mech- 
anics who will report defects as 
they appear, enabling them to be 
repaired before they develop into 
more costly jobs. 


Auto News From Britain 


Austin Reports Success in American Market; 
Ford July Shipments Set Record 





Also emphasized is the “mobile” 
nature of the service, and the fact 
that the owner is enabled to know 
beforehand what the cost of his 
lubrication and greasing will be. 





Spencer Motors Downtown 

Spencer Motors has formal] y 
Opened its new downtown head- 
quarters at 300 Avenue E., San An- 
tonio, Tex. Uptown headquarters 
for the company will continue to be 
maintained at 1623 Broadway. 


nated by sending the cars through 
a gas-heated 400-foot oven, which 
dries the paint in less than an hour. 
This plant is capable of finishing 
1,600 bodies a week, and is the first 
here to use the rotary cradle system. 

There are three forced convection 
ovens with spraying booths in the 
paint finishing plant, handling 20 
autos an hour. 

The bodies receive two priming 
and filler coats and, after stoving, 
are washed and dried before be- 
ing sprayed with an undercoating 
and passed through a second oven. 

Overhead conveyors move the 
bodies and cradles at a rate of seven 
feet a minute in the final coating 
operation, enabling the sprayer to 
turn the body himself. 

In this final spraying tunnel, 130 

feet long, air is filtered and washed 


and then heated to 80 degrees Fah- |: 


renheit so that as it passes through 
the tunnel it picks up surplus paint 
and passes through floor slots. No 
polishing is then needed. 

In the final drying oven, 400 feet 


long, there are four heating com-! 
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every job. Complete in kit bag. 
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BUILDINGS COMBINED—The two one-story buildings that formerly served as the sales 
room and service department for Roberts Chevrolet Co., 5887 Delmar Bivd., St. Louis, have 
been reconstructed as one structure. Hugh R. 
a frontage of 100 feet with a depth of 158 feet, and of the 
| have been set aside for the service departmnt 


Roberts, president, said the new building has 
floor space 14,000 square feet 
and 5,200 square feet for the parts department. 





partments in which the temperature 
is maintained at 260 degrees. Gas is 
used for heating. 

* * 


Exports 


In July, Ford shipped a record 
total of 9,845 units from its Dagen- 
ham plant. Of this number 2,958 
light vehicles went to North Amer- 
ica, bringing in $2,750,000. 

Nuffield’s are shipping M.G. 





your men will appreciate your thoughtfulness! 


chisel job. You have the right tool for 


Midgets, vans and eight and ten h.p. 


Tid, Ciliiies sive your ven 
snap-on fools 


.« « THESE FINER TOOLS WILL HELP 
THEM DO A BETTER JOB! 


Make this year’s Christmas Gift or Bonus to your men 
a set of Snap-ons! It’s a gift they want... a gift that 
will help them do a better job, faster! You'll find that 
every man in your shop knows and appreciates the 
excellent quality of these tools. Give Snap-ons .. . 


LARGE, ROOMY 
SNAP-ON TOOL CHEST 


26” wide, 12” deep and 14” 
high. All drawers fitted with 
“‘no-spill” slide runs. Plenty of 
room for long wrenches and 


hand tools. 


SNAP-ON MIDGET BASIC SET 
This basic set consists of a nut- 
runner and nine standard hexa- 
gon sockets plus three @ 
square sockets with 4”§ 


drive. In metal box. 


SNAP-ON “SUPREME” 
CHISEL AND PUNCH SET 
A complete 16-piece set 
that will do almost every 
punch and ge 


Morris cars to Gough Industries, 
Inc., Los Angeles, during August 
and September. 

- 


* * 


Leyland Exhibit 


Leyland Motors will show a new 
33-foot articulated van outfit, trucks 
and new double-decker buses for 
export on their stand at the Inter- 
national Commercial Motor Exhibi- 
tion. Most of its exhibits will be for 
the eyes of overseas buyers. 


TOOLS MAY 


dollar basis. 
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_|Vehicle Licenses 
_|Increase in Sask. 


REGINA, Sask.—An increase in 
private car, farm and commercial 
truck licenses in Saskatchewan this 
year to date is reported by the mo- 
tor license division of the provincial 
government. Licenses issued for 
motorcycles, bicycles, buses and 
liveries (taxis) are also up. 

License figures up to the week 
ending Aug. 28, with the compara- 
tive figures for 1947 in brackets: 
private cars, 103,494 (99,979); class 
A trucks, used to haul general mer- 
chandise over a specified route, 216 
(221); class D trucks, used for haul- 
ing milk in country areas, 163 (194) ; 
class E trucks, used for hauling fuel 
petroleum products, 689 (749); farm 
trucks, 40,011 (36,691); commercial 
trucks, 11,990 (11,286); buses, 111 
(102); livery, 441 (445); school vans, 
100 (54), and motorcycle and pedal 
bicycles, 1,077 (906). 

There were 220,561 operators’ per- 
mits issued, compared with 208,456 
in the same period a year ago. 


Qualls-Scott Opens 
Announcement has been made of 
the opening of Qualls-Scott Motor 
Co. (Buick), Poteau, Okla. 
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BE EXCHANGED 


Pa 


If the tools you give are duplicates of 
those your men already have, Snap-on 
will exchange them on a dollar-for- 


DWARF BOXOCKET SET 
They're strong! Short handles 

let you work in close places. 
Openings range from 4" to 
Y%,". Complete in kit bag. 



















SNAP-ON SHORT OPEN-END WRENCH SET 
Forged from special alloy steel to withstand tough 
usage. Precision machined heads. Two sizes on each 
wrench; complete range from 4” to %”. 
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to avoid doing jobs over. 
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ODODE DONO NOOO ANOVA 
\) 


or TO 150 FOOT-POUND TORQOMETER 


Eliminates guesswork on bolt tensioning and helps 
There is no mechanical 
distortion when your men use a Snap-on Torqometer. 


21-PIECE STANDARD SNAP-ON FERR 
This carefully selected assortment provides basic han- 
dle equipment and the 13 sockets needed for most 
nut-turning jobs in the %” sa. drive size range. 
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y SNAP-ON-TOOLS CORPORATION 
‘ 8082-3 28th Ave., Kenosha, Wisconsin 
Please send me these tools: 


wepeesenvouescorcacegeesseseeesscerssesacecoeeper 
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SNAP-ON TOOLS CORPORATION ¢-8082-J 28th Avenue, Kenosha, Wis. 











Dealer Business Counscl 
Used-Car Display Should Be Clean, Modernistic, 


Distinctive and Functional 


AUTOMOTIVE NEWS, OCTOBER 11, 1948 


(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B. Van Tassel 


NE OF THE most important 
factors in the successful mer- 
chandising of used cars is display. 
Used cars on display in this busi- 
ness, in the minds of the buying 


that you want to 
sell fast. In other 
words, they are 
the attractive 
buys. 

On the other 
hand, the hidden 
used cars or the 
ears that are on 
the third floor 
some place are 
the buys the pub- 
lic thinks you are holding back for 
some reason or the other, or are 
in storage and not for sale. You 
cannot afford to keep used cars in 
storage in the used-car business. 


I can remember a number of 





4. B. Van Tassel 
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*Source: 


Louisiana Population ......2,364,000 
CARS IN OPERATION ..... 





public, mean the 
particular buys! 


years back when a dealer I called 
}on had 5,000 used cars on hand 
land stored in tiers in numerous 
| barns and buildings in Flint. This 
| dealer was going to put Buicx cut 
|of business in Flint, and believe 
me, he was the one that was out 
of business in a hurry. 

| The basic essentials of good 
| used-car display are: It should be 


|clean, modernistic, distinctive and 


| functional. These four factors in-| 


| volve questicns as to decorations, 
signs display and lighting. Con- 
| sideration of these practices should 
|help any dealer and provide the 
| attractiveness in the used-car dis- 
| play. 
* * + 
O ONE will dispute the fact 
that the used-car display should 
both look clean and easy to keep 
clean. Obviously the need for clean- 
ing will vary with the locality of 
the display, for in designing such 
a display all services should be 














THIS 1S THE SIGN—The first of a new standard type for the used-car lots of DeSoto- 


Plymouth dealers is shown on the lot of Laev Motors in Milwaukee. Herb Laev is president 
of the dealership. DeSoto officials viewed the sign in Milwaukee recently. | 





such that it can be frequently 
washed without ill effects. 
Naturally a white or a light 
colored surface gives the best 
spic and span look. At the same 
time, such surfaces also accumu- 


deal less expensive than the flow- | 
|ery Spanish and imported styles 
that flourished some years ago. 
The fact that most recent models 
of used cars are streamlined makes 
a modern used-car display almost 
late dirt quicker than others. The | necessary as a suitable setting to 
first rule to follow is to pre- enhance the appearance of the 
scribe a good washing whenever merchandise that is offered. 
the display begins to look a little | Used-car displays therefore| 
dirty. , |should embody a feeling of prog- 
Actually, the labor cost involved | ressiveness that will contribute to 
to keep used-car displays clean is|the impression that the dealer is 
small as compared with the ad-| conducting a modern go-ahead 
vantages. | business. Model designs in displays 
Fundamentally, modern decora-| should emphasize simple lines and 
tions and architecture are a good| colors. They should dispense with 
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fussy decorative motifs and con- 
centrate on essentials. The reason 
is that modernistic displays reflect 
a clean-cut streamlined appear- 
ance which is most attractive to 
the eye. 

* * * 

T IS A rule of merchandising 

that to be 100 percent effective 
one’s display must stand out from 
competition in order to catch the 
attention of the passing prospect. 
This is true of the used-car display 
as it is of the counter card dis- 
play on a drugstore counter. 

To achieve distinction does not 
necessarily call for stunting or 
garish displays. A display can be 
dignified yet distinctive. It can 
be inviting without looking like 
a circus. 

The word “functional” has come 
into use recently to describe the 
common sense fact that a display 
must be suitable for serving its 
intended purpose. 

It must never be forgotten that 
the ultimate aim of used-car dis- 
play is to help sell used cars by 
providing a _ setting which will 
make them appear more attrac- 
tive to prospeetive purchasers. All 
other factors are subordinate to 
this one thing. 

When a display is functional it 
is efficient and when it is efficient 
it is effective only as it is achiev- 
ing the purposes for which it was 
built. 

Any questions on business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
AUTOMOTIVE News. 


Mays Heads Up 
Sales Promotion 


For Chevrolet 


DETROIT. — Appointment of L. 
N. Mays as sales promotion man- 
ager of the Chevrolet Motor divi- 
sion is announced 
by T. H. Keating, 
general sales 
manager. Mays 
has been head of 
Chevrolet’s busi- 
ness management 
department. 

In addition to 
promotional expe- 
rience, May’s ca- 
reer covers both 
retail auto sales 
and seven years 
in the field. He has been with 
Chevrolet since 1935, with the ex- 
ception of a four-year military 
leave. During the war he was as- 
sistant adjutant general of the 
Army Air Technical Service com- 
mand. 

After graduation from Ohio State 
and a period as a retail salesman 
and general manager of a dealer- 
ship, Mays joined Chevrolet as a 
district manager in Charleston, W. 
Va. Later he served as business 
management manager, organization 
manager and assistant zone man- 
ager in the same office. 

In 1938 he was named territory 
supervisor of the Flint region, and 
four years later assistant zone man- 
ager in Detroit. He was appointed 
national business manager on his 
return from military service. 

Mays succeeds J. K. Swisher, who 
has been transferred to Keating’s 
staff for special assignments. 





L. N. Mays 


Attended by 300 


MINNEAPOLIS.—Three hundred 
truck fleet supervisors, shop fore- 
men and fleet operators attended 
International Harvester Co.'s 
“Safety Stag” here Sept. 15. 

The meeting was sponsored in 
observance of “Truck Safety 
Week,” Sept. 13-19. The event 
brought together key people of the 
trucking industry in the Twin 
Cities to hear nationally known 
authorities on highway safety. 


Duncan Motors Highlights 


Nighttime Ford Service 

Duncan Motors (Ford), 1001 Main 
St., Niagara Falls, N. Y., has inau 
gurated night service for the con 
venience of Ford owners and garag: 
operators in the area. 

Said copy in an announcement a‘ 
“As a part of our better Ford ser 
ice to the people of Niagara Fal: 
and vicinity, we will keep our paris 


service department and _ towins 
service available during evenin 
hours. 
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on- 
= | .nswer Critics of Car Designs... 
ar- © . 
t Makers Deny Sacrificing of Safety 
ing + By Mac Gordon door sedans mean more escape | 6a. Glare-proof rear-view mirror 
ive Associate Editor hatches and more safety in case | for night driving. 
om \ ee engineers retorted| of accidents. The doctor contra- (Now offered as a car accessory 
the ‘X sharply and skeptically last| dicts himself, because windows | by some dealers.) 
ct. week to criticism of their pcstwar| placed face-high to prevent el- 6b. Latch to anchor the backs of 
lay new-car creation by so-called! bow protruding would reduce | front seats in two-door models, to| Ii™ 
lis- “safety experts.” | side visibility.) prevent their added impact against | gaas 
. Denying they have sacrificed | - — bumpers mounted on — passengers in sudden 
o safety for style, they challenged | “oleo shock absorbers,” similar to ? 
or the critics to prove the charge | the aircraft-types designed to re- ee i Sn 
be that the low-slung models of to- | duce jolts in landing. two-doors hurt the front-seat pas- IN THE EMPIRE STATE—View of the newly-completed showrooms and service station of 
in da are less safe than the | (Many mathematical questions Milton M. Wittmeyer, Inc. (Kaiser-Frazer), East Aurora, N. Y. The showroom structure has 
ce y ” | a y q sengers more, or serve to cushion | 4 prick front while the service section is of concrete block. A feature of the servi ti 
“cheeseboxes on a raft” of pre- involved in figuring out how the shock for back-seat riders |i: © specie! window dlcploy tor cote, cccesrien , ure of the service section 
aie — a ae would oa oo in | who are nae Seewerd. 2. maces a 
nme engineer gave a point-by-| extending Dumpers ahe of car coupes and coaches, the seat | force of 1 u . “ ” 
- point refutation to the two dozen| body. Anyway, it’s the speed, | passengers are sitting much near- a.” aianig oar naa ‘ee siimination nt" a Sneeanieg 
its safety suggestions contained in u| rather than the lack of adequate | er the front seat than in four- (The rims of today’s steering | handles, knobs, buttons and such 
paper, “A Medical Criticism of bumpers, that shakes up a car’s | doors.) wheels have more deflecting qual- | items from interior—and also from 
iat Modern Automotive Engineering,” | occupants in crashes.) 6c. Safety belts, such as used in| ities than ever before. Most driv- | exterior wherever possible. 
is- which was presented before the| 5a and 5b. Tire treads designed | @irplanes. ers are probably better off with (Button-type door controls have 
by recent convention in Detroit of the|to give maximum traction and to (Enforcement would be diffi- | something solid to hold on tothan | proved a failure, but variations 
rill = Michigan State Medical Scciety. provide the best anti-skid qualities.| cult, especially among youths | they would be with a moving | of what the doctor suggests are 
1c- The author of the paper, Dr. Blowout-proof tubes, “even at the whom safety belts would most steering column that might hurl in sight. One postwar model re- 
All Fletcher D. Woodward of the Uni- expense of riding comfort.” benefit. Safety belts also might them into the windshield.) cesses all interior window and 
to versity of Virginia, created a mild : produce broken spines and ribs 6e. Sponge-rubber crash padding| door controls into the door pan- 
stir in the industry when he called (Tire companies at work con- if fastened too tightly when |on dash and back of front seats| els.) 
it for such auto additions as gover-| Stantiy on these improvements, | crashes occur.) to cut down head injuries. 7. Red reflectors at corners of 
nt nors to limit speeds to 55 m.p.h.| with cost and natural rubber | 6d. A hydraulic steering column (May come as soon as auto | fenders and top of car. Blinking 
2V- and airplane-type safety belts for) supply the key factors.) 'that would move forward under a| interior decorators are convinced | (See DESIGN, Page 29, Col, 1) 
ras passengers. 3 Se - — oe 
* 
1- [> WOODWARD’'S presentation | 
d followed blasts made previous- | 
rf ly by Dean A. Fales of the Massa- | 
chusetts Institute of Technology, a ° e 
perennial critic of auto designs, | Clo Ye 1S Z YO VeS 
and Edward Payton, auto trade ° 
analyst. . 
The engineers and designers con- | 
tacted by Automotive News warned 
that, although present cars are aj =o ~—~—~——~7—7Tereree— ee eee ee ee a ee 
long way from being perfectly safe | 
and foolproof in accidents, continu- 
L. ing criticism of the designs may 
n- lead motorists to a wrong approach 
vi- toward their driving. 
“A car made of papier-mache 
can go thousands of miles if the 
owner is a cautious man at the | 
wheel,” one blueprint veteran 
pointed out. “But cars built like 
tanks won’t save drunks or nit- 
wits who take foolish chances.” 
» The engineer who answered Dr. 
; Woodward's recommendations ob- 
; served that most of them had been | 
advanced and some even tried pre- | 
viously. 
“While we recognize that Dr. 
th Woodward and other medicos are | 
Be well-intentioned,” he said, “what 
ry would he say to us if we attempt- | 
s- ed some plastic surgery or wrote 
he out a prescription for a_ strep! 
Sine throat?” 
* ~ * | 
te HE DOCTOR’S §recommenda- | 
an tions and the engineer's replies | 
r- follow: 
a 1. Governors on all cars, limiting | 
N, top speed to 55 m.p.h. 
Ss (Might increase accidents on | 
on two-lane highways where great- | 
n- er acceleration is needed in pass- | 
ing. Most safety administrators 
ry are against such governors.) 
id 2. Car frame and body of welded 
n- “unit construction” and use of 
od “crash struts” such as found in 
is aircraft. 
(Already two makes use such | 
10 construction, but it’s doubtful | 
"s whether they’re any safer in tip- | 
overs. “Crash struts” involve | 
ae ee [he petroleum and automotive industries the average compression pressure over 90% 
3) 3a. Windshields and windows | ° " ° : ’ : 
( made of plastic, with windshields | are like the two feet of a man walking up since 1925. End result— today’s automobile 
: : x ate n . . oe 
ee es yr Windshinds| hill. First one foot is out in front and then engines are giving about 88% more power 
od and rear windows less sloping and . : ic i i 
y more vertical for better winter | the other, in a continuous march of progress. per cubic inch than in 1925. 
»d visibility. ‘ 1 1 ' ‘ 
, iiss deashitiies siti. tle. The steady rise over the years in gasoline The petroleum industry has designated 
colors and distorts vision. Not | quality and the parallel rise in engine effici- October 14 as Oil Progress Day—and auto- 
in even plastics makers are push- | c ; 3 ; 
y ing hard for its use on cars. If | ency furnishes a good example of this two- motive men will be the first to recognize 
at ane ee ee = f d hi Reus h : f th f h ' 
1e hey’ll probably “leak in” rain a é ° ‘ 
o iho giten ie thew edset Gack thar | ae marc Pe a on ) y a the nay 8 the day, for they have taken 
n might crack a skull or two in a | 1e petroleum industr i $ i ‘ts 
callin ‘alee.’ Gaede tenamiene p t y as stea : y advantage 0 progress in petroleum products 
lenses would distort too much pushed up the antiknock quality of gasoline to give America the finest and cheapest 
- and would have to be replaced 4 2 . 
too often for practicability. . . - and the automotive industry has upped transportation in the world. 
(Snow and ice-clogged rear 
™ Windows are admittedly danger- | 
“ ous in winter driving, and many | 
: new models are employing more 
vertically inclined rear windows.) 
ae 3b, Single doors as standard with 
windows large enough to serve as 
; sage hatches and high enough 
; 0 prevent passengers from riding 
; with their Sail” peeboadeia De CHRYSLER BUILDING, NEW YORK 17, NEW YORK 
¢ Wcodward noted that many pro- 


truding elbows “get the works” in 
crashes. 
‘The additional doors in four- | 











By James D. Woolf 
T IS TRITE, has been said a 
thousand times—but it is true. 
Friendly word-of-mouth advertising 
can be your most priceless asset. 
I bought a new 


It’s car 18 months ago 
Still that has been 
Priceless wholly unsatisfac- 


tory. It has been 
in the shop nearly every month for 
repair of internal injuries, at a cost 
to me of over $400. The dealer’s 
attitude seems to be that I bought 
the car at my risk, and not at his 
or the manufacturer's. 

At least a dozen friends have 
asked me how I liked my car, and 
I have been compelled to admit to 
my displeasure. 

Perhaps this is a situation that 
car makers and dealers can’t 
avoid because of outrageous car- 
abuse by the motorist. But, out- 
side of the automobile field, 


product-abuse is rarely a consid- | 
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Salesense in Advertising 


Tested Ideas for Small Business 


paper I find ads by a building sup- 
ply dealer, a locker operator, an 
office supply store, a farm imple- 
ment dealer, a bakery shop, a poul- 
try supply dealer, an air-condition- 
ing firm, a laundry, and a sporting 
goods dealer. Some of the products 
advertised—a new roof, an air-con- 
ditioning unit, or a disc harrow, for 
example—go into the buyer’s pocket- 
book for several hundred dollars. 
Yet these advertisers make no men- 
| tion of a guarantee. . 


* * * 











eration. 
In today’s issue of my local news- 








| 
HER YOU see four women play- 


ing bridge. But the game is 


mostly a talkfest. These women 
can make or break you. The first 


Marshall Field sensed this when he | 


pioneered his policy that “The Cus- 
tomer Is Always Right.” 

Here is a suggestion: For one 
year, as a test, make Guaranteed 
Customer Satisfaction the central 
theme of your advertising. 

In every newspaper ad, every 
radio commercial, every mailing 
piece, every over-the-counter con- 
versation, assure the buyer that his 
money will be refunded if he is not 
happy about his purchase. You'll 
find it magic. 

* 


* * 


§ gee OF THE most potent state- 
ments ever to appear in adver- 
tising copy is this: “Your money 
refunded without argument, if you 

are not fully sat- 


Sure-Fire isfied.” But it ap- 
Sales pears rarely. 
Booster If you enjoy 


puzzling over 








mysteries, try to figure out why so | 








PLENTY OF ROOM—Murray Oldsmobile Co., Lakewood, O., has opened its new $250,000 
streamlined showplace. According to company president Hugh H. Murray, the new structure 
has a floor space of 41,000 square feet and 34,000 square feet for used car sales. Inside the 
unit are the latest in facilities, including front-end visualiner, complete radio laboratory, 


Balcrank overhead lubrication system and a service control tower. 


few advertisers back up their claims 
with a guarantee. I cannot under- 
stand it. I have before me the July 
10, 1948, issue of The Saturday Eve- 
ning Post. Only one of the 113 ad- 
vertisers in this issue makes any 
reference to a guarantee. 


But this one intelligent adver- 
tiser, Bell & Howell, goes all the 
way: “All Filmo Cameras Guar- 
anteed for Life.” 


* * . 


7 THE right you see a picture 
of a shopper talking with a mer- 
chant. Wavering, hesitant, doubt- 
ful, she tells him that she “guesses 
she will think about it a little.” The 
cost of living being what it is, she 
simply cannot afford to take 








SEVEN GO ELSEWHERE 


THREE COME TO YOU 


It’s a fact—national averages show that not over 30% of car 


owners continue to buy parts and service from the dealers who 


sold them their cars. 


Therefore, you may be losing the profitable replacement and * 


repair business of 70% of your own customers. 


Universal C. I. T. can 


help you hold this business, 


Every time a customer of yours cashes in on the 





protective features of the Package Plan he feels grateful to you 


as the dealer who sold him that plan. The CARepair Finance Plan also 


builds shop volume. Finally, when there is a collision or other insurance claim, 


as a matter of policy repairs will be referred 


back to the dealer wh 


o sold the car. 


This is the way to go after that lost 70%, one of the many profit opportunities 


developed in a two-year continuing study by Universal C. I. T. of dealer 


problems. The complete study is now available in presentation form. Be sure to see it. | 


UNIVERSAL C.1.T. 


UNIVERSAL C. 1. fT. 
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OVER 300 LOCAL OFFICES IN PRINCIPAL CITIES 


chances with her money. The prod- 
uct is one she has never tried be- 
fore, and she is in a store where she 
has never dealt before. 

What to say to this woman is 
this merchant’s problem. He must 
dispel her fears, win her confi- 
dence, and do it quickly. Like so 
many copywriters, he will be 
tempted to exaggerate, to spoon 
out the superlatives, in what he 





hopes is a high-pressure sales 
talk. 

But with this better way he can 
hardly miss: “Madam, I’ll be happy 
to have you try this product at my 
risk. Take it home, and use it for 


|a week. If you are not completely 
| satisfied, just let me know and your 
| money will be refunded at once.” 

. 


* * 


a= MONEY-BACK guarantee, 
which is offered by nearly all 
mail order advertisers, is the magic 
in their copy that does more than 

any other one 


Mail thing to win the 
Order reader’s’ confi- 
Magic dence. 


Not long ago I 
sent out a test sales letter, on a $5 
item, that purposely included no 
guarantee. I was curious to see 
what would happen. This mailing 
did just a little better than break 
even. Later on, I sent out the same 
letter to a comparable list of names 
—the same letter, that is, with one 
exception: 

This time I added a strongly 
worded guarantee. This second 
letter was 40 percent more result- 
ful than the first and yielded a 
handsome profit. 

This experience is not unique, 
and the lesson it teaches is gener- 
ally known. Why, then, do nearly 
all general and retail advertisers 
fail to make use of this sure-fire 
sales booster? 

Only rarely does a general adver- 
tiser employ the guarantee. His 
product may actually be guaran- 
teed, but, if it is, he displays ex- 
traordinary timidity about mention- 
ing it in his copy. 

Years ago, the Holeproof Hosiery 
Co. pioneered with a spectacular 
guarantee—the six pairs you buy 
must wear six months, or you will 
get six pairs free. 

That offer made history, did 
more to up sales skyhigh than 
any advertising idea tried before 
or since in the hosiery industry. 
But advertisers generally did not 
follow suit, and nobody knows 
why. The one possible weakness 
in the Holeproof guarantee was 
that it required the purchase of 
six pairs, 

Now there is a new offer on a 
single pair guaranteeing 60 days of 
“pure satisfaction,” or a second pair 
free. For this campaign I predict 
another outstanding success. 

* + + 

T MAY BE that some advertisers 

fear that a no-strings-attached 
guarantee will be abused by th: 
public. There is little evidence th: 

customer will 


Public cheat. 
Plays Hormel created 
Fair a stir a number 


of years ago with 
a double-your-money-back offer on 
a new soup that was being intro- 
duced. 

A number of other advertise ’s 
followed suit, at least one of them 
offering to return triple the pur- 
chase price to the dissatisfied con- 
sumer. I participated in developing 
and advertising several such offers, 
and I can testify to the honesty of 
the public. 
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Letterbox 


(Continued from Page 4) 


and again let me say, never during 
that time has anyone from the fac- 
tory ever tried to coerce or put the 
heat on me. 

Sure, they tried to sell me their 
different programs, and they did 
sell me, because I find that most of 
them are good. By that I mean 
direct mail, advertising, special 
tools and the various media that 
every alert, up-to-date factory likes 
to have their dealers use. 

And let me further say that when 
I was a wholesale man, there were 
dealers that I called on that didn’t 
know the meaning of the word of 
common courtesy or decency, that 
milked the franchises for all they 
were worth, rendered lousy service 
to their customers and did a very, 
very poor job of properly represent- 
ing the franchises that the various 
factories had given them. 

After all, I think that some of 
these dealers that do a lot of hol- 
lering have forgotten that a fran- 
chise is the key to a fortune, and 
by that I mean they can spend all 
the money and do all the things 
that the factory asks them to do 
and still will have a return that 
no other business that I know of 
can equal. I think that the deal- 
ers as a whole should realize that 
they have definite responsibilities 
to their franchises, and I don’t 
think that the dealers as a group 
should ever organize themselves 
to try to put the heat on a factory 
for so-called mistreatment of any 
dealer. 

Of course, I am thoroughly sold 
on the NADA and its benefits to the 
dealers, and I realize too that per- 
haps some factories might reduce 
discounts, etc., 
perhaps the threat of organized op- 
position on the part of the dealers 
through NADA, but by and large I 
can say that I don’t think any one 
group of people doing business 
could be treated fairer than the 
dealers doing business with General 
Motors, and I know that this same 
treatment is accorded to dealers 
handling lines other than those sold 
by General Motors. 


One thing more, who would be 
silly enough to think that a factory 
with an investment of millions and 
millions of dollars, staffed and op- 
erated by topflight executives in 
American business, would permit a 


district manager or sales represen- | 


tative drawing a salary of maybe 
$400 a month to coerce a dealer? If 


those gentlemen heading big busi- | 
ness had coercion in mind, I imag- | 


ine they could do a top job of han- 
dling the situation themselves in- 
stead of letting a clerk do it. 


Some of the dealers are super- 


if there were noti 


sensitive and their feelings are eas- | 


ily hurt. I know because I called on 
a lot of them and waited a half a 
day to talk to them and then was 


pushed off with a bunch of smart | 
remarks; then have seen that same | 


dealer turn around and buy a race 
horse or a yacht or some other 
gadget that wouldn’t have done him 
as much good as a particular pro- 
gram that a factory was trying to 
sell him. 

I am sure that the feelings that 

I have expressed here are the 
feelings of 99.44 percent of the 
automotive dealers. I think all of 
them are sick and tired of the 
factory having to be put on the 
defensive by a few cry babies and 
unscrupulous operators. I can 
well remember the time that had 
I had a chance there are several 
dealers that I contacted that 
would be without a franchise be- 
cause they certainly didn’t de- 
serve one. 

So why don’t we dealers, who rep- 
resent the majority, rise up and 
lend our support to our factories 
instead of letting a few peanuts 
make it tough on them ?—Cart Stie- 
FEL, owner, Sunset Motor Co., The 
Dalles, Ore. 


Thanks 


Congratulations on the A-1 job 
done on the Almanac Edition.— 
Ricuarp T, JoHNson, Geneva, Switz- 
erland. 


Names Offered 


I would like to make a few sug: | 
gestions through your Letterbox | 
corner to see what the readers of | 
your newsie paper think of them. | 

suggest that General Motors | 
Corp. produce a new, extremely | 





styled car and name it Durant in 
honor of William C. Durant, the 
founder of General Motors. There 
probably wouldn’t have been any 
General Motors if it hadn’t been 
for Durant. 


I suggest’ that the Oldsmobile 
division build the Durant and that 
the Buick division build a new car 
named the Flint to honor Flint, 
the city where GM had its begin- 
ning. I also suggest that Cadillac 
produce a new car named the Le- 
land in honor of the Leland Bros., 
who were responsible for Cadillac. 
I also suggest that the Pontiac pro- 
duce a new car named the Brush 
in honor of A. P. Brush that de- 
signed and founded the Oakland. 


I also suggest that Chevrolet 
produce a new car named the Ket- 
tering in honor of one of the great- 
est engineers of our time. Stude- 
baker made the Rockne in honor 
of Knute Rockne. Marmon made 
the Roosevelt in honor of Teddy 
Roosevelt. I don’t see why GM 
couldn’t honor their great men by 









CROSLEY DEALER OPENS—Flowers and congratulations were the order of the day at the 
rand opening of Reynolds Motors Sales (Crosley), 712-714 Booneville Ave., Springfield, Mo. 


"Newer look" Crosleys were set in modern display on showroom floor. 
olds and Earle R. Hale, service manager, are veteran automobile men in the Springfield area. 


Owner William Reyn- 





naming a car after them. They 
brought out the LaSalle, Pontiac. 
Marquette and Veking. They all 
were a flop but Pontiac. They were 
names that didn’t appeal to the 
public. Take names like Durant, 
Flint, Leland and Knudsen would 
appeal to the public.—H. L. Parker, 
Oakland, IIl. 


K-F Men Feted 


About 50 representatives of 17 
Kaiser-Frazer dealers in eight coun- 
ties in southern New York and 
northern Pennsylvania were guests 
at a luncheon meeting in Elmira, 
N. Y., sponsored by Pioneer Motors, 
distributors. 


Bear Mfg. Adds 


Tools, Chest 


As Service Aids 


ROCK ISLAND, Ill.—Bear Mfg. 
Co. has announced the addition of 
three service aids to its line of 
testing and correction equipment, 
two tools and a_ specifications 
chart. 


One tool is a gauge to check the 
spindle of any car or truck with- 
out removal of the spindle from 
the vehicle. The gauge revolves 
around the spindle and checks in 
thousands of an inch, the company 
says. 

Also offered is a self-lock shim 
to correct front axle caster and 
bring about greater steering ease, 
especially in trucks, according to 
Bear officials. 


The specification chart is a list- 
ing of official front-end specifica- 
tions set by factories. Included in 
the chart are makes and models 
built since 1920. 


AUTOMOTIVE NEWS WANT ADS nave 
been proven the quickest, least expensive 
method of reaching the men who want 
what vou have or have what you want! 





See the back pages of this issue. 





GIVE YOUR SALES A 


Performance-proved 


BETTER MARL 





by over 70,000,000 


installations and billions of reliable starts! 


Your sales have a head-start if your cars 
have a good start—and the years have 
proved that Bendix* Drive is the outstanding 
choice for quick, reliable starting. Its versa- 
tility has led to its use for all types of auto- 
motive starting—push button, clutch pedal, 
floor button, accelerator, and automatic. 


NO MATTER WHAT 
1T BETTER—DO 


DO 


iT FOR 


Furthermore, whichever type is selected, 
Bendix Drive can accomplish it at a lower 
cost. As a result, you can obtain the best- 
proved product of its kind, at the same time 


effecting important savings. 
—and save at the same 


Get the finest 
time— specify 


Bendix Drive! Your inquiries are invited. 


LESS 


*REG. U. S. PAT. OFFICE 


TYPE OF STARTING YOU SELECT—YOU CAN 
WITH BENDIX DRIVE! 





ECLIPSE MACHINE DIVISION of 


Detroit Office: 8-212 General Motors Bldg. 


ELMIRA, N. Y. 





AVIATION CORPORATION 
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Diets and Dollars 


Employe Feeding Proves Costly to Industry 
As Cafeterias Operate in the Red 


pene jee appetites and well-fed 
employes appear to be more im- 
portant to some automotive com- 
panies and suppliers than a bal- 
anced ledger, a checkup of factory 
cafeteria operations in the Detroit 
and Cleveland areas has indicated. 

Most employers consider the 
trouble and expense of maintaining 
expensive cafeteria installations 
well worth the cost when such 
installations pay off in satisfied 
workers, better employe-employer 
relations and fewer lost days due 
to fatigue and illness. 

Many—if not most—large scale 
industrial feeding programs are a 
losing proposition dollar-wise. 
However, they represent a gold 
mine in satisfied employes, com- 
pany officials declared. Without 
good dietary selections, conven- 
iently located for fast and inex- 
pensive service, workers’ morale 
and efficiency drop alarmingly, 
they said. 

In a survey condtcted recently 
in Cleveland industrial plants, it 
was found that only one in 20 


| firms realizes a profit from in-plant 
feeding programs. And at that, the 
profit is only 2 percent. Another 
firm found itself “breaking even.” 
However, the remaining 18 firms 
were sustaining losses running as 
high as 30 percent in some in- 


stances. 
$5.1 uh 


A CORDING to the survey, 12 of 
the 20 Cleveland companies ran 
their own cafeterias with company- 
employed help. Six firms provided 
|space and utilities to outsiders. 
Only two operations which used 
| outside catering services were able 
|to operate in the black, it was 


| shown. 
j 


| General Motors reported it was 
operating “over 80” cafeteria feed- 
|ing establishments. A quarter of 
the total number is run by GM 
but the remaining three-fourths are 
operated on a lease basis by out- 
| side concession firms. 

In the latter case, GM personnel 
keep a sharp eye on the operations 
of such outside feeding arrange- 





When The Sun 
Goes DOWN 


Their Sales 
Go UP! 


ee A Bed 
Dek ee 





ments, watching that the food is 
good and the prices reasonable. 

Under the GM cafeteria setup, 
the corporation provides the space, 
the necessary furniture and heavy 
kitchen equipment. The conces- 
sions have only to prepare and 
serve the foods and, in some cases, 
provide plates, cups and silverware. 

Although some GM concessions 
do profit slightly, a spokesman 
for the corporation pointed out 
that most such operations are 
run in the red, Figures are not 
available for publication, the 
spokesman said, but the losses 

“are surprisingly high.” 

Ford Motor Co. hourly-paid em- 
ployes are fed by outside conces- 
sions which run food trains into 
various sections of the plants dur- 
ing each eight-hour shift. The 
smaller Ford plants 
across the country, where employes 
number only a few hundred, have 
cafeteria setups. Dining rooms and 
cafeterias for office and adminis- 
trative help are operated by Ford 
at a loss, it was said. 

* * * 

ORD allows outside concessions 

to provide the feeding and keeps 

a constant check upon prices and 
quality. In addition, the workers 
themselves and their union officers 
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scattered | 


industry and three years as Commissioner of 


years with Warren- 


TO COST $500,000—A building for Warren-Cadillac, Inc., 
a city block and include 100,000 square feet of space in Minneapolis. 
dent. Warren was named Cadillac distributor in 1942 following 25 years in the automotive 


iven (Buick) and six years with Warren-Pontiac, 
| dent of both Minnesota Automobile Dealers Assn. and St. Paul Automobile Dealers Assn. 





is under construction to occupy 


H. E. Warren is presi- 


Public Safety for St. Paul, Minn. He was 14 


Inc. He is a past presi- 





act to keep standards high and 
prices fair. 

Other automobile plants and sup- 
plier plants which were checked 
indicated that although feeding of 
employes is a problem to the cost 
and accounting departments, the 
goodwill engendered by clean and 
efficient feeding systems more than 





EVERY YEAR SALES AMOUNTING TO MILLIONS AND MILLIONS OF DOLLARS ORIGINATE IN THE 
HOMES OF CHICAGO'S MOST IMPORTANT MILLION—THE READER FRIENDS OF THE 


CHICAGO DAILY NEWS 


* 


* 


Tu buying power and responsiveness of the Daily News reader group have become 


accepted facts among advertisers experienced in selling the Chicago market. 


Rightly—being unwilling to reject the teaching of experience—these advertisers 
rate the Daily News reader group as Chicago’s most IMPORTANT million consumers 


of goods and services. 


Rightly, too, they value the advantage of reaching such a great, concentrated 


source of spendable dollars through the medium of a single ‘newspaper. 


Rightly, they realize the sales productivity of the Daily News as a HOME news- 
paper—read leisurely in the HOME—read more enjoyably in the HOME—read more 
thoroughly in the HOME. 


Rightly, they know the Daily News audience becomes alertly buying minded at 


night, as they shop the advertising columns of their favorite home newspaper. 


Yes, sir, here’s the way it is for Chicago Daily News advertisers: 


WHEN THE SUN GOES DOWN 


seis gaits © 


g Wr 


CHICAGO DAILY NEWS 


For 72 Years Chicago’s HOME Newspaper 
JOHN S. KNIGHT, Publisher 
DAILY NEWS PLAZA: 400 West Madison Sireet, CHICAGO 
DETROIT OFFICE: Free Press Building 


NEW YORK OFFICE: 9 Rockefeller Plaza 


LOS ANGELES OFFICE: Story, Brooks & Finley, Inc. 
624 Guaranty Building 


MIAMI OFFICE: Herald Building, Miami, Florida 


offsets whatever small losses might 
be incurred. 

Food prices have been kept 
level and within the means of 
the employes, it was pointed out. 
Complaints about prices in com- 
pany cafeterias are seldom seri- 
ous or frequent, it was declared. 
More often the complaint is 
about the sameness of the food. 


costs have added to operating ex- 
penses but many companies have 
passed these increases along to the 
patrons without undue complaints 
by them. 

Generally, industry is _ rapidly 
coming around to classifying cafe- 
teria operations under the heading 
of light, heat and power; they cost 
money but are a necessary operat- 


ing expense. 
—Jim Wuire 





oledoans See 
$500,000 in Ford 
Truck Equipment 


TOLEDO.—More than $500,000 in 
Ford trucks and special equipment 
was exhibited to Toledoans, dealers 
and truck operators at the Sports 
arena Oct. 6-7. 

Said to be the largest show of 
its kind ever staged in Northwest 
Ohio, the event was sponsored by 
the Toledo Metropolitan Ford deal- 
ers, more than 100 Ford dealers in 
Northwestern Ohio, Indiana and 
Southern Michigan and approxi- 
mately 30 special equipment manu- 
facturers. 

In addition to a complete line of 
trucks, equipment included special 
purpose trailers, school buses, farm 
bodies, van and milk bodies and 
other specialized equipment. 


Ford provided a special exhibit 
including a three-ton cutaway chas- 
sis and cutaway models of V-8 and 
six-cylinder truck engines. 

Speaking honors at a special pre- 
view luncheon at the Sports arena 
were shared by Mayor Michael V. 
DiSalle and A. F. Bauerbach, Dear- 
_— district manager, Ford Motor 

‘0. 

Other guests included Ray E. Al- 
| len, chief of Toledo police; George 
| N. Schoonmaker, city manager; F. 
F. Bartelle, commissioner of motor 
vehicles, and Edward A. DeAngelo, 
safety director. 





American Plans 


| New Firm Name 


NEW YORK. — Mark M. Hart, 
| president of American Automobile 
|Risks, Inc., 16 Liberty St., New 
York City, last week announced 
that the corporate title of the com- 
| pany has been amended to Ameri- 
j}can Plan Corp. This New York 
|corporation serves as U. S. auto- 
|mobile physical damage managers 
|for American Fidelity Fire Insur- 
| ance Co. of New York. 

Coincident with this change, Hart 
|said, there has been formed 
Pennsylvania corporation which is 
also titled American Plan Corp 
This organization will act for Rhode 
Island Insurance Co. and Wm. 
Penn Fire Insurance Co. 


Head Charity Drive 


Leonard C. Illingworth has bee” 
appointed chairman of the autoric- 
tive division of the 1948 campaig. 
of the Community Chest of Syr*- 
cuse, N. Y. Edgar J. Arnstine 
co-chairman. 





Higher food prices and labor’ 
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Highways and Safety . . . 


Insurance Firms Cite 
Illinois Training Total 


plaque will be distributed to each 
Illinois high school which con- 
ducted a driver education course 
in 1947, 

Dorsett pointed out that Illinois 
is one of nine states being honored 
for progress in driver education 
during the past school year. There 
are 670 Illinois public, parochial 
and private high schools outside 
Cook county with driver education 
courses, compared with 545 the year 


OV. DWIGHT H. GREEN of 

Illinois last week accepted a 
bronze plaque honoring his state 
for recent prog- 
ress in the ad- 
vancement of 
driver education 
in Illinois second- 
ary schools. 

Presented by 
the Association 
of Casualty and 
















% > 
Toys RN oO 


students in driver education classes, 
compared to only 9,957 the previous 
term. 

Thomas N. Boate, public safety 
director of the association’s acci- 
dent prevention department, out- 
lined the Driver Education Award 
program for the luncheon guests. 


“The whole purpose of the pro- 
gram,” he said, “is to give recog- 
nition to those state governmental 
agencies responsible for public 
education and highway safety, 
and to mark the work and prog- 
ress of non-official groups which 
have consistently supported this 
beneficial form of public educa- 
tion. 

“By honoring those who are pro- 
moting driver education, we hope 
to accelerate the establishment of 
the courses in all secondary schools 











Young Inmates Learn Driving 


In an unusual experiment in the education of juvenile offenders, 
the federal government has launched a driver’s training program in 
an institution where fully 80 percent of the inmates are being pun- 
ished for car thefts. The institution is the National Training School 
for Boys at Washington. American Automobile Assn.’s standard 
course has been installed with the cooperation of Chevrolet. 


Federal authorities see two benefits from the unusual step. They 
believe the accomplishment of properly driving an automobile will 
add to the confidence and self-respect of a boy when he tries to 
regain a place in society. Secondly, they point out that any young- 
ster, regardless of background, is less of a highway menace with 
driving skill and a knowledge of safety requirements. 

Despite the records of the majority with automobiles, officials 
have thus far found few capable drivers among students. Even 
simple shifting and braking procedures are poorly executed. The 
course is concentrated in six weeks before the boy’s release in con- 
trast to usual public school practice of extending instruction over 
a school year. 
























































































resi- Surety Companies as part of its | before, he said. throughout the nation. The safety | nation’s streets and highways safe.” | Massachusetts, New Jersey, Vir- 
oe annual Driver Education Award - 6 @ consciousness and improved acci- Boate pointed out that during oon ao Pome = Su- 
i. program, the plaque represents | « i hieve- | dent records of students who have| the first year of the award, re- erior ard, or maintaining 
a. the “Meritorious Award,” given ies a ane tae soar on had the training has already been! ports were received covering 19,- driver education courses in at least 
= for maintaining an adequate |the unprecedented increase in the | Proven. 006 high schools in 38 states. In — of their oe aaa and en- 
ght driver training course in more | number of high school students 2. those states, 3,918 driver training bl ae Sune t All — of the eligi- 
¥ than a fourth of the state’s high | enrolled in the courses,” Dorsett “HENCE. next year or in the next | courses were conducted during a tan nd ‘eee 7 
pt schools. declared. “More than six times as few years, when Illinois and| the past school year, compared Special Award will go to ‘Auten 
of Green received the award at a|many boys and girls just reaching |all other states are giving safe| With only era year before. and Deleware 
at. luncheon attended by state educa-| driving age were receiving safety | driving instruction to every eligible aoe n the — jumped ee pe 
n- tion and safety officials, insurance |instruction than during the year| student in every high school, we from 83,821 to 238,030. heibiee tenadiiea in. cien ab @: Renties 
ri- executives and officers of the Asso- before. The enrollment, according | will have attained one of the great- Other states receiving the Meri-| gna part, AUTOMOTIVE NEWS WANT 
d. ciation of Casualty and Surety to the state’s records, was 60,827| est goals necessary for making the|torious Award with [Illinois are | ADS will do the trick! 
is | Companies. The plaque was offi- : ; 
d. cially presented by J. Dewey Dor- 
bor s| sett, general manager of the asso- 
ex- ciation. He was introduced by J. 
ave S. Richardson, chairman of the 
the i Illinois Accident Prevention Com- 
nts | mittee. 
Certificate reproductions of the 
dly 
fe- > 
ng Ziesmer Selected 
a 
*- By Wright for 
E | 
_ Safety Group 
Appointment of George F. Zies- 
mer as one of the three representa- 
tives of National Automobile Deal- 
yy ers Assn. to the 
Inter - Industry 
Highway Safety 
Committee was 
in announced last 
nt week by James J. 
ors ’ Newman, inter- 
rts industry chair- 
man and vice- 
of | president of B. F. 
ost Goodrich. 
by Ziesmer, whose 
al- selection was 
in Geo. F. Ziesmer made by Ben T. 
nd Wright, NADA president, is chair- 
xi- man of the NADA Dealer-Cus- 
u- tomer Relations committee to 
which has been delegated the su- 
of pervision of the association’s safety 
ial programs and activities. 
‘m A Ford dealer in Mankato, Minn., 
nd Ziesmer also serves as first vice- 
president of NADA. Other NADA 
pit representatives on the inter-indus- 
s- try committee include Wright and 
nd M. O. Anderson, immediate past 
president. 
+ + o 
. . AN ACCURATE COLOR MATCH 
na Good Drivers 
ir Dugan Reveals Safety * 
” Plan Details TO CAR-MAKERS’ STANDARDS 
8, NEW YORK.—‘“Defensive driv- 
ge ing” is credited by Dugan Bros., 
F. Inc., eastern banking organization, 
or for the safety record compiled by WITH 
lo, the company’s Queens Transporta- 
tion group of driving 332,018 miles O86. 4. 8. 9an.ore 
7) in 22 months without a prevent- 7 , 
able accident. FACTORY-MATCHED COLORS Away with “blushing”! 
eee is eaten For maximum gloss, flow, and blush-resistance, just 
expecting the unexpected an e 0 a 
Dugan company calls it the corner- add new Du Pont Super Retarder to the thinned ‘‘Duco 
stone of its safety campaign. colors! Excellent for mist coating and to eliminate 
ie : The Dugan company says that over-spray. I-qt. and 1-gal. sizes. 
a it holds monthly safety meetings ; 
. in each of its branches. 
n- 
*j- 
rk Conn. Rentals Support There’s no such thing as “pot luck” when matching with DUCO 
“ Maintenance Costs lacquer! Can by can, case by case, DUCO colors are factory- 
. aes aie Pegeine peseived matched by Du Pont experts . . . and rigidly pre-tested. With aie 


by Connecticut from the three 

rt state-owned gasoline stations on 

: the Merritt Parkway paid nearly 

: all of the maintenance costs of 

the toll road for the year ended 

June 30, it was revealed in a re- 

port by Chairman James Melton 

of the Merritt Park commission. 

The state got $245,231 in rental 

a and gasoline fees from the three 

stations during the fiscal year, 

according to the report. The sta- 

nt tions are operated by a private 

D- company which pays rent for the 

en stations and a royalty on all 
Ae gasoline and oil sold. 


THINGS FOR BETTER LIVING 


» THROUGH CHEMISTRY 


over 700 colors available, it’s no trouble to get exact matches aead 


for almost any make, any car model. And besides the time, labor, 
and materials it. saves you, DUCO is a name your eustomers 
recognize . . . for quality refinish jobs! 

One of Du Pont’s 1500 stock points is convenient to your shop, 
ready to fill your color requirements’ quickly. Remember . 
DUCO lacquer’ satisfies the two most important people in your 
business: your customer and you! 


E.1.DU PONT DE NEMOURS & CO. (inc.) 
Wilmington 98, Del. — Refinish Sales 


DUCO 


ieee ee 


LACQUER 





Finishes Division, 











Service and Used Car Reconditioning 


{ Regular Monthly Section for Dealers, Jobbers and Maintenance Men who Service and Lubricate 


ed ees ML A 0) Villion Lsed Cars Annually 


B* THE time you read this I will 
be stopping at Mrs. Willard’s 
eating and lodging house in Wash- 
ington—starting off my annual 
“tear-yourself-apart circuit” that 
always opens with the tough Ameri- 
can Trucking Assns.’ convention— 
and I mean tough in more ways 
than one. 

Having been in the center of the 
“chain versus double reduction, 
versus internal gear versus worm 
drive” controversy in the early 
days, I know a lot of guys who 
were raised on raw meat and still 
think that I can shoulder a quarter 
of beef or a keg of beer. Well, 
every once in a while I find the 
“bounce” isn’t there any more—she 
has done left me and nowadays I 
just fall flat on my face, if you 
know what I mean. 

So if you happen to be there and 
I pass you up as if you had leprosy, 
think nothing of it—I’ll love you 
just the same—but I’m getting to 
have a little respect for me, too. 

. . * 

TALKING ABOUT bounce—Floyd 
Sease and Hank Lotz of Nash 
pulled a fast one on me a couple 
of weeks ago when I attended 
Hank’s dinner to his field service 
crew in Milwaukee. They had seat- 
ed me in a bad place—for them— 
at a table right in front of them. 
They sat in the wax works. 

Of course, being me—I kept up 
a flow of words with double mean- 
ing rushing back at them, when all 
of a sudden a waiter put a glass 
of what looked like milk—in one 
of those big 10 or 12-ounce glasses 
hotels serve milk in—down in front 
of me. I don’t like milk and I knew 
that Hank knew it, too, so I kinda 
smelled of it to see if I could tell 
what it was. 

It didn’t smell like milk; in fact 
it smelled kinda good, so I sipped 
it—I drank it—and wondered why 

(Continued on Page 37, Col. 1) 


Eprror’s Nore: This is the third 
in a series of stories on how 
dealers are approaching and de- 
feating one of the most serious 
problems in retail service selling, 
that of gaining customer confi- 
dence and goodwill. 

HE REAL success of any pro- 

gram that has to do with cus- 
tomer goodwill and acceptance in 
the automotive industry can be 
measured by the extent to which 

the customers react on a com- 
pletely voluntary basis. 


One-third of the customers 
who put their cars through 
Hedges Pontiac (Indianapolis) 


diagnosis department are repeat- 
ers, customers who have been 
sold on the benefits they get 
from having an expert tell them 
what their car needs in the way 
of work and adjustments to bring 
it back to an efficient operating 
condition. They come back of 
their own free will to buy the 
service again. 

When Bruce Land took over the 
service manager's job at Hedges, 
he figured that this new deal 
would have to do something to 
create interest and confidence in 
the service facilities and ability 


Dealer Combines Tuneup With Diagnosis 


Parts Show 


ISSATISFACTION with the ASI 
and sectional shows was openly 
expressed at the Tool & Equipment 
Institute meeting held in Detroit’s 
Statler last week. These shows, ac- 
cording to several speakers, cost 
too much for the limited number of 
people in the trade who have an 
opportunity to visit the exhibits. 
While included in this dissatis- 
faction was the acknowledgment 
that the car dealer was, without 
question, the most important cus- 
tomer to the manufacturers of 
service shop equipment and tools, 
the association 







TWO-STALL DEPARTMENT—The diagnosis department of Hedges Pontiac, Inc., Indianapolis, 
has room for two cars at one time. One stall is equipped with a dynamometer so that 
checks on engine and chassis can be made under simulated operating conditions. Spark plug 





gaps are set by the diagnostician while making the diagnosis, but all other work goes to 
the service mechanics. 










was to hold their own shows that 
will include franchised dealers as 
welcome visitors. 

In fact, it was suggested during 


Nash Field Crew 
Trained a Month 
Before ’49 Bow 


WAUKEE.—A full month be- 

fore the introduction of the 
new 1949 cars, the Nash service 
es brought in all of the 
field personnel and put them 
through an intensive week-long 
schooling on the various features 
of the car at the completely 
equipped service school maintained 
here. 

The men—appro 140 of 
them—were divided into small 
classes and went through each 
major assembly of the car under 
the supervision of a factory- 
trained supervisor. 

Parts books, new stock bin lay- 
outs for parts, manuals, new serv- 
ice parts order sheets, operating 
manuals and flat-rate schedules 
had been prepared in advance and 
at the close of the school Friday 
afternoon each man was given his 
package to take back to his base 
of operations. 

+. 












POINTS TO DIAGNOSIS—Neon signs on the wall back of the department call attention to 
the diagnosis department of Hedges Pontiac, Inc., Indianapolis, as well as announcing that 
they use a dynamometer in the procedure. The department is located near the service 
entrance but far enough away so that it does not interfere with order writing. Diagnostician 
goes over report with Bruce Land, service manager. 






















* 


Ups this program, which is 
rarely if ever accomplished so 
early, the regional and district 
service managers will be able to 
start their own schools for dealer 
service personnel with all of the 
necessary “props” and working in- 
formation. 

At the dinner held at the close 
of the school, the factory heads 
of the body plant in Milwaukee 
as well as the factory managers 
from the Kenosha and Racine 






DEPARTMENTS GROUPED—AIi departments including the new diagnosis department are 





grouped in one section of the service floor at Dahi Chevrolet Co., Oakland, Calif. Headlight 
service, electrical service and diagnosis are grouped in that order, with two stalls being 
devoted to diagnosis. 









ruary and March without the 
diagnosis deal, Hedges did $34,- 
413 in customer labor. 


which were offered. Indianapolis 
had been a “one-deal” city as far 
as Pontiac was concerned all dur- 





ing the war, and Pontiac owners 
had become wedded to other serv- 
ice outlets. 

7 . 


S° LAND originated his diagno- 
sis setup. He inherited a dyna- 
mometer with the building and so 
he built his department around 
this machine. Fortunately, the ma- 
chine was in a stall that was part 
way down the service department, 
to the right of the door and not 
too far from the entrance. He had 
room enough to give the depart- 
ment an additional stall on each 
side of the dynamometer so that 
the operator would have enough 
room to work his cars efficiently. 


In the first three months of 
operation with the diagnosis de- 
partment as the great customer 
drawing card, Hedges increased 
customer labor sales over $8,000. 
For the months of January, Feb- 


In This Seetion 









During the second three months, 
with the diagnosis department in 
operation, the shop did $42,446 in 
labor sales, 
23.5 percent. Parts sales went up 
in comparison. 

Because the shop is run on a 
flat-rate basis, it is not possible 
to accurately determine the 
amount of unapplied time that was 
saved in the shop, but Land says 
he is convinced that idle mechanic 
time has been cut to a minimum. 
“Comebacks” have just about 
passed out of the picture. 

* * * 

A*tER a year’s operation of the 

diagnosis department, two out 
of every six customers—the depart- 
ment averages six diagnosis jobs 
per day—are repeat customers who 
o— back and ask for the diag- 
nosis. 


In the first year’s operation, $55,- 
400 of the work found necessary 
on customers cars by the diag- 
nosis department was not done 
immediately. Since then, however, 
$36,500 of this customer labor work 

(Continued on Page 41, Col. 1) 








an increase of over 






plants attended. Floyd Sease, as- 
sistant general sales manager, 
gave the main talk. 


It is the intention of Nash, ac- 
(Continued on Page 36, Col. 4) 


MAN DEALERS are making 
certain that their service shops 
will do a more thorough job of sell- 
ing “pre-winter” service than ever 
before. It has always been custom- 
ary in the automotive industry to 
advertise a winter changeover or 
preparation service to their cus- 
tomers. 

During the past few years, due 
mainly to the rush of other service 
work, this winterizing special has 
consisted only of a lubrication, 
check of transmission and differen- 
tial lubricants and the sale and in- 
stallation of anti-freeze. 

This year, because of the in- 
creased stress on safety factors— 


Combine Fall Services 


Need Seen This Year for Adding Safety Check 
To Annual Winterizing Program 


Cireuit Hit 


By Equipment Makers 


Propose Own Sectional Exhibits to Get Better Play; 
Plan Intensive Schooling of Jobber Men 
To Promote Dealer Training 


the meeting that the E&TI would 
endeavor to organize a “guinea pig” 
show next year where some of the 
equipment makers’ aims could be 
expressed. The association proposes 
to support four or five sectional 
shows where jobbers, independents 
and franchised dealers would be in- 
vited to come and see the new shop 
equipment and tools. 
7 * - 

HE AAAM manual, which was 

put out by the original group 
which now composes the greater 
part of the E&TI, has been dropped 
for the time being. It is claimed 
that it fulfilled its purpose and 
there is no need for it now. Intima- 
tions from several factory executive 
sources was, however, that a fairly 
large percentage of the car manu- 
facturer service managers had made 
up their mind not to send it out to 
their dealers this year, due mainly 
to the fact that it was putting a 
quasi-blanket approval on many 
makes of equipment where proper 
training and servicing facilities 
were not available in the field. 


This the vehicle manufacturers’ 
service heads are against since 
they do not want their dealers to 
buy any equipment where the 
manufacturer does not provide 
adequate service—and dealer em- 
ploye training if the equipment is 
of such a highly technical nature 
that service men must be trained 
in the proper method of handling 
the equipment. It was pointed out 
that many fine pieces of shop 
equipment are lacking in these 
two major qualifications and 
therefore cannot be given the ve- 
hicle manufacturers’ unqualified 
approval. 

Some fast footwork was in evi- 
dence in the handling of the NADA 
show question. Last year, this asso- 
ciation took an adverse vote on par- 
ticipation in NADA’s Chicago equip- 
ment exhibition. 

This year no attempt was made 
to put the question of participation 
in this show to a vote, but speakers 
said it was to be left to the individ- 
ual tool and equipment maker’s 
own decision as to whether they 
should participate in NADA’s San 
Francisco exhibition. 

* 


Coe SPEAKER raised the objec- 
tion to the NADA show in Chi- 
cago last year as affording “too lit- 
tle space at too great a cost with 
too many exhibits of small acces- 
sories and gadgets.” This speaker 
advised the E&TI members that, if 
they wished to exhibit in the NADA 
show it was all right with the asso- 


ciation, but not to expect too much 
(Continued on Page 30, Col. 1) 







reports on car checks nationally 
indicate that one out of every 
three cars is unsafe for winter 
driving—many dealers are adding 
@ more or less complete safety 
inspection to the other winter- 
izing services, 

This means that in addition to 
giving their customers protection 
against faulty steering, brakes, 
tires, windshield wipers, glass and 
lights, they are also making an ef- 
fort to get all of these things taken 
care of in one trip instead of merely 
going through the motions as they 
have in the past and letting cus- 
tomers get other needed services 

(Continued on Page 31, Col. 1) 
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The quality of work and the time 
it takes an automotive mechanic to 
do a job is regulated to considerable 
degree by the condition and fitness 
of his hand tools. 
is Gin taoahentc bese the proper 
tools and they are of good quality 
and in good working order, the 
dealer or service manager can us- 
ually depend’ upon the average me- 
chanic to turn out jobs properly 
and well within the fiat rate esti- 
mated time. If his tools are dull 
and the mechanic does not have 
the tools for the special ao. 
tions, he may be costing both 
dealer and himself money. 


The importance of a mechanic 


by W. 7 (Bill) Rice, service di- 
rector of Plymouth, in a recent 
story-editorial that in 


Since this publication is not avail- 
able outside of the Plymouth dealer 
family, Automotve News herewith 
reprints the story because the edi- 
tors feel that it should be brought 
to the attention of all retail auto- 
motive dealers. 

“It was not very | ago in 
Kansas, that I stopped in at a well- 
equipped small dealer and noticed 
that one of the mechanics had a 
very complete set of tools neatly 
displayed in a cabinet above his 
bench, This mechanic, who was 
called ‘Baldy,’ had the peculiar 
habit of always carefully combing 
into place the few isolated hairs 
that fringed his polished head. 

“The very neatness and order of 
his tools indicated that he was an 
efficient and skilled mechanic. His 
personal appearance and the order- 
liness of his work bench pointed 
toward a certain quality of crafts- 
manship, a pride in having the 
right tools for the ‘right’ job. 

“It was the conspicuous order 
and neatness of his work bench and 
tools that immediately caught my 
eye. I noticed that his tool set in- 
cluded wrenches of every variety 
and size—socket, midget, ratchet, 
box and open-end wrenches, Baldy 
had several types of pliers, ham- 
mers (rawhide, brass and plastic), 
files chisels, small and large screw 
drivers, feeler gauges, a carburetion 
service set, and a host of other 
sturdy tools, especially tailored for 
the everyday job. 

“Baldy was every inch a master 
When a new job come 
in, he would carefully arrange all 
the tools needed for the particular 
job on a cloth on his bench, Out 
of curiosity, I watched him work 
for a while and then said, ‘Say, 
Baldy, you’ve got quite a set of 
tools here, haven’t you?’ 

“‘That’s right,” he drawled 
through the left corner of his 
mouth, as he wiped his hands and 
tools. Then, as he stretched both 
of his hands out in front of me, 
he said, ‘See, no bruises, cuts and 
skinned knuckles. I’m no softy, but 
why do things the hard way?’ 

“By now Baldy was combing his 
lonely hairs, and for a second I 
thought he was going to clean his 
fingernails. 

“Tt’s this way,’ he continued, ‘I 
like things to run smoothly and 
easily. There’s a right tool for every 
job, and I make sure that I use the 
right tool. Maybe I do spend a few 


Mass. to Raise 
Vehicle Taxes 


BOSTON.—Massachusetts vehicle 
owners will be burdened with $5,- 
000,000 more taxes in 1949 than they 
will pay in 1948, it appeared last 
week. Tax Commissioner Henry F. 
Long announced that the state 
would increase its excise levy by 
$3.25 per thousand dollars of valua- 
tion over this year’s rate. 

The additional burden to motor 
vehicle owners would be even 
greater, it is reported, if it were 
not for the fact that insurance costs 
are expected to drop $700,000 in 1949. 
Lower insurance premium charges 
have been announced, but they are 
merely tentative pending a public 
hearing. 


Whether you need a man or a hard-to- 
d part, XUTOMOTIVE NEWS WANT 
ADS will do the trick! 


Importance of Tools 


Hold Key to Quality and Profits in Service, 
Says Plymouth Aide 
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extra dollars here and there buying 
new tools, but I save a lot more 
in time, and time means money to 
me. 

“‘And of course,’ he continued, 
‘there is the safety angle which 
comes with the use of good tools, 
so that there is no more than the 
regular amount of cussing, and no 
pulling of hair.’ He smiled as he 
said, ‘Guess I pulled out most of 
it in my younger days.’ 

“Before leaving, the service man- 
ager remarked that Baldy was the 
kind of reliable and efficient me- 
chanic that would give any service 
manager complete confidence. Baldy 
was a skilled craftsman who worked 
at his job the way most fellows 
would work at a hobby, enjoying 
every minute. 

“As I look back, I seem to see 
good old Baldy, cool and happy, 
pulling out the right tool for a 
‘right’ job, working at his job 
proudly and efficiently. It makes 
me feel good to think that Baldy 
and I are on the same team.” 









EXPANDS SERVICE FACILITIES—S M. Beaudry (Chrysler-Plymouth), Tucson, Ariz., has made 


extensive additions to his establishment. 


Twitchell Moves Ahead 


On Improvement Plan 


PHILADELPHIA.—A half-million 
dollar improvement program at the 
plant of E. W. Twitchell, Inc., 3rd 
and Somerset here, has moved an- 
other three steps nearer completion. 
The Twitchell company manufac- 
tures automobile seat cover mate- 
rial, paper rug backing and other 
paper products for industrial uses. 

New office space was occupied 
early in September. And at ap- 
proximately the same time the en- 
tire battery of new looms and other 
machines installed on the second 
floor of the plant was in full opera- 








RAMCO 


AY-POWSRING 


For 10,000 Miles and Up Call for RAMCO 10-Up Piston Rings... 
Products of Ramsey Corporation, 37 37 Forest Pork Bivd., 


Piston Rings.. 
piston skirts. 


-Oil-Tyte Piston Rings... 
-- Ramco 3-Up Parts Cleaner... 


ETE 


Spitolox Retaining Rings, Spiro-Seal Grease Seals and Dust Seals.. 
Factories: St. Lovis and Sullivan, Mo.; Fruitport, Mich.; Toronto 8, Ont., Canada. Copyright 1948 Ramsey Corporation R-2992 


tion. A third part of the program 
completed a few weeks ago was 
moving the shipping department 
from the basement to the first floor. 


Sun Motors Opens Lot 
With Wrenn in Charge 


The used-car lot of Sun Motors, 
Inc. (Studebaker), has opened at 
1749 Central Ave., St. Petersburg, 
Fla. 

A. E. Pellerin, head of Sun Mo- 
tors, announced that J. J. Wrenn, 
former service ‘manager for the 
organization, will be in charge. 
Wrenn has been with the firm for 
over seven years. 
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THE NEW PLUS. PROFIT WAY 
TO HANDLE “RING-JOBS" 


Y/ Shop owners say,Customers appreciate it when we point 

out that pistons need stabilization and engines need RE-POW- 
ERING, not rings alone. That builds a man's ‘REP’ as a RE-POWERING 
Expert—and it sure builds profits.’’ The 4-point Ramco RE-POWERING 
Method includes (1) Compression (2) Carburetion (3) Ignition 
(4) Cooling—a complete job at a good profit. It's easy to close 
RE-POWERING sales with the Ramco 10-Up 10,000-mile or One 
Year Guarantee. This ironclad guarantee is possible 
because Ramco 10-Up Rings “Do the Job Right"— 
right for the car or truck owner, right for you! 


nancel | 


PISTON RINGS 


A FULL-FLEDGED OIL RING.. 


The cast-iron part of the 10-Up oil ring is a full-fledged piston 
ring, not just a spacer. Self-flushing; it has slots cut clear 
through. It is STABILIZED—not held under stiff pressure— by 
the spring steel backing ring. It presents FOUR oil-bearing 
surfaces to the cylinder, all under no greater 
pressure than original equipment. 


Premium Pulls 
Free Lube Job Given 
With Oil Change 


HOMESTEAD, Pa.—Prewar pro- 
motions are keeping. the shop of 
Homestead Pontiac Co., 221 W. 8th 
Ave., very busy even during slack 
times. 

First, says owner C. E. Eicher, a 
“lube job” is given free with an oil 
change. 

“Takes only 10 minutes,” says 
Hicher, “and the goodwill created is 
worth more than spending the same 
money in advertising. The service 
is available to service customers 
who come in; a lot of them tell 
their friends, and when they come 
in they mention it.” 

Second, supplementing manufac- 
turer’s mailings, Eicher can mail 
out from 200 to 500 of his own cards 
in a day and a half if work slack- 
ens. These mailings range from 
two a month to one in two months. 


Towle Elected 
Gerald E. Towle, Rochester, N. 
H., automobile dealer, was elected 
secretary of the Alton Bay Camp- 
meeting Assn. for the coming year 
at the annual meeting at Alton 
Bay. 


Nationally Advertised in 
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the 10,000 Mile (or one year) Guaranteed Rings for Re-Bore and Re-Ring, Car or Truck 


St. Lovis 8, Missouri, makers of RAMCO Piston Skirt Stabilizers... 
-Famous RAMCOnizer Machine for reshaping collapsed 


Seal-Tite 
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‘ city block and is modernly a — 
equipped throughout. Of the 40,- me 
000 square feet of floor space, 
26,000 are devoted to service op- 
erations. 
Near location of many of the big 
P transportation operators makes the 
ee. new headquarters convenient for . 
them to leave equipment overnight CLE 
or for short periods during any kit of 
time of the day. Fully loaded trucks tic fen 
can be left and picked up with a introd 
minimum time lapse. a 
“There is a heavy concentration sanan 
of truck users in the south end, mend 
where our new building is located,” 
said W. E. Cox, retail store man- The 
ager. “Thus our expanded parts save 
. , and service facilities will be avail- -—_ 
pe IRIPLE POSTS FOR SEMI's—Two sets of triple-post lifts can take the | largest truck and ate - = with convenience sented 
railer combination for underneath inspection, work or lubrication in new e ranch. | emphasized.” a. . . 
nate = oe polet provide for quick engine replacement. Labor and time-saving equip- Main service entrance is 18 feet on tan, a ad tn deat aan aden tn tn aes Cae It te Ad a 1939 
oe Pe een wide, with drive-through for the | effort is being made to boost sales of parts and accessories to not only customers but shop 
equipment that comes to the drivers and mechanics for operators of other makes of trucks in this modern parts salesroom. cordi: 
Truck Service in Seattle || cetscen“ariveurough, 12 tect wa 
12 fee 
naa ‘es cae eo and | department, the 22 service stalls paige Benny nee car a no 
? solo units. All doors are 18 feet | with portable work benches, six | for ese ower an njection 
GMC's New Headquarters Is Located six inches high. twin hoists and one three-post ad- | Work, Aero lubrication equipment, i 
In Heart of “Haulers’ Row Ease of ingress and egress is the | justable hoist, the overhead mono- | distributor syncrograph, the safety {* turn 
; first service consideration. Other | rail with chain falls encircling the | Section with equipment for head- Large 
SEATTLE. — Service is featured | mometer providing road tests on @/ features are the Clayton heavy-|entire working area, the unit re-| light testing and adjusting, axle Lumin 
at the new retail headquarters of | definitely scientific basis. duty dynamometer, the heavy-duty | pair department and the electrical straightening and aligning, and trucks 
GMC Truck and Coach division, The building is similar to one | Weaver hoists, the overhead cranes, | laboratory for starter and generator | Other similar up-to-the-minute fa- (Re 
General Motors Corp., 600 Fifth| recently opened at Memphis by | the tool or machine shop modernly | work. cilities, combined with expert truck ane & 
Ave. S., with a heavy-duty dyna-| GMC Truck. It occupies a full | equipped, the paint rooms, the tire| Still other highlights are the | mechanics and factory-trained Die- oe @ 
—_____—_— $$$ sel specialists, indicate that truck lights 
maintenance has gone a long way aa * 
during the past decade, making the stack 
new GMC truck home the “last posal 
word” in this field. I 
The opening was a big success a aie 
with 2,000 persons visiting the a 
building. Present from the factory oe = 
were H. T. DeHart, advertising rotcage tt 
manager, R. C. Oliver, supervisor - J 
of retail parts and service; H. W. = 
Howard, dealer’s regional man- (De 
ager; E. R. Habermas, building and ing 
equipment manager, who spent sev- throu 
eral weeks supervising equipment winde 
installation, and R. H. Larson, who pillar 
supervised installation of the parts tail 1 
department, which is of the open- | still 
merchandising type. The |! 
Executives in the Seattle retail war i 
setup are W. E. Cox, manager; 8b. F 
R. G. Fender, service manager; mium 
G. H. Gray, parts manager, and and dc 
J. C. Carlin, office manager. (Ag 
Ross A. Sweet, Northwest zone mand 
manager, announced that construc- > itself. 
tion was starting on the new whole- 8e. L 
sale building at First Ave and Daw- instrur 
O son St. The GMC dealerships in of driv 
Washington, Idaho and Alaska will to mile 
be served from this building when ping d 
it is completed, driving 
GMC Truck is in another expan- (Ne 
sion step in this state, and opened place 
in a new location in Tacoma Sept. driver 
15, when Galbraith Motor Co. took indica 
over the former huge building of are pr 
Ben’s Truck Parts, on S. Tacoma at pr 
Way. comp! 
eer some 
e “avert 
Oil Men Seen time | 
e ° ; 8d. F 
Facing Test in night-< 
4 oppos 
Period Ahead lenses. 
BUFFALO.—The oil industry is indust 
on “probation” and the way oil of ins 
men conduct themselves in the pa 
next few months will decide ny be 
whether or not the industry is to (see / 
have “a shotgun wedding with 1947). 
control-minded bureaucrats,” mem- 8e. M 
bers of the Empire State Petro- windsh 
. leum Assn., Inc., were told here _—, 
last week. ~ ; present 
Speaking at a banquet which 7 (Th 
|closed the association’s three-day things 
| fall meeting, Robert M. Bartlett, Engi 
vice-president of Gulf Oil Corp., ward's 
| declared industry teamwork is nec- rate fr 
essary to prevent shortages and high, | 
the possibility of government con- that th 
trol. accomp 
He listed four important duties human 
that oil men must accomplish so exubers 
; that the industry can “answer the h — 
HERBE’S little percentage in selling people just any oil. They advocates of control, by saying : oy 
that everything has been done are 
can get that anywhere. Selling Quaker State Motor Oil is that they or anyone else could do. "Tf y, 
: . ae ° : Oil men, he said, must not over- mental 
a big help in building a steady, dependable business. Lubricates | sell the known or foreseeable sup- with 1 
. s ply, they must continue to urge both d: 
better, longer, and is always uniform. Every drop is refined in conservation on the part of allcus- | had un 
tomers, and they must continue to there i 
Quaker State’s own four great, modern refineries from pure Penn- fill all available storage as early in | rate w 
the season as possible and urge profess: 
sylvania grade crude oil—the world’s finest. Famous for repeat their customers to do likewise. ground 
5 “The fourth important point,’ than in 
business, Quaker State Motor Oil makes the dealer’s job easier Bartlett said, “is that we must Tedesig 
keep a sharp watch ahead and 
and more profitable. take whatever measures are nec- Gree 
essary in anticipation of any emer W. F 
gency that might reasonably be om ] 
. : Bas expected to arise, whether it be - os 
Quaker State Motor Oii * Quaker State Superfine Lubricants + Quaker State Oil Refining Corporation * Oil City, Penna. supply, transportation or sever of the 1 
weather.” oro Ce 
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CLEVELAND. — A combination 
kit of two recently developed plas- 
tic fender-body repair materials was 
introduced to its distributor organ- 
ization last week by the Gabriel Co. 
Gabriel Metalume and Celastic were 
demonstrated before about 150 
members of the organization. 


The process, which is said to 
save up to 70 percent of repair 
costs, requires three steps. A 
careful estimate of labor and ma- 
terial costs for a metal job on a 
1939 Plymouth sedan by a body- 
shop proprietor was $23.75, ac- 
cording to the company. The final 
repair bill for the same work 





ca 
Design 
(Continued from Page 21) 
turn indicators front and rear. 
Large stoplights and dual taillights. 
Luminous paint on outside of 
trucks, trailers and buses. 
(Reflectors and turn signals 
are available to all new-car buy- 
ers as optional equipment. Stop- 
lights are much bigger on newer 
models. Repainting cost big ob- 
stacle to luminous paint pro- 
posal.) 
8a. Driver visibility as nearly 360 
degrees as possible compatible with 
safe top-supporting columns _ in 
event of turnovers. Front-support- 
ing columns moved farther to rear. 
Lowering and shortening of hood. 


(Designers are constantly giv- 
ing motorists greater’ vision 
through larger windshields and 
windows and slimmer supporting 
pillars. “Bubble” tops would en- 
tail removal of front A-pillar, 
still very much of a _ problem. 
The long horizontal hood of pre- 
war is on the way out.) 
8b. Remove all reflecting chro- 
mium trim from dashboard, hood 
and doors. 

(Again, when the public de- 
mand for “gingerbread” dissipates 
itself.) 
8c. Locate speedometer at top of 

instrument panel, directly in front 
of driver. Speedometer. in addition 
to miles an hour, should show stop- 
ping distance in feet under average 
driving conditions. 

(New instrument panel designs 
place speedometer in front of 
driver for easy spotting. As for 
indicating brake distance, there 
are probably enough dials on dash 
at present for average driver’s 
comprehension—and conditions in 
some sections of U. S. aren’t 
“average” enough during year’s 
time to warrant expense.) 


8d. Polarized windshields to end | 


night-driving glare, coupled with 
oppositely polarized headlight 
lenses. 
(As research by topflight auto 
industry committee shows, cost 
of installing Polaroid on 30,000,- 
000 vehicles would be tremendous, 
and use of Polaroid would have 
to be uniform to be effective 
(see Automotive News, Nov. 24, 
1947). 
8e. More adequate defrosters and 
windshield wipers at both wind- 
shield and rear window. Wipers 
should cover larger area than at 
present. 
(These, too, 
things.”) 
Engineers seconded Dr. Wood- 
ward’s statement that the death 
rate from traffic accidents was ton 
high, but assailed his conclusion 
that there was “little likelihood of 
accomplishing radical changes in 
human nature in general, and 
exuberant youth in particular.” 

“The doctor’s belief that we 
should place more emphasis on the 
car itself, rather than the driver. 
is all wrong,” an engineer declared. 

“Tf we had tighter physical and 
mental requirements for drivers. 
with periodic re-examinations of 
both drivers and cars. and if we 
had uniform driver’s license laws. 
there is no doubt that the death 
rate would be cut. The medical 
profession would be on much safer 
ground joining us in these drives 
than in their ridiculous attempts to 
redesign our motor cars.” 


are “coming 


Greensboro Picks Ingram 


W. P. Ingram, president of In- 
gram Motors (Ford), Greensboro. 
N. C., has been appointed chairman 
of the retail division of the Greens- 
boro Community Chest campaign. 


Plastic Body Repair Kit 


New Process Developed by Gabriel Slices 
Repair Costs 70 Percent, Firm States 
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done with the Gabriel process was 
$9.20, it adds. 

The procedure was as follows: 

1. Grind paint and rust from 
damaged areas on doors, sills and 
fender. Cleans these areas. Time 


required: 20 minutes. 
2. Cut Celastic strips (grade num- 
ber 115) to size, saturate in soft- 





BEFORE—The corroded and rusted door 
bottoms and fender before application of 
the Gabriel repair kit. 





ener, apply over prepared areas. 
Time: 25 minutes. 

3. Apply Metalume in paste form 
to sanded edges of the Celastic re- 
pairs, sand smooth and apply 
thinned Metalume with brush over 
entire repair to smooth and rein- 
force. Job prepared for painting 
with final sanding. Time: 30 min- 
utes. 

Involved in the job were the bot- 
toms of the left front and left rear 
doors which had rusted out; the left 
rear fender which had rusted out 
from the body and bolts; and the 
left rear door sill. 

Other places where the process 
may be used include window sills, 
rocker panels, quarter panels, wheel 
housings and the joint where the 
fender meets the body. 

Use of these materials is said to 
increase profits for three reasons. 
They may be applied by unskilled 
help which reduces direct labor 
costs, they free skilled men for 
more important work, increasing 
shop productivity and allow high- 
priced body-shop equipment such 
as welding machines, pneumatic 
tools, etc., to be used on other 
work, Gabriel states. 

Celastic is a colloid-impregnated 
fabric and Metalume is a plastic 
metal. The former was developed 
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MAY BE 


OVERLOOKING 


A BIG OPPORTUNITY 


—if you are debating whether to set up 


a jobbing business of your own. 


—or if you are wondering how to make 


your present jobbing business more 





AFTER—The finished job took one hour and 
fifteen minutes compared to more than five 


hours of labor under the older method, 


according to Gabriel. Ss 


for use in the shoe industry as stiff- 
ener for toes. 

Actually, Gabriel says, it will 
stick to almost any clean surface 
and dries without shrinking or 
cracking. Tests have shown it to be 
vibration resistant and impervious 
to water, gasoline, or temperature 
extremes, it is said. 

Metalume is packaged in paste 
form. It may be used directly from 
the can with squeegee or spatula, or 
it may be thinned with the Celastic 
softener and applied with brush or 
spray gun. 

It, too, according to the manufac- 


29 


turer, will stick to almost any clean 
surface and dries to a metallic 
hardness and is chip and crack- 
proof. 








Foreign Car Sales Hit 
By Waterfront Strike 


SAN FRANCISCO.—Foreign car 
sales in the San Francisco Bay 
area, which had been gaining mo- 
mentum through the summer, are 
in somewhat doubtful status now 
as the result of the month-long 
waterfront strike. 

However, the British Austin and 
MG Midget distributors are hav- 
ing cars landed at Vancouver, B.C., 
and shipped down by rail or truck, 
absorbing the extra expense them- 
selves. The two British Ford deal- 
ers (Cecil Whitebone and Jim Paps) 
are waiting out the strike. 

All foreign cars in the bay area 
have been doing well and dealers 
say they are back-ordered. 





Montgomery Motor Now 


The State of Texas has approved 
recently an amendment to the char- 
ter of the Davis Motor Co. in Deni- 
son which permitted the company 
to change its name to Montgomery 
Motor Co. 


than 2,000 jobbers to enjoy the satisfaction of in- 
dividual ownership and operation, while benefiting 
from the strength and support of a great national 


business organization. 


NAPA offers an array of advantages not duplicated 
anywhere else in the industry: 


@ A single source of supply, giving overnight service 
or better, on the majority of your requirements of 
service parts, materials and supplies. 


@ Substantial savings in buying, receiving, stocking 


and clerical costs. 


@ Nationally-known lines, with quality assured by 
the NAPA Seal—known to repairmen everywhere 
through NAPA’s long-established advertising pro- 


gram. 











secure and more profitable. 


NAPA FRANCHISE NOW OPEN IN 
DESIRABLE JOBBER TERRITORIES 
IN VARIOUS SECTIONS OF U. S. 


@ The NAPA Franchise is widely recognized as the 
biggest, most complete, most productive package in 
the parts industry. 

For more than 20 years it has proved its ability to 
bring competent jobbers a greater return on their 
investment of time and money. It is enabling more 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION 
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®@ Uniform system of Stock Regulation and Obso- 
lescence Prevention, on all NAPA lines, insuring 
better service—protecting against loss. . 
@ Service, operating and sales programs that func- 
tion for the success of your complete business. 

The NAPA program is not a substitute for good 
business sense, ambition and energy. But it does pro- 
vide a dependable guide to sound operation and 
management. It does relieve the jobber of a tremen- 
dous burden. It does enable him to concentrate his 
efforts where they do the most good—on sales. 

Here’s a remarkable opportunity for the right 
people in the right places. For complete information, 
get in touch with your 
nearest NAPA Ware- 
house, or with this office. 
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Better Play Wanted... 


Parts Show Circuit Hit 
By Equipment Group 


(Continued from Page 26) 


from it and that it might be better 
to have their local San Francisco 
jobber do the showing. 

Manufacturers showing in the 
NADA show last year reported, al- 
most universally, the largest sales 
they had ever obtained from a 
trade show and, according to the 
management of this year’s show, 
are all taking space in the San 
Francisco exhibition on the strength 
of what they got out of the Chicago 
show. 

Moreover, it is pointed out that 
no jobbers will be permitted to 
exhibit—either as a jobber or as a 
representative of a manufacturer 
—in this year’s show. 

The NADA was criticized for al- 
lowing two or three jobbers to ex- 
hibit in the Chicago show. Because 
their interest was purely local and 
because they represented several 
manufacturers in one showing, they 


could neither give the visiting deal- 
ers any information as to the loca- 
tion of distributors near the places 
of business of out-of-state dealers, 
nor did they give these dealers the 
attention they felt they deserved as 
members of the national dealer 
association. 
> . . 
EMBERS OF the Institute were 
advised to work out some pro- 
gram of training jobbers’ men, so 
that they in turn could both train 
dealers’ service men on technical 
equipment as well as service the 
equipment sold to franchised car 
and truck dealers. It was pointed 
out that this was beginning to be 
a very necessary part of equipment 
and tool merchandising to car and 
truck dealers and was being in- 
sisted upon by vehicle factory serv- 
ice executives. 
The group attending represented 
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A UTIFUL—Against the California sky is the new building occupied 
ee tele ta tas r "Everything is new me the floor up, declares Ceete 


Hartwig Motors in Modera, Cali 


Hartwig. 


60 manufacturers of car and truck 
service equipment and tools. The 80 
members of the association comprise 
90 percent of the equipment and 
tool products distributed through 
wholesale, one speaker declared. 
The aim of the group is to dis- 
courage present practices in the 
trade which tend to damage the 
business and appear unsound in 
competition. They wish to pro- 
mote programs which better fa- 
cilitate the distribution and serv- 
ice of tool and equipment users. 
“We're interested in putting on 
equipment and tool shows and to 


BEFORE YOU PUT IN ANTIFREEZE 


antifreeze. 





Maxea Brady cleaning your first step in preparation for wintertime 
driving. See that your entire cooling system is clean before you add 


antifreeze. 


Sludge, grease and rust-scale in the cooling system cause overheating 
even in coldest weather. Then when your radiator boils, you lose 


BEFORE BRADYCLEANING AFTER BRADY CLEANING ~ 
the cooling passages in your every passage is open and 
engine are filled with rust, walls are cleaned of lime— 


ine heat cannot easily escape. 
Overheating can boil out your 





scale, rust and sludge. Heat 
escapes lreety around cylinder 


antifreeze—and also your winter protection. 


Play it safe—have your cooling system cleaned, the Brady way. Only 
the Brady way completely cleans both radiator and engine block. 
Only Brady chemicals remove both oil and grease, lime-scale and 


rust—in one operation. 





besides. 


Brady cooling system cleaning is quick, sure, safe. And there are no 


extra labor costs, because only the radiator cap is removed. Ask your 


service station car dealer or garage. 


F. E. BRADY PRODUCTS, INC. - MUNCIE, INDIANA 
Brady Products of Conode, Lid. Toronto 





expand such activity in the foresee- 
able future, a speaker declared. 
. 


* * 


T WAS POINTED out that the 
shows which have been put on in 
the past have presented a problem 
to E&TI makers involving tremen- 
dous cost without producing satis- 
fying results. The past shows have 
not been profitable to the exhibitors 
with very few exceptions. Too many 
small shows coerced manufacturers 
to display their products and to buy 
space on the threat that “your com- 


nationally 


advertised 
i 
THE SATURDAY EVENING 
POST 


@ The Brady way is the easy way to sell cooling 
system cleaning. Brady backs you with powerful 
advertising to car-owners in your trade area—with 
consistent, colorful, compelling messages in The Sat- 
urday Evening Post. Brady pre-sells your customers 
on the need for cooling system cleaning before the 
addition of anti-freeze—and it helps you get anti- 
freeze, new hose, and other “change-over” sales 





THIS PROFIT PACKAGE — the Brady 
Cooling System Cleaner plus the necessary 
chemicals for regular and “hot” car clean- 


ing—gives you everything you need for 


—or write direct. 


good winter business in cooling system 
cleaning. Call your jobber salesman—now 
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petition is here and you can’t afford 
not to be represented.” 

As the result of such coercion, 
too many equipment and tool 
makers found themselves running 






ciable return 

organized, poorly executed and 
poorly attended shows, it was 
pointed out. 

The whole affair has been one 
long headache to the equipment 
and tool makers, it was declared. 

It was also pointed out that auto 
company service managers have ex- 
pressed the opinion that tool and 
equipment makers weren’t getting 
their equipment in front of dealers 
at the dealer shows because too 
many exhibits consisted of acces- 
sory and parts which drew away 
from the attendance which might 
otherwise have fallen to the equip- 
ment men. By limiting the shows 
to equipment and tools, dealers 
would be compelled to pay some at- 
tention to what they saw. The 
Southwest show of some months 
ago was cited as an example of how 
some exhibitors lost their shirts on 
space purchases. 

s = * 

‘THE AIM OF the tool and equip- 

ment men is to stage their own 
shows, one a year in each of five 
regions. They feel that such local- 
ized shows, spread out to encom- 
nass the whole of the country, can 
do much more to draw in dealers 
and buyers from all sections of sur- 
rounding territories than a single 
concentrated mass, such as has 
been the practice in Chicago and 
Atlantic City. 

It was pointed out that the latter 
plan causes too many people to con- 
centrate in one area, where they try 
to see more than is possible for 
them to see in double the allotted 
time. As a consequence, expenses 
far outreach business realized from 
such ventures. 

By concentrating shows in five 
regions once a year, those regions 
could be better served, manufac- 
turers’ agents and representatives 
could do a better job of demon- 
stration and personal contact and 
a gréater return per investment 
could be realized. 

It was also pointed out that the 
overgrown ASTI show. such as is 
customary in Atlantic City and Chi- 
cago, has the drawback of concen- 
trating the same sales drive to job- 
bers only in the same area year 
after year. Under the plan of sepa- 
rate shows in five regions, greater 
show areas and greater potential 
markets can be reached and devel- 
oped. 

Another reason why the eguip- 
ment makers want their own show 
is because “the attentions of the 
dealers are diluted in direct pro- 
nortion to the number of exhibits.” 
And when every parts and acces- 
sory and gadget device known to 
the industry is disnlayed at one 
time, nobody gets full benefit of his 
investment. Therefore, the equip- 
ment makers propose to limit the 
number of shows, the size of the 
eo — limit the equipment 

nd tool shows to onl uipm 
and tool exhibits.” 7 

: oe 6 
IN THIS WAY, it is said, the tool 
and equipment men can also aid 
jobbers in becoming better informed 
on the products which they repre- 
sent, thereby increasing the sales 
efficiency of the field men. 

Seven advantages of such a show 

= eeeetn by one speaker: 
nly tools and - 
nk y equipment dis 

(2) Cover larger areas with small- 
er shows, more uniform and at less 
expense: 

(3) Hit more cities 
shows, and thereby 

(4) Hit more dealers who are po- 
tential buyers of the equipment: 

(5) Standardize management to 
correct past confusion and discrimi 
nation. 

(6) Create a more effective show 
by achieving a greater unity of pur 
pose, and 

_(7) Achieve a greater concentra 
tion of public interest on tools and 
equinvments. 

To test this policy. there will be 
a 1949 “pilot show” in a carefully 
selected area where a test run of 
equinment will be exhihited. The 
results of this show will form the 
basis for a 1950 show. 

It was also declared by a speaker 
that “we are keenly interested in 
support of car manufacturers ir 
this program. We want the car 
companies to urge their dealers to 
attend our equipment and toc! 
shows.” 


with the 
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SERVICE SECTION 
A Need Is Seen... 
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Combine Safety Check With Winterizing 


(Continued from Page 26) 


from some other spot—or compel- 
ling them to come back several 
times before their car is properly 
prepared for winter driving. 

* * . 


pp OF the increased age 
of a large proportion of the cus- 
tomers’ cars and because these 
items have been more or less neg- 
lected since the war years, when 
the customer was much more con- 
scious of keeping his car in first- 
class condition, the need for these 
inspections is considerably in- 
creased. 

Considerably more care and at- 
tention should also be given a thor- 
ough inspection and replacement of 
worn or leaky radiator and heater 
hoses as permanent type anti-freeze 
will be at a premium, according to 
the manufacturers. Even the better 
alcohol and synthetic types will be 
searce and practically unobtainable 
late in the season in many points, 
it is warned. 

Also included in these inspec- 
tions should be added the replace- 
ment of worn door and deck lac- 
ings and the inspection of wind- 
shield glass for leaks around the 
frame. 

Muffler and tail-pipe inspection 
should be a must for all cars com- 
ing in for the winterizing treat- 
ment, as a leaky muffler or exhaust 
system could not only be very dan- 
gerous for the driver but a menace 
to other traffic on the road if the 
driver was made drowsy by carbon 
monoxide gases getting into the 
closed car. 

7 . * 

A SMART OPERATION this year 

and one that should bring in a 
great deal of added revenue and 
customer appreciation, would be 
one that would offer a complete 
winterizing inspection from bumper 
to bumper and which would include 
a number of services not normally 
offered. 

This safety and winterizing in- 
spection could start with the check- 
ing of the present coolant in the 
radiator to see if rust and scale had 
started to accumulate. It could in- 
clude a check of the engine oil to 
see if it indicates “hot spots” on the 
water side of the engine walls or 
other engine conditions that might 
call for more expensive repairs dur- 
ing the winter months when con- 
densation in the engine is at its 
highest. 

Spark plug gaps, ignition point 
dwell, carburetor setting, timing, 
condition of the battery and wir- 
ing—all the points that make for 
hard starting could well be in- 
cluded. 

Exhaust system including muffler 
and tail pipes should come in for a 
thorough going-over. 

The radiator, hoses and heater 
connections and heater radiator 
should be closely inspected for 
leaks that would let the anti-freeze 
drain away and might result in a 
damaged engine. Cylinder heads 
should be drawn down tight so that 


NSPA Roster 
Boosted by 25 
To New High 


CHICAGO.—Addition of 25 new 
members, including 18 full-line 
wholesalers, five specialists and 
three manufacturers, was an- 
nounced here by the National 
Standard Parts Assn. through J. L. 
Wiggins, executive vice-president. 

Wiggins said further that mem- 
bership has been increased by ap- 
proximately 100 thus far this year 
and is now at a new high. 

The manufacturers added to the 
roster and their representatives in 
the association are: Buffalo Plas- 
tic Finish Co., Inc.; D. A. Dahlem, 
Buffalo; Dana Corp.; S. F. Dupree 
jr, Toledo, and Pioneer Motor 
Bearing Co. A. P. Bardet, San 
Francisco. 

A geographical breakdown of 
new wholesaler and specialist ac- 
quisitions shows three each from 
Pennsylvania and Michigan, two 
each from California, Massachu- 
Setts, Ohio and New Jersey, and 
one each from Tennessee, Indiana, 
Kentucky, New York, Washington, 
Illinois, Colorado and Iowa. 


anti-freeze will not get into the cyl- 
inders and cause untold damage. 
* +. * 
RAKES SHOULD be checked for 
amount of wearable lining left 
on the shoes and master and wheel 
cylinders checked for leaks and 
proper action. 

Tires should be checked for cracks, 
flat spots, scuffs and general condi- 
tion of the tread to the end that a 
blowout or flat on slippery surfaces 
does not cause an accident. 


wipers, wiper motors, lights, de- 
frosting mechanisms—should be 
inspected and repaired if found 
faulty. 

And last but not least, the steer- 
ing mechanism and geometry should 
be checked so that no steering fail- 
ure will occur under winter driving 
conditions. 

Paraphrasing the present radio 
announcement, the life that you 
save might be that of your cus- 
tomer—and what is more important 
to an automobile or truck dealer 


Safety accessories — windshield | than his customer? 


HAS LARGER PARTS DEPARTMENT 


lubrication station. 


Stokes & Whipple 


Stokes & Whipple Chevrolet Co., 
Hickman, Ky., has been organized | Whipple. 
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| with capital stock of $40,000. Prin- 
cipals are Fred Stokes sr., Camille 
B. Stokes, and J. A. and Mildred 


“I don’t pretend to know automobiles, 
but as a careful buyer, I do know 
that we get a real bargain in service 


” 


from our specialist in car care... 


“I'm a specialist in car care . . . your 
‘Factory Authorized Service Man’. 

I have the equipment and the special 
training (provided by the maker 

of your car) to keep your car in top 
shape at lowest cost. I can 

help you many ways. For instance, 

I can supply piston rings tested and 
proved especially for worn engines 

by the same men who designed your 
car's original rings. See me for all services, 
parts and accessories. Find me 

at your car dealers’ or 

other factory authorized repair shops.” 


“THE ENGINE BUILDERS’ SOURCE” 





NOW—Recently remodeled building of Brown & 
Holter (Chevrolet), Cheney, Wash. Improvements include the addition of a gasoline and 


ic 





NEW IN EGAN LINE—H. 8B. Egan Mfg. 
Co., Muskogee, Okla., has added rubber car 
and utility floor mats to its Camel line. With 
the new self-cleaning squeegee tread design, 
the car mats are available in two sizes, 12 
by 15 inches and 13!/, by 21/2 inches, and the 
utility mats in semi-round, size 18 by 30 
inches. The mats are scientifically designed 
for easy cleaning, and are available in two 
colors, biack and brown, the company states. 


+ * + 


Freedom-Valvoline Offers 
Multi-Purpose Lubricant 


Freedom-Valvoline Oil Co., Free- 
dom, Pa., announces a new lubri- 
cant, Valvoline “X-5” Multi-Pur- 
pose Grease, which replaces chas- 
sis lube, wheel bearing grease, uni- 
versal joint lubrication, covered 
springs lubrication and water 
pump grease. 

The chief advantages of the 
grease claimed by the company are 
that it saves space, inventory, mis- 
takes and money. It is claimed 
that the service life is doubled in 
the lubrication of points covered 
by the five replaced greases. 

. + * 





TAKES CHARGE TO CAR—Development of 
a@ new, portable storage battery charger that 
"takes the charger to the car rather than the 
car to the charger’’ was announced recently 
by Willard Storage Battery Co., Cleveland. 
To be used chiefly in emergencies, the charger 
can give the battery a boost—not necessarily 
a full charge, but sufficient to get the vehicle 
back in service, the company states. 


Huge Ad Campaigns Set 


For Improved Drygas 


Drygas, the fuel line freeze-up 
preventive made by the Cristy 
Chemical Corp., Worcester, Mass., 
has been improved, according to 
Quintin J. Cristy, president. This 
new “Triple Action” Drygas will 
bé presented to the public and 
to the trade via a powerful new 
fall and winter advertising cam- 
paign. 

“Stop Stalling . .. Drive in for 
Drygas” will reach the driving 
public through the Saturday Eve- 
ning Post, Collier’s, Time, news- 
papers, billboards, and _ radio. 
Twenty-five percent of automo- 
tive starting failures in winter 
are caused by frozen fuel lines 
and Drygas in the gas tank stops 
this kind of stalling by dispers- 
ing the moisture in the gas sys- 
tem, Cristy says. 

7 * * 





"TORNADO" BLOWS—As an answer to the 
increasing demand for more powerful auto- 
motive warnin signals, Sparks-Withington 
Co., Jackson, ich., announces a new all- 
electric air horn called the ‘‘Tornado."’ This 
twin-trumpet horn is the most powerful and 
effective warning signal made by the company 
since the war, it states. 


| amps. 








Rubber Strip for Auto Use 


Offered by Ohio Firm 

Reading Rubber Products Mfg. 
Co., Reading, O., offers Stick- 
King, a sponge rubber weather 
strip for automotive use. This 
product has been used for many 
years in insulating heavy-duty 
refrigerator doors, where it has 
stood up under the hard use, 
acids, gases and changing tem- 
peratures of the packing indus- 
try, and has now been adapted to 
automotive use, according to the 
company. 

The strip has compressability 
without losing its resilience, and 
it acts to prevent rattles, protect 
against dust, water, weather and 
temperatures when used around 
cowls, doors, trunks and windows 
of automotive vehicles, the firm 
claims. 





HO 
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THE TAPE TELLS—A new booster for battery 
recharging and new battery sales is an instru- 
ment that enables the attendant to check bat- 
teries easier and faster than he now checks 
the oil. The device, the Tell-a-Tape Tester, 
also records ‘on a paper tape the specific 
gravity and charging time necessary at 100 
for each cell. The difference between 
cell readings enables spotting battery defects 
earlier, according to the manufacturer. Fur- 
ther information may be obtained from Har- 
old C. Walker, Palace Bidg., Minneapolis. 


* * * 


Chek-Chart Publishes 


|New Accessory Manual 


The ninth edition of the Chexall 
accessory manual is now off the 
press and available to the oil and 
automotive industries, it was an- 
nounced by Chek-Chart Corp., pub- 
lisher. 

A big, authentic, up-to-date book, 
the company said, the new manual 
contains 366 pages of information 
needed to establish and maintain 
alert and responsible tire, battery, 
aceessory, parts and tune-up serv- 
ice for U. S.-built cars. The book 
is clearly printed on wear-resist- 
ing paper with plastic binding that 
permits opening flat at any page. 


* + * 


THE ARO EQUIPMENT ORPORATION 





9 
s 





ALL ABOUT sho LINE—A new 48-page 
catalog, describing its complete line of 
lubricating equipment and accessories for au- 


tomotive service, is now ready for distribu- 
tion, Aro Equipment Corp., Bryan, O., an- 
nounces. Several new lines o 


lubricatin 
equipment are shown in this new No. | 
catalog—some for the first time. They include 
the deluxe lines of portable and wall type 
cabinet models; center island centralized |u- 
brication units; center island hose reel cabi- 
nets; the service merchandisers, and portable 
cabinet type 50-pound lubricators. 


* * * 


Front End Specifications 


Bee Line Co. of Davenport, Ia., 
announces a new eight-page circu- 
lar covering all 1948 and a few of 
the 1949 front end specifications. It 
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NEW PRODUCTS 





PAINT SPRAY EQUIPMENT—Black Mfg. Co., 
Baltimore, maker of Hollow Air paint spray 
equipment, announces the development of a 
complete, new line of medium-priced, light- 
weight _ equipment specifically designed 
for use by painters operating with a limited 
air supply. First item to be released in this 
new series of Black Arrow products is the 
Model 8-6900 spray gun. This gun, by a 
simple change of head set-ups, can be made 
to operate with equal e ee on com- 
pressors ranging from '/; to 1'/2 horsepower, 
the company states. It is designed to handle 
all types of material including synthetic 
enamels, lacquers, fillers, undercoats, var- 
nishes, etc. eight is approximately one 
pound. 

* + a 
Witcote Undercoating 
Now Being Marketed 


Witco Chemical Co., Chicago, 
announces that Witcote No. 4, its 
new formula undercar protection, 
is being marketed through regu- 
lar automotive jobbing channels. 

The new formula is said by the 
company to do a better job of 
vibration dampening and have 
better resistance to abrasion. It 
has also been listed by Under- 
writers’ Laboratories Re-exami- 
nation Service and classified at 
30 to 40 as having no greater 
hazard than 100 F kerosene. 


* * + 


Zecol Offers Dealers 
Freez Proof Display 


Zecol Inc., Milwaukee, has an- 
nounced that a new “sample test” 
display of their fuel system anti- 
freeze, Zecol Freez Proof, is avail- 
able to dealers. 

The display is made up in three 
colors and calls attention to sam- 
ple test bottles containing mixtures 
of fuel line anti-freeze, water, and 
gasoline. An arrow points out that, 
due to its absorption qualities, 
Zecol Freez Proof mixed thorough- 
ly with gas and water; this ab- 
sorption quality is demonstrated by 
the fact that no separation be- 
tween the various fluids are vis- 
ible in the sample test bottle. 


+ * * 





LOOKING BACK—An outside rear view mir- 
ror with inside fingertip control has been de- 
signed to give the motorist maximum rear 
view vision with only a bare minimum of 
effort required to keep the mirror in perfect 
adjustment at all times, according to Glen- 


view Products Co., 111 W. Washington St., 
Chicago, the manufacturer. 


* * * 


Upper-Engine Lube 


| Aided by ‘Top Oiler’ 


Universal Lubricating Systems, 
Inc., 747 Alleghany St., Oakmont. 


|Pa., announces full production of 


| its new and patented Top Oiler, a 
device for assuring proper lubrica- | 


tion of upper-engine parts. 
According to the company, Top 
Oiler is both a storage container for 
the oil and a precise metering de- 
vice which provides sufficient top 
cylinder lubrication for cold start- 
ing (engine warm-up period) and a 
measured flow of top oil in the 
amount and at the rate of flow rec- 
ommended for best engine perform- 


ance. Catalog sheet 4-8, describing | 
use and operation of this equip- | 


can be had by sending a postal card | ment, is available free upon written 


with a request to the company. 


request. 


American Airlines Expands 
Handy Schedule Guide 


American Airlines’ quick refer- 
ence schedule guide will be expand- 
ed 100 percent within the next 
month, J. A. Tompkins, district 
sales manager, announced at De- 
troit. 

The guide, Air Information, is a 
streamlined reference that permits 
an agent to find on separate pages 
full information about schedules 
and fares from his city to any of 
scores of other cities. It eliminates 
the need for using tariffs and time- 
tables to compute connections and 
fares and measurably speeds pas- 
senger service, Tompkins said. 


+ * * 


Body and Derrick Unit 
Announced by Sasgen 


Sasgen Derrick Co., 3101 W. 
Grand Ave., Chicago 22, has an- 
nounced a new body and derrick 
unit which it claims can be used 
with any standard cab and chassis 
or with which a service garage 
man can adapt an old chassis into 
a service truck. 


The unit incorporates the Sasgen 
Circle-Swing derrick, four or six 
feet, with power take-off winch. 
Body is fabricated of 12-gauge 
steel panels with three and four- 
inch formed channel members. The 
units are shipped knocked down in 
five parts, which can be assembled 
in any service shop. It is finished 
with a standard prime coat of 
paint. 








FOR POLISHING—An appearance servicer 
designed to not only act as a display and 
storage case but also as a piece of equip- 
ment to aid in the operation of polishing 
cars is being introduced by Artcraft Signs, 
5116 Field Ave., Detroit. Display tower, cov- 
ered with rubber mat, is built solidly to hold 
the weight of heavy operator when polishing 
car roof. 

* * * 
Jaco Products Claims 
Improved Wire Stripper 


A simple twist and a pull is said 
to be all that is required to strip 
insulation from No. 12 to 22 solid 
or stranded wire with the new 
“Quick-Strip” wire stripper. 

Manufactured by Jaco Products 
Co., Dept. A9, 6408 Euclid Ave., 
Cleveland, the tool consists of a 
round, hardened blade attached to 
a plastic handle of various colors. 








~cemmpanenss™ 


FOG FIGHTER—That is the name for a pair 
| of amber colored unbreakable plastic head- 
light covers, to each of which is attached a 
small rubber suction cup. The covers can be 
pressed on to each of the headlights when 
dangerous driving conditions are encountered. 
Manufacturer is Gits Molding Corp., 4600 W. 





| Huron St., Chicago 44. 
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LAMP CHANGER AND POLE—McGill Mfg. 
Co., Inc., Valparaiso, Ind., announces an im- 
Proved type of pole now available with its 
adaptable lamp changers. This lightweight 
steel pole is furnished in 5!/:-foot inter 
able sections and is so designed that sections 
may be quickly joined together to provide a 
pole of the necessary length for easy replace- 
ment or removal of light bulbs up to a 
recommended limit of 36 feet. Sections are 
securely locked together by a spring actuated 
button which also permits quick disassembly, 
the company states. 





AUTO-BAKE—A new infra-red mobile paint- 
drying oven for auto body paint jobs has 
been announced by American Brake Shoe 
Co.'s Kellogg division. Seven outstanding 
features of the oven help dry synthetic enam- 
els for auto dealers and body repair shops 
at production line speed, the company states. 
Auto-Bake can be used for drying either 
lacquers or enamels, but is intended pri- 
marily for use on synthetic enamels which are 
very slow in air drying. Further information 
can be obtained from the company, 230 Park 
Ave., New York 17. 


. a s 


Carnahan & Henry to Offer 
Auto Jack in December 


Carnahan & Henry, Inc., 1100 E. 
Douglas Ave., Wichita 7, Kans., an- 
nounces that it will place a light- 
weight, portable, one-piece auto jack 
on the market Dec. 1. 

The firm says the jack will have 
a three-point pyramidal support 
which will prevent sway or tip. It 
is said to also prevent a car from 
rolling, even on steep hills. The 
jack will be distributed through 
automotive jobbers. 





RITE TOOL—With it, dealerships can now 
true and undercut generator and starter com- 
mutators in their own shops, the company 
states. This will permit them to offer com- 


| plete trouble-preventing service to their cus- 


tomers. It is manufactured by Rite Tool, Inc., 
Fall River, Mass. 
. 8 2 


Sinclair Refining Offers 
Rust-Preventing Compound 


Time-consuming layups and cost- 
ly repairs due to fuel lines and car- 
buretors clogged by rust and scale 
that formed through moisture con- 
densation in the gasoline tank will 
be eliminated by a rust-preventing 
compound developed by its research 
scientists, according to the Sinclair 
Refining Co. 

Known as RD-119, the newly dis- 
covered fluid is reportedly now be- 
ing added to all Sinclair petroleun 
products as they flow through pipe 
lines to distribution points. Under 
this new process, it is claimed, all of 
the oil company’s products, such as 
gasoline, kerosene, heating oil and 
diesel oil will contain an effectiv: 
portion of the rust inhibitor. 
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SERVICE SECTION 


New Products 


(Continued from Page 32) 


| manufacturing channels, products 


| other than capacitors. 
| The new products are light-duty 
| vibrators, heavy-duty vibrators and 
| vibrator power supplies. The light- 
| duty vibrators are a development 
of the Cornell-Dubilier engineering 
| ialbonatenian. They are used prin- 
| cipally in automobile radio equip- 
ment to furnish the necessary al- 
* * * 


| age batteries. 


| Tire Bead Breaker Unit 

| Offered by Detroit Firm 

The Easy tire bead breaker is 
| @ new product developed by the 
| Detroit Surfacing Machine Co., 
7433 W. Davison, Detroit. The 
Model L-500 is flexible and works 
on Chrysler safety rims and all 
other pleasure or light truck 
tires. 

At an early date the manufac- 
turer will have heavier models 
available for larger size truck 
tires. The manufacturer claims 
that the Easy tire bead breaker 





manufacturer of Reg-Chan products, announces 
the Roto-Lokit repair kit, a new replacement 
part for front or rear rotary door locks. 
Roto-Lokit is a precision designed, patented 
unit that can be installed in a few minutes 
without removing door lock or opening up 
door upholstery, according to the company, | 
6548 N. Clark St., Chicago 26. 

2 oS 


Variety of Uses Claimed 
For New Steel Shelving 


Steel shelving which can be as- | 
sembled to form a wide variety of | 
units has been placed on the market 
by Tri-State Metal Products, Inc., | 
Box 1513, Pittsburgh 30. 

The basic parts from which Tri- 
State steel shelving is constructed 
consist of four posts with 36 or 24- 
inch wide shelves of 18-gauge prime 
steel in either 12, 18, 24 or 36-inch 
depths. Posts of 13-gauge steel are | 
available in 87, 84, 48, 45 and 39-inch 
heights. Open shelving can be con- 
structed from these basic parts. End 
and back panels of 22-gauge steel of 
the required size can be provided 
for making closed shelving. Shelf 
dividers are available to make the 
unit into any type parts bin. Neces- 
sary nuts and bolts for assembling 
are included in the shipment. 

. * > 


Denver Firm to Market 


Automatic Clutch Control 


A new automatic clutch control 
device which can be installed on 
any conventional type automobile 
will soon be available to the auto- 
motive trade through jobbers, it was 
announced by the Associated Engi- 
neering Co. of Denver. 

Designed to sell at an installed 
price of less than $50, the device, 
known as the “Vacu-Trol Drive,” is 
said to permit shifting gears with- 
out the use of the clutch pedal. 
Spokesmen for Associated Engineer- 
ing Co. state the clutch control ac- 
cessory is nearing the production 
stage and will be available to job- 
bers and dealers throughout the 
nation as quickly as area distribu- 
tors are appointed. 


| 
GLOBE'S LATEST—Globe Auto Glass —y 
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PAPER FASTENER — The one-piece lock or 
compressor unit locks the prongs into position. 
it covers the prongs, and makes a neat and 
compact binding. With no slide locks or mov- 
ing parts to manipulate, the fastener is fast in 
operation. Tests prove that two hours a day, 
in filing time, can be saved, Cushman & Deni- 
oe Mfg. Co., 133 W. 23rd St., New York II, | 
states. 


7 * ——— 


Cornell-Dubilier Expanding 


Line of Electric Products 


Octave Blake, president of Cor- 
nell-Dubilier Electric Corp., South | 
Plainfield, N. J., announces that | 
the company, for the first time in 
its history, is offering to the trade 
through its regular jobber and 


CLINTONE WAX 
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( and Ctinton Spray Wax. 


ternating current power from stor- | 












as Nationally Advertised requires the 
combined use of Clinton Pre-Wax Cleaner 
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is complete and no special at- 
tachments or adjustments are 


required. ° 








COMPRESSOR—Electric Sprayit Co., Sheboy- 

an, Wis., has taken over the complete manu- 
| facturing rights, inventory, and tooling for the 
production of the line of stationary compres- 
sors formerly manufactured by Auto m- 
| pressor Co., Wilmington, O. The 5 h.p. WH- 
508*two-stage stationary compressor for the 
commercial and industrial field manufactured 
by Electric Sprayit. Distinctive features in- 
clude replaceable cylinders; interchangeabil- 
ity of parts; precision type bearings; im- 
proved flywheel design offering maximum 
| cooling; cast flange type inter and after 
coolers replacing tubing, the company states. 

* * * 


Promotion Plans Developed 
For Spee-D-Dri Enamel 
Central Paint & Varnish Works, 





buffing. 


=a? 







FINISHING 
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Inc., Brooklyn, announced it has 
developed a plan to launch its fast- 
drying enamel, Spee-D-Dri, which 
involves the use of a “silent sales- 
man” display stand. 


The all-metal stand presents in 
full view the company’s range of 
16 colors and white. Spaces are 
provided for color cards, consumer 
folders and other literature. 

* * * 


Dual Headlight Relay 


Added to Deco Line 


Deco Electrical Mfg. Corp., 218 
Central Ave., Albany, N. Y., has 
augmented its line of automotive 
electrical equipment products with 
an improved dual headlight relay, 
Model TB 101. 

This Deco relay is said to assure 
full headlight power at all times be- 
cause of an exclusive attachment 
feature for mounting directly onto 
the headlight terminal blocks, which 
eliminates complicated wiring as 
well as all need for drilling holes. 

+ * * 


Leece-Neville Announces 


New Alternator System 


Leece-Neville Co.’s 6-volt rectified 
AC alternator system, for use in the 
automotive, diesel and marine fields, 
is now available in versions deliver- 
ing maximum outputs of 45 and 80 


rust and atmospheric salt corrosion. 





ae 


amperes, it was announced in Cleve- 
land. Hitherto the lowest maximum 
output system delivered 60 amperes. 

The 45 and 80-ampere systems 
feature the same high output at low 
and high speed characteristics of 
the 60-ampere unit, according to S. 
Floyd Stewart, executive vice-presi- 
dent. The systems deliver from 25 
to 35 amperes at engine idling; 
maximum output at from 12 to 15 
miles an hour. 








TWO-FACED WARNING—Warn-o-Lite, man- 
ufactured by Warn-o-Lite, Inc., Orange, N. J., 
uniquely faces two ways at the same time. 
One end focuses a floodlight on any part of 
an auto when emergency repair work must be 
done on a night-darkened road. The other 
end ceaselessly blinks a red warning, visible 
for a distance of 1,000 feet, to oncoming 
motorists, the company states. 





Clinton Spray Wax is new! Revolutionary! It is applied with a vacuum 
type spray gun and produces a hard, pure wax finish without rubbing or 


Not only does Clinton Spray Wax save hours of labor on every car but it 
also lasts longer than ordinary waxes. Scores of tests show that Clinton 
Spray Wax outlasts other waxes three to one. In fact, on the world’s fastest 
airplanes, flown in extreme weather, Clinton Spray Wax lasted seven times 
longer. Because Clinton Spray Wax is sprayed on it penetrates corners and 
crevices around grilles and mouldings, giving complete protection against 


Clinton Spray Wax is available through jobbers and General Motors ware- 
houses. For further information write .. . 


CLINTON SPRAY WAX COMPANY 


10260 EAST LAND PLACE 3s MILWAUKEE 2, WISCONSIN 
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Inland Offers Complete Line 


For Radiator Repair Shops 


The operator of a radiator repair 
shop or department can depend on 
a single source for everything 
needed in the conduct of the busi- 
ness, according to Daniel J. Lang- 
feld, president of Inland Mfg. Co., 
1108 Jackson St., Omaha, Neb. 

This company has issued a cata- 
log covering parts, supplies and 
service tools for radiator repair 
shops, Also covered are the pieces 
of shop equipment designed and 
manufactured by the company. 

e « 2 
Improved Rust Preventive 
Announced by Al-Tex 

An improved development in the 
line of rust preventives, End-O- 
Rust, is announced by the sales 
division of Al-Tex Products, 1900 
Euclid Ave., Cleveland 15. 

Said to have extreme penetration 
qualities which permit the film to 
form a bond through rust particles 


pany claims the preparation can 
be exposed to rain after four hours 
and that it dries to a hard luster 
in 24 to 36 hours. 

* * » 


Lyk-Nu Display Rack 


Lyk-Nu Co., Inc., 279 E. 139th 
St.. New York 54, manufacturers 
of Lyk-Nu Kote-O-Wax, liquid wax 
that comes in colors to match every 
ear, has announced a new point- 
of-sale aid which consists of a 
lithographed metal rack which 
holds 18 pint cans and is provided 
free with the initial order of three 
cases (72 pints) of Lyk-Nu, Kote- 
O-Wax, assorted. 

+ + 


Introductory Offer 


In announcing a new indium- 
lead alloy solder which contains no 
tin and has a 600-degree melting 
point, Soldering Specialties, Sum- 
mit, N. J., said it would mail post- 
paid anywhere in the U. S. a half- 
pound introductory sample of No. 


direct to the bare metal, the com-'50 Solder Alloy, with flux, for $2. 
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GIVES A LIFT—The automatic Hydra-Lift 
being manufactured by General Automotive 
Tool & Equipment Co. of Grand Ledge, Mich., 
greatly increases speed and ease of transmis- 
sion while it is being removed and replaced 
with the car on either a single or twin po 
lift. The mechanic works in a comfortable 
standing position and does not lift or carry 
the transmission. 


veh rab Miia” 


* * * 


Baker-Raulang Announces 
2,000-Pound Fork Truck 
The Baker Industrial Truck divi- 


weight, low-priced fork truck in the 
2,000-pound field. 

This truck finds application in all 
plants where narrow aisles, con- 
gested areas, limited floor capacity, 
small and low capacity elevators 
are a factor and wherever loads 
can be limited to 2,000 pounds, 36 
inches long, according to the com- 
pany. 


* * * 


Hydraulic Brake Parts 
Added to Grizzly Line 


Grizzly Mfg. Co., Paulding, O., 
announces that it has added a com- 
plete line of hydraulic brake parts. 

The line includes wheel and mas- 
ter cylinder repair kits, hydraulic 
brake hose and stop-lite switches 
and their component parts such 
as boots, cups, pistons, valves, 
seats and other necessary hydrau- 
lic repair parts. 

* 


Paint Remover Offered 


Magnus Chemical Co., Inc., Gar- 
wood, N. J., announces the devel- 
opment of Magnus Stripit, a ma- 
terial for removing paint and such 


sion of Baker-Raulang Co. an-| other coatings as lacquer, primer, 
nounces the Type FRH-20 center-| synthetic enamel, baked and air- 
control fork truck as being de-| dried varnish, and baked automo- 


signed to meet the need for a light- 


tive finish. 


SERVICE SECTION 
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HAND-E-SPOT—This util hand — 
can be stored in the glove department, er 
dashboard or clamped on steering post col- 
umn. It has 57,000 beam candlepower, ac- 
cording to Electroline Mfg. Co., 2622 E. Sist 
St., Cleveland. 


Hein-Werner Develops 


New Bumper Jack Hook 

A new “Knuckle-Joint Hook” 
has been developed for its Bumper- 
Lift hydraulic jack by Hein-Wer- 
ner Corp., Waukesha, Wis. 

The new hook is said to fit any 
bumper, regardless of make, shape 
or styling, on any car, as its ta- 
pered knuckle linkage shapes it- 
self to the bumper like a hand. 
It also compensates for normal 
are as the car is lifted. 

Furnished on all Hein-Werner 
Bumper-Lift jacks at present, the 
“Knuckle-Joint Hook” is also avail- 


able as a regular service part to 
be interchanged with former lift- 
ing hooks on Models V-120 and 
1.18A. 






















JUST PRESS THE BUTTON—A new counter 
demonstrator which lets customers press a 
button and see a spark pies Se under water 
is being offered by Sealti Corp of Cedar 
Rapids, la., to help dealers close sales of 
Sealtight ignition insulators for spark plugs, 
distributor, coil or magneto of cars, Goan 
tractors and motorboats. 


Maze Is Distributing 


Fen-Dor-Lok in U.S. 


Maze Motor Co., Inc., 2141 Win- 
chester Ave., Ashland, Ky., an- 
nounces that it has taken over the 
entire U.S. distributorship of the 
electric Fen-Dor-Lok. 

This device locks the fender door 
over the gas tank. It is said to fit 
the Buick, Ford, Oldsmobile, Pon- 
tiac, Packard, Kaiser, Frazer, and 
all Mercurys except the 1949 model. 


Another addition 
to the great Texaco Line-up! 


Iv’s Texaco Permanent Type Anti-Freeze. 












This non-evaporating-type anti-freeze gives winter-long protection 
against “‘freeze-ups.”’ And special inhibitors provide added protection 
against rust and corrosion. 





MILITARY FILTER—Of interest to fleet oper- 
| ators who have acquired vehicles equipped 
| with the military standard oil filter is the 
| replacement oil clarifier unit produced by 
| W.G.8. Oil Clarifier, Inc., . ston, N. Y 
| The unit, designated as model TRU-7, can be 
| installed on the standard military oil filter 
| base, using the regular T-108 W.G.B. replace- 
| able filter cartridge. 


. os * 


Houghto-Solv 


A new pamphlet on the latest de- 
| velopment in fuel oil additives has 
been released by E. F. Houghton & 
Co. of Philadelphia. The new prod- 
|} uct, Houghto-Solv, is described in 
| the pamphlet as an effective indus- 
| trial fuel oil additive that complete- 
ly removes sludge from fuel oil sys- 
jtems. The folder is available upon 
| request to E. F,. Houghton & Co., 
} ag W. Lehigh Ave., Philadelphia 33, 
| Pa. 


The big, full-color announcement of this product will appear in 
magazines this month. It will also be announced on the air. 


So once again you have another reason why we say Texaco Dealers are 


such busy dealers. 
THE TEXAS COMPANY 







Sk Y Chief and FIRE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS - MARFAK CHASSIS 
LUBRICATION - PT ANTI-FREEZE - REGISTERED REST ROOMS 










TUNE IN...TEXACO STAR THEATER every Wednesday night starring Milton Berle. See newspaper for time and station. 
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DIRECTION SIGNAL—Grote Mfg. Co., Inc., 
Bellevue, Ky., announces the addition of a new 
and improved direction signal switch to its 
line of lamps, reflectors and flameless flares 
for automotive vehicles. This new direction 
switch is compact, rugged and trouble-free in 
operation, the company states. Its distinctive 
features include the fact that it is installed 
without removing the steering wheel and is 
adaptable to any size steering column from 
1'/_ inches to 2'% Inches. 

.: [a2 


St. Louis Firm Offers 
Perforated Scotch Tape 


Scotch tape, perforated cross- 
wise, is now being marketed by 
Mark’Andy, Inc., St. Louis 22, 
printers and processors of pressure 
sensitive tapes. 


Mark’Andy perforated scotch 
tape is available either plain, or 
printed with any advertising sign 
or message wanted. It is said to 
be ideal for sticking up advertis- 
ing banners and signs. 


New Visors 


ON THE SIDE—A pair of tailored side 
visors to match with a high quality front 
visor is now manufactured by AiRite Mfg. 
Co., S511 Telegraph Rd., Toledo. The en- 
semble, which is easily and quickly installed, 
fits most cars now on the road, according 
to the company. 


GLARE REDUCERS — New non-glare visors 
have been introduced by Read Products, Inc., 
Chicago. Three models have chrome center 

i are designed for universal fit. 
Visors are all metal, exceptionally durable, 
and require no drilled holes, according to 
the manufacturer. 


SNAP-ON VISORS—Keene Jackson Co., 102 
N. Brand Bivd., Glendale, Calif., reports the 
develo; of a new method for installing 
Solar p-on visors. Shipments of the new 
visors have started. They are made of highly 
polished aluminum and equipped with thin 
stainless steel plates which slip under the rub- 
ber seal and frame of windshields. The two 
sections are then held rigid by the use of a 
tie- connecting the two sections over the 
center windshield | r, the company states. 


NO HOLES PED UED ~Ciiesee Precision 
Machine Co. of Chicago has announced pro- 
duction of a new type of car visor, known as 
Vision Visor, and said to be completely trans- 
parent, the panels being made of duPont 
‘ucite material. Several colors are available: 
red, green or blue. The metal side members 
which support the plastic panels are chro- 
mium plated and no painting is required, the 


company states. 
* . 


Morse Offers Brochure 


Morse Chain Co. offers a 16-page, 
two-color catalog devoted to the| 


new Morse-Formsprag full comple- 
ment over-running clutch, its con- 
struction, development and work- 
ing principle. The catalog, C11-48, 
can be obtained by writing Dept. 
22, Morse Chain Co., 7601 Central 
Ave., Detroit 8. 
* * . 


New Line of Arc Welders 


From Metal & Thermit 


Metal & Thermit Corp., 120 
Broadway, New York, announces a 
new group of AC and DC arc weld- 
ing machines as a companion line 
to Murex electrodes and M & T 
welding accessories. 

AC units are of the transformer 
type, available in 150, 200, 300, 400, 
500 amp capacities. Motor-driven 


DC units are available in 150, 200, 


Fa 
a _ 
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300, 400 amp capacities in new 
compact 3,600 rmp model -and in 
conventional 1,750 rpm type. 

* + 


PORTABLE AND VERSATILE—The Duo port- 
able electric sander-polisher, manufactured by 
Clarke Sanding Machine Co., Muskegon, Mich., 
is now offered with 21 accessories that quickly 
change it to a grinder, a drill, a steel wooler 
a buffer or a wire brusher. This tool is still 
offered as a portabel sander-polisher only or 
it may be obtained complete with all of its 
21 accessories. 


1F WINTER COMES—Gripco rubber chains 
features a rubber tread, steel bands and a 
patented locking device all integrated into a 
one-piece unit, plus detachable steel ice 
cleats. Each Gripco is attached to the wheel 
individually. Made by Birma Mfg. Co., 2665 
Main St. Buffalo 14. 


East End Motor Co. 


East End Motor Co., Orangeburg, 
S. C., has been chartered with capi- 
tal stock of $100,000 to deal in new 
and used cars. J. E. Horne is presi- 
dent. 


James Farrell, Service Mgr., Millenbach 


Motor Sales, Detroit, says: ‘‘We're 


using the Acme Color-Eye because it is 


far superior to the ready-mix and to 


the previous mixing machine. We were 


convinced when a demonstration by 


Acme matched the two most difficult 


colors in the city to duplicate. No 


longer do we have to maintain a large 


stock of ready-mixed paints; no more 


half filled paint cans. Our inventory is 
reduced by 25%."' . . . Note how the 
paint is shelved neatly along one wall. 


as a: Mi MANE hae. 


UPHOLSTERY COVER — Protect-O-Door is 
designed to stop scuffing, wearing and burn- 
ing. This plastic covering is manufactured by 
A. N. McCreight, DuBois, Pa. 


Bill Pennington—Painter for 16 years: 
‘Acme paint and color-mixing machine 
are the best on the market. It only 


Ray Kauffman—Painter's helper: ‘‘The Color-Eye is fool proof. It gives 


us more accuracy with less waste than the old system. | learned to 


operate the Color-Eye in 10 minutes. It takes me less than 4 minutes 


for the whole operation of the ‘Eye’. Just follow the formula and you 


always get a perfect match." 


Vee J ' 


PAINTING PAY 


ACME WHITE 


LEAD AND COLOR WCRKS 


takes me 2 or 3 
minutes to match a 
color with my Acme 
Color-Eye."’ 


Left: The Millenbach 
Motor Sales Building, 
Detroit 


SEE YOUR 
ACME JOBBER 


AUTOMOTIVE PAINT PRODUCTS 


DETROIT 


11, MICHIGAN 
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 Siveilight Check. 


Special Department Run 
By Standard-Thomson 


DAYTON, O.—A “customer serv- 
ice department,” whose principal 
purpose is to repair spotlights, is 
in constant operation at the Stand- 
ard-Thomson Corp. in Plant 1 here. 


Four persons are assigned to this 
department to give purchasers of 
the company’s “Thomson” and 
“Mobilite” spotlights the utmost in 
service. 

Three men who spend most of 
their time repairing spotlights av- 
erage 15 to 20 a day. This means 
that 45 to 60 spotlights may be 
repaired daily. 

The fourth member of this de- 
partment is a girl who checks rec- 
ords and makes certain that repair 
jobs are handled as speedily as 
possible and are shipped back to 
the purchaser without undue loss 
of time. 

Checks and tests disclose that in 
only about 10 percent of the spot- 
lights returned for service is the 
light at fault. The other 90 percent 
of the time improper installation 
causes a failure in the light. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 
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EARLY TO SCHOOL—Two groups of Nash zone service managers are shown here getting 
instruction on the changes that have been made on the new Airflyte cars a full month in 


advance of the introduction of the new vehicles. 


As shown, the field force was broken up 


into small groups, each under the supervision of a factory expert who went through each 
major component with them, pointing out new features and how to service them. 


Offer Training Course 


On Automatic Drives 


CHICAGO. — Advanced training 
in automatic transmissions, includ- 
ing GM Hydra-Matic and Dyna- 
flow, and Chrysler Corp. Fluid 
Drive, as well as all others, is now 
being offered by Commercial 
Trades Institute, 1400 Greenleaf 
Ave., Chicago 26. Planned for 


mechanics who want to keep 
abreast of the latest developments 
in the automotive field, CTI said 
the short intensive training will 
cover principles of automatic 
transmission, disassembly and in- 
spection of individual units, oil 
circuits, front and rear torus and 
oil leaks, trouble shooting, etc. 


There are profit-making opportunities in 
AUTOMOTIVE NEWS want ads. 
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HONE FOR 


finish, quick 


2.6” to 512”. 


Manufacturers 


WATERBURY - HALL 


ETE wR eT. 


“HY” CYLINDER 
WET OR DRY HONING 


The “H” hone is the greatest hone value 
offered the trade. It is the world’s fastest- 
and finest-working, wet or dry — and is 
equipped with micrometer adjustment. 
Any good half-inch drill will drive it. 
Features wider range, lighter weight, 
greater speed, greater accuracy, finer 


easy expansion and new 


improved stone carriers. Range from 


Waterbury-Hall (HonoVac) 


vacuum system and honing stand also 
available for cleaner and easier jobs. 





Nash Trains Early 


SERVICE SECTION 





Field Staff Gets Complete Service Story on ’49s 
Month Before Introduction 


(Continued from Page 26) 


cording to H. C. Doss, vice-presi-| different from 


dent in charge of sales, to fully 
train the entire dealer service and 
parts organizations and supply 
them with necessary instruction 
books and data before the new 
models are released. 

In addition to fundamental teach- 
ing methods including two new 
sound slide films on servicing the 
new cars, emphasis has been placed 
on a “do-it-yourself” technique un- 
der which the service men sys- 
tematically tear down and rebuild 
sub-assemblies. 

* * * 


A. LOTZ, director of parts 

* and service, said that consid- 

erable attention is being devoted 

to body construction and crash 
service classes. 

“While relative ease of repair is 
a characteristic of the unitized 
body pioneered by Nash,” he said, 
“we recognize in our training pro- 
gram the fact that it is basically 


WATERBURY 


Lien 


CRANKSHAFT GRINDER 


WORKS IN THE BLOCK-WORKS 
FROM THE TOP-REACHES 1 AND 6 
OR 8 CYLINDERS WITH EQUAL EASE 


The Waterbury Portable Crankshaft Grinder will make money 
for you right from the start. Handles most “in-line” engines, no 
heavy work under chassis, simply jack up car enough to remove 
oil pan. Sets up quickly, simple to adjust and easy to operate. 
Crankshaft is rotated through fan belt pulley, wheel cut is easily 
and accurately regulated. Diamond dresser, extra grinding 
wheels, bronze shoes and handy carrying cases provided. 


anes oe . omy 





Write today for descriptive bulletin on the Crankshaft Grinder. 
Literature available on all Waterbury-Hall engine rebuilding 
equipment. See your nearby jobber or write the factory direct. 


WATERBURY TOOL 
Division of Vickers, Incorporated 


of Waterbury-Simplicity Engine 


810 East Aurora Street, Waterbury 91, Connecticut, U. S. A. 


Rebuilding Equipment 


Also Waterbury-HALL Valve Equipment and Production Grinding Machines 
THE LINE OF LEAST RESISTANCE — WATERBURY-HALL 


de- 


conventional 
sign.” 

He added that “drastic styling 
changes in our new °'49 bodies call 
for further training attention.” 

“Such body replacements as fen- 
ders and door panels have been 
engineered with a view to efficient 
and economical repair,” he said. 
“Furthermore, if a new car should 
suffer major damage, the owner 
need not worry about lengthy re- 
pairs. During the model change- 
over period, Nash distributed parts 
of its new models so dealers will 
have immediate replacements avail- 
able. Specialized body ‘know how’ 
can mean very important savings 
for both dealer and customer.” 

The Milwaukee school is equip- 
ped with a model parts depart- 
ment and a model customer wait- 
ing room with modern merchan- 
dising displays. 

“The customer should be made 
comfortable while waiting for his 
car and the display is designed to 
create a buying urge,” Lotz said. 

The week session includes in- 
structions in mechanical features, 
reconditioning, the latest ware- 
house procedures, field training and 
business management. 

Nash representatives from Can- 
ada, Mexico, South America, South 
Africa and the United States are 
attending the classes. 


Wage-Hour Act 
Discussed in 


NSPA Booklet 


CHICAGO.—A 16-page handbook 
entitled “Wages and Hours Under 
the Fair Labor Standards Act” has 
just been issued by the National 
Standards Parts Assn. It was writ- 
ten and edited by Harold T. Half- 
penny, legal counsel of the asso- 
ciation. 

“Our wholesaler executives felt 
that a good deal of confusion about 
wages and hours existed because 
there was no immediate reference 
source available for application to 
the automotive industry,” Jack L. 
Wiggins, executive vice-president 
of NSPA, said. 

“While this new handbook is not 
intended to provide the answer to 
every question that arises in con- 
nection with the act, it furnishes 
basic facts needed by wholesalers 
and manufacturers to be in com- 
pliance with the law.” 

The booklet contains a consider- 
able number of examples to illus- 
trate methods of computing over- 
time for piecework, salaried, and 
hourly employes. Its appendix con- 
tains a list of employes who are 
exempt from the wage and hour 
law regulations, as well as condi- 
tions of employment which must 
be met in applying exemptions. An 
index for ready reference is also 
included. 

Wiggins said that amendments 
and interpretations of the Fair La- 
bor Standards Act will be bulle- 
tined to members as occasions 
demand. 





Exhaust Check Urged 


To Cut Down Fatalities 

CINCINNATI, — Automotive 
service men can actually become 
responsible for saving human 
lives by including a thorough 
and careful going-over of the ex- 
haust system on each car inspec- 
tion job which they undertake, 
R. L. Burton, executive secretary 
of the Automobile Exhaust Re- 
search Assn., Cleveland, pointed 
out in a talk before a luncheon 
meeting of the Cincinnati Traf- 
fic Safety council. 

With the danger of drivers be- 
ing overcome by fatal monoxide 
fumes increasing in cars as they 
grow older, there are a great 
many potential deathtraps 
among the more than 10,000,000 
vehicles now on the highways 
which are more than 10 years 
old, the speaker asserted. In 
wintertime when car windows 





are kept tightly closed, the dan- 
ger is at its worst, Burton warned. 
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; Backshop ... 


By 
Jack Weed 





(Continued from Page 26) 


Sease and Lotz kept looking at me 
so funny. After the dinner I found 
they expected me to slide under the 
table—it was one of those Coconga’s 
the Schroeder is so famous for and 
it was supposed to knock me for 
a loop. But I must have had 
‘bounce” that night, for it was just 
a nice tasting drink. 
7 * * 

GOT ANOTHER “ribbing” about 
the same time. A box came to me 
through the mail and, when I 
opened it, out came a suit of long 
RED underwear. I couldn’t imagine 
what that was until after digging 
down in the box a little farther I 
found a sign that was supposed to 
go across the shoulders of the red 
suit when it was hung on a coat 
hanger. The sign read, “Time to 
change to Alemite.” Kinda clever, 
eh—especially at this time of the 
year? 

I don’t think that George Buck, 
of Young Motor Car Co., St. Paul, 
was ribbing me in a recent letter— 
‘cause those things happen at 
Automotive News every once in a 
while. George wrote me, “Thanks 
for inserting the picture of our 
new clinic—but you can’t imagine 
the avalanche of letters that hit 
my desk and keep coming. Letters 
from all over the country. Brother 
Jack, did the requests come in to 
have me forward information to 
them about how we are doing it!” 

I like to get letters like that be- 
cause it is just a little more evi- 
dence that we are on the right 
track in giving attention to the 
fast-growing diagnosis method of 
selling service. It shows several 
things—but mainly that there are 
a lot of dealers who are alert to 
the “ill-will” problem that is being 
bred by sloppy service order-writing 
and too much guessing by greeters 
who don’t know their business— 
and, that there are a lot of dealers 
who want to do something about 
it if they can find a workable way 
to avoid it. 

On my way to Fulton, Mo., a 
couple of weeks ago, taking my 
youngest daughter to school, I 
stopped off in Indianapolis to take 
a gander at the Hedges Motor 
diagnosis department. I apologized 
to Bruce Land, service manager, 
because I couldn’t stick around for 
the morning as he wanted me to, 
since I was on my way to the 
school. He asked me what school 
my daughter was going to and 
when I told him, he came right 
back with “I’m taking my twin 
daughters down there myself to- 
morrow.” 

To me, that was quite a coinci- 
dence—here I was down there to 
see how one of the pioneers in this 
type of operation was conducting 
his department, and found that we 
were sending our girls to the same 
school. Oh, well, maybe that isn’t 
even interesting to anyone except 
a couple of doting fathers of girls. 

But the story of his diagnosis 
operation should be of considerable 
interest to a great many dealers, 
for Bruce has had nearly a year 
and a half of experience with his 
department now, and is it doing a 
job for him—and Hedges! 

” * * 

S I LOOK back over my notes, 

it seems that my annual TYAC 
started about three weeks ago in- 
stead of this week. There was that 
trip down to the school with a 
stopover at Hedges—a run-in and 
say hello to George Ranes (Olds- 
mobile), Evansville, Ind., as we 
passed through. George is very 
active in the Indiana dealers’ asso- 
ciation and was my sponsor at their 
convention last spring when Johnny 
Munn and I drove down to French 


Lick. And the trip ended at the | 


Nash shindig in Milwaukee. 


Then last week I went down to} 


Cleveland to attend the demonstra- 


tion of Bill Klein’s new plastic | 


patch—Gabriel, that is. The shock 
absorber firm is getting into na- 
tional distribution of kindred lines 
of automotive products and this 
Celastic patch and newly developed 
metal to go with it is their first 
offering. Bill put on a grand party 
Out at the Lake Shore Club for 
his distributors. 

Flew from there to Studebaker 
to make good on a promise I had 
made Dick Hudson months ago to 
come over and see the new truck 
manufacturing building—it’s the old 
wartime engine plant and was I 
glad to see that here at least they 
have left the aircraft engine test- 





ing cells just as they were when 
volume production stopped. The 
lines, equipment, testing dials and 
engine mounting devices are all in- 
tact—they told me that they could 
start testing aircraft engines in 
these cells again in from three to 
four days. 

If the air-arm is doing this all 
over the country, maybe we aren’t 
in such bad shape as far as getting 
back into production again as many 
of us have thought—at least it was 
real comforting to me just at this 
time. 

Studebaker is doing a swell job 
in this building—building trucks on 
a volume basis, I mean. A lot of 
the stuff comes down to the final 
assembly line in completed assem- 
blies so that practically all the 
“bench” work is done away from 
the assembly line. This not only 
speeds up final assembly but makes 
for far greater accuracy and elimi- 
nates many a chance for stuff to 
get through only partly clipped or 
bolted on. You have to look twice 
to know that the cabs they are 
building there aren’t high-priced 
ear bodies. Everything is done on 
jigs and fixtures which guarantees 
fit and good workmanship. 

a2 * 2 


WHILE AT Studebaker I found 
that our old friend Don Wilson, 
service manager, is going to be a 
dealer by the middle of the month. 
He has taken the second Stude- 
baker deal in Miami—his shop will 
be located in Coral Gables—and 
from the “pics” he showed me, it 
is going to be a beauty. 

Don, of course, is very service- 
minded and he is sure putting to 
practice the things he has preached 
lo these many years—26-foot-wide 
doors so that even timid women 
drivers or trucks will have no trou- 
ble getting in or out—service cus- 
tomer parking lot, and a lot of 
the things that he has been trying 
to get his dealers to do. 

Don will be succeeded by Roy 
Bender, former Cleveland regional 
manager, who will come in with 
both field and service experience. 

From South Bend I went on into 
Chicago to attend the annual party 
given the trade paper publishers 
by that live organization of adver- 
tising managers who belong to the 
Advertisers Council (they are the 
advertising managers of the various 
parts suppliers to the industry). 
Their party this year was one of 
the nicest I have ever attended— 
and the boys throw nice congenial 
parties, always. More of their mem- 
bers attended and every one had 
a good time. 

” * + 

ELMONT SAN CHEZ was in 

town last week—he came in to 
sell the Los Angeles Kaiser-Frazer 
deal back to K-F. That was the 
deal he took over from Mad Man 
Munz about a year or so ago and 
really made it zing. He still has 
his Hudson deal there—maybe it 
was a case of having to give up 
one or the other—I don’t know and 
he didn’t say—but I had a couple 
of hours with him. 

It’s a real education to sit down 
and talk shop with volume oper- 
ators—chain store 
operators — like 
San Chez. He is 
getting very serv- 
ice- minded and 
told me that he 
was going to use 
a caricature like 
the one shown 
here as a trade- 
mark for all of 
his holdings—only 
it will read “San 
Chez Service.” 

If he has his 
shops put out real 
quality service 
and do good work 
at a reasonable price, it might be 
quite a sensation to see San Chez 
Service advertised for Hudson in 
Los Angeles, for DeSoto in Mil- 
waukee, Ford in Racine and Pon- 
tiac in Memphis, as well as in his 
other spots, and for other makes of 
cars. 

Usually these dealers think pri- 
marily in terms of mass sale—lay- 
ing ’em on the street in volume— 
and letting the dealers who take 
on a deal for the long pull in one 
spot look after the service on the 
cars they sell. But maybe even 
these fast operators—and Belmont 
moves around—can see where they 















NEW ADDITION—A 30 b 


140-foot quonset-type addition to the downtown facilities of 


James A. Henderson Co. (Chevrolet), Youngstown, O., gives the dealership a total of 50,000 
square feet under roof along with 11,000 square feet of yard space. The new addition is 


equipped with the latest Weaver lifts, 


grease and lubrication bar, steam cleaning jenny and 


monoxivent exhaust system. The addition and equipment cost approximately $60,000, accord- 


ing to General Manager F. G. Evans. 


are missing some dollars in cus- 
tomer labor and parts sales here 
and there. At least I am for it 
100 percent—I’d sure like to see 
him put the same zip and go into 
the selling of service that he puts 





into the selling of new and used 
cars at his various holdings. 

Al Schlesinger, of S&C Motors, 
just gave me the devil for mixing 
up the initials of his Ford deal in 
a recent column—it must have been 
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me and I apologize, but how he 
could think that anyone would mix 
his deal up with the C & S Lincoln- 
Mercury deal in Vallejo, Calif., is 
beyond me. At least I stayed in 
San Francisco in my column story 
—and with due apologies to the 
Vallejo boys—anyone would be too 
dumb to worry about what went 
wrong on those two Ford deals— 
the car and truck. As long as he 
looked for them in San Francisco, 
he would end up on Al Schlesinger’s 
doorstep regardless of which came 
first, the S or the C. At least that 
is the impression I got the last 
time I was out there. 


For Rhode Island Roads 


PROVIDENCE, R.. I.—(UTPS)— 
The Federal Works Agency has an- 
nounced that the government will 
make available next July 1 a total 
of $2,622,005 that Rhode Island may 
spend for highway improvements 
by matching the amount with state 
funds. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





CAR OWNER SERVICE FOLLOW-UP 





* WINS HIGHEST 
DIRECT MAIL AWARD! 


1D it 48 


DIRECT WAIL AWARD 


ete 


the AAS A ia Sree. 





The SOVEREIGN PLAN'S direct mail follow-up service program for Authorized 


Car Dealers, has just won the Direct Mail Advertising Association's national 


award as the "Best of Syndicated Advertising Service Industry for 1948". 




















in the presence of G. J. Schulte, 
Kansas City Pontiac zone man- 
ager, at an annual recontracting 
luncheon. More than 45 central 
Kansas dealers and other execu- 
tives attended the luncheon. 
Schulte presented Pontiac and 
service plans for the coming 
year, as did other zone officials, 
including B. A. Kortier, assistant 
manager; G. F. Buer, business 
manager; V. L. Johnson and J. 
F. McDowell, parts managers. 
Other representatives of the com- 
pany present were P. R. Wag- 
ner, of the Wichita district, and 


Fulwiler Motor Observes 
10th Anniversary 


H. D. Fulwiler, owner of Fulwiler 
Motor Co. (Ford), El Paso, Tex., 
used the occasion of the firm’s 10th 
anniversary to congratulate depart- 
ment heads on the number of years 
they have spent in the auto busi- 
ness. 

Department heads with the long- 
est service included: Hobb Swet- 
mam, used-car manager, 34 years; 
Mack C., Kennedy, truck sales man- 
ager, 32 years, and Bill Bourland, 


rvice man , 29 years. 
se ce _ : 7 M. J. R 


Gridley Motor Signs 
26th Pontiac Contract 


When Gridley Motor Co., 300 8S. 
Main St., Wichita, Kans., re- 
newed its dealership contract 
with Pontiac Motor Co. for the 
26th year, it retained its status 
as the second oldest Pontiac dis- 
tributor in the country, according 
to B. E. Gridley, president of the 


te i dt Page Swe 


Hampton Motors (Dod 


* * * facilities at 1309 Hampton St. will be operated independently from t+ 


B & G Motor Plans 
Second Florida Outlet 


B and G Motor Co. (Cadillac- . 
Oldsmobile), St. cag sage Fla.,| New Features Plan 
has announced plans for the con- ° 
struction of a new showroom and|/n Greensburg Building 
garage at Gainesville, Fla. 


ment will be around $70,000. 


2. i- basement. 


Gridley signed the agreement 


Ge sure to explain... 





EXPERTLY CONTROLLED 
DEWAXING 

keeps Wolf’s Head free- 

flowing even in cold weather | 


Tell your customers that the difference is in 

the oil . . . not in the price. They will un- 
derstand what you mean when you tell 
them that the refining process of Wolf’s 
Head is carried three steps further than 
that of ordinary motor oils. 


DOUBLE DISTILLING 
makes Wolf’s Head 
richer, tougher, 

more heat resistant 


BA\ And don’t forget to tell them that 
Wolf’s Head . . . 100% pure Penn- 
sylvania, premium grade ... is 
refined from only the finest 
Pennsylvania crude. Wolf’s Head 
Oil Refining Company, Oil City, 
Pa., New York 10, N. Y. 


TRIPLE FILTERING 
removes all free 
carbon and other 

troublesome impurities 


100% Pure Pennsylvania > P.G.C.O.A. 
-“‘Premium Grade” “== Permit No.6 


NIGHT SERVICE BY APPOINTMENT—Exclusive truck sales and service facilities have been 

y ge) at the corner of Blanding and Henderson Sts., 

| a gn S. a e ie a a ee eee ey Sons - by 4 

Kansas eet, are accessible from streets. parking y ‘eet is adjacent to the 

ice, City district. building. S$. C. Berry and C. W. Dent announced that the gag yy car 
e truck facilities. 






that the cost of building and equip-|one of about 25,000 square feet, 
mainly on one floor with a partial 


It will be a daylight building 
with radiant heat and space to do 
all kinds of mechanical work on 
Greensburg Motor Co. (Dodge-|cars and trucks. It will also have 

Val Givens and J. J. Brassington, | Plymouth), has broken ground for|space for a drive-in to do work 
owners of the dealership, said their| a new building at 666 E. Pitts-|on a tractor or trailer under roof. 
new outlet is scheduled to be fin-| burgh St., Greensburg, Pa. The|Greensburg Motor has handled 
ished about April 15, 1949, and| building will be a very modern| Dodge and Plymouth cars since 
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1931, and B. M. Ratner, who is 
president of the concern, has been 
in the automobile business since 
1910. Alfred W. Ratner, vice-presi- 
dent and treasurer, is in charge 
of the new construction. 

. * a 


Hard Money 


Silver Dollars to Workers 


A Service Tie-in 


Big newspaper ads were used to ad- 
vise the residents of Akron that the 
first anniversary of Hall-Rousch, 
Inc. (Chrysler-Plymouth), would be 
celebrated by paying off all em- 
ployes with silver dollars. 

Copy advised everyone to “watch 
these thousands of silver dollars be- 
gin circulating all around the town.” 

Under the headline “A Silver Dol- 
lar Is Worth $2.60 at Hall-Rousch,” 
copy read: 

“Bring a silver dollar to Hall- 
Rousch and get a one-dollar bill in 
exchange, plus a certificate you can 
redeem for $2.60 worth of Hall- 
Rousch automobile service-labor.” 

The $2.60 value is a tie-in with 
the dealership’s address, which is 
260 W. Exchange St., and slogan— 
“The place to go is 2-6-0.” 


Rhodimer Celebrates 10th 


Year as Arizona Dealer 


Dale Rhodimer, Studebaker deal- 
er in Prescott, Ariz., recently cele- 
brated his 40th birthday and his 
10th year in that city. 

Rhodimer originally was a na- 
tive of Green Ridge, Mo., but was 
forced to go to Arizona for his 
health in 1938. 

Upon his recovery, he entered 
private business by opening the 
Prescott Tire Co. Since that time 
he has acquired the Studebaker 
line and has built up a used-car 
trade. sical 

> 


Rudy Freimuth Opens 


New Home at Paris, Tex. 


Formal opening of the new 
$60,000 building of Rudy Frei- 
muth Motor Co. (Dodge-Plym- 
outh) has been held at Paris, 
Tex., according to owner Rudy 
Freimuth. 

Formerly located at 315 Bon- 
ham St., the dealership now oc- 
cupies a modern structure at 555 
Lamar, containing 10,500 square 
feet of floor space, with 11,000 
square feet of outside parking 
space. 

* e * 


L-M Deal in Oxnard 
Opened by Biswell 


Dow Biswell, for 26 years a Ford 
and Lincoln-Mercury dealer in Vi- 
salia, Coalinga and Ventura, Calif., 
has just established a new dealer- 
ship at Oxnard under the name 
of Biswell Motors, Inc., with an 
exclusive Lincoln-Mercury fran- 
chise. 

Biswell is president of the new 
corporation, while his nephew, 
Ross A. Biswell, is vice-president. 
Both have been active in Biswell- 
Moffett, Lincoln-Mercury dealer- 
ship at Ventura, where Ross Bis- 
well has been sales manager for 
the past 18 months. 


. * * 


J. F. Goodwin Promotes 


Johnson and Dobel 


Clarence A. Johnson has been ap- 
pointed general sales manager and 
Ray Dobel retail truck sales man- 
ager of James F. Goodwin, Inc. 
(Dodge-Plymouth), Chicago, it was 
announced. 

Johnson served for the past 15 
years as retail sales manager. 
James F. Goodwin established the 
dealership bearing his name 28 
years ago and has handled Dodge 
continuously since then. 

* ” + 


Jester Names Staff 

Herbert I. Jester, president of 
Hartford Tucker Sales Corp., 74 
Flower St., Hartford, Conn., an- 
nounces the appointments of Leland 
King as service manager, Omer 
Plaisance as office manager, and 
Joseph F. Morrissey as sales man- 
ager. 

« a 


Whaley Gets Sales Post 


Forrest F. Cate, vice-presiden: 
of Furlow-Cate, Inc., automobile 
dealers, Chattanooga, Tenn., an- 
nounces the appointment of U. K. 

y as sales manager. Whaley 
was president of Whaley Motors, 
sate but sold his interest in that 

rm. 
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Dealer Doings 


Smith Motors Takes Over 


Wyss-Kuhl (K-F) Outlet 

Because of the illness of Elba F. 
Wyss, head of Wyss-Kuhl Motor 
Co. (Kaiser-Frazer), Junction City, 
Kans., the dealership has been 
temporarily taken over by Tom 
Smith Motors, Topeka, K-F dis- 
tributor for the territory. 

The Smith firm has taken a lease 
on the Wyss-Kuhl building and 
said that no change in personnel 
is contemplated. ‘ 


Four Auto Companies 


Chartered in Texas 

Records in the office of the secre- 
tary of state at Austin show the re- 
cent incorporation of four automo- 
bile companies in Texas: 

Bill Lee Motors chartered 
Houston by William M. Lee, 
Ella Mae Lee, and Frank L, Merrill 
with $50,000 capital stock. 

Maddox Motor Co. chartered in 
Pittsburg by R. M. Maddox, F. W. 
Maddox, and Eva Maddox with 
$15,000 capital stock. 

Steakley Chevrolet Co. chartered 
in Denison by W. L. Steakley, R. W. 
Steakley, and L. L. Steakley with 
$150,000 capital stock. 

Jack Yonge Motors chartered in 
Abilene by Jack R. Yonge, H. H. 
Lamb, and Albert F. Esposito with 
$10,000 capital stock. Bs 


in 


Safety Lane 
Dealer Offers Free 
Checkup Service 


Chevy Chase Motor Co., Bethes- 
da, Md., has installed a “safety 
lane” setup for the convenience of 
customers, according to A. H. 
Bowis, head of the dealership. 

Bowis said the checkup service 
is offered free to anybody who 
visits the dealership. 

The lane is similar to the auto- 
mobile safety check systems oper- 
ated by those states which require 
regular inspections. 

. on . 
Hargis (Ford) Occupies 
New Houston Home 

Hargis Motor Co. (Ford), Hous- 
ton, Tex., has formally opened its 
new $250,000 building at Louisiana 
and Leeland. Frank E. Hargis is 
president of the firm, which now 
boasts dual showrooms for separate 
display of cars and trucks. 

Other officials of the firm are: 
C. H. Mitchell, general manager; 
W. V. Brown, car sales manager; 
T. H. Lewis, truck sales manager; 
W. D. Stigall, used-car manager, 
and J. C. Armstrong, sales manager. 
George H. Jones is vice-president. 

* * . 


Nolan Brothers Open Deal 


For K-F in Atlanta 


Nolan Motor Co. (Kaiser-Frazer) 
has just opened for business at 637 
Lee St., S.W., Atlanta, Ga. The 
building has 4,800 square feet of 
floor space, including a large show- 
room. 

A well equipped shop provides 
complete repair service, and the 
firm also has a complete parts de- 
partment. The new dealership is 
headed by John A. and William H. 
Nolan, brothers, both of whom 
have had wide experience in the 
automobile business. 

o . * 


Marshall Gets Pontiac-Buick 


Outlet in Vancouver, B. C. 


Marshall Pontiac-Buick, Ltd., 
has been appointed authorized 
dealer in Vancouver, B. C., for 
Pontiac and Buick automobiles. 

The firm has opened in tem- 
porary premises at 8377 Granville 
St. and is headed by J. S. Mar- 
shall. 


Ewing’s Deal in McAllen 


Purchased by Riley 


Ewing Auto Co. (DeSoto), Mc- 
Allen, Tex., has been purchased by 
Price Riley, former general man- 
ager of Ferguson Motor Co. (Chrys- 
ler-Plymouth), Harlingen, Tex. The 
McAllen firm will be known hence- 
forth as Riley Motor Co., Riley 
said, and will continue to occupy 
the former Ewing building at 11th 
and Ash streets, after redecoration. 

T. B. Ewing, former owner of 
the McAllen dealership, will con- 
tinue to represent DeSoto and 


Plymouth in Mercedes and Browns- 
ville, and, with J. C. Thrash, for- 
mer general manager of the Mc- 
Allen business, will continue to 
operate a used-car lot at 421 High- 


way. 
* 7 * 
Annie Oakley 
K-F Owners Get in Free 
At Drive-In Show 
WILLOW RUN.—If you own a 
Kaiser or a Frazer in Blooming- 
ton, Ind., you and the passengers 
in your car can see movies at the 
drive-in theater free. 


This arrangement was worked 


out by Paul Brown Motor Sales, 
local K-F dealer, and Roy O’Keefe, 
manager of the theater. They say 
that business has been stimulated 
for both by the tie-in deal. 

Brown and O’Keefe arrived at 
their agreement shortly after 
Brown sold the theater manager a 
new Frazer Manhattan. 

> + * 


Two New Automobile Firms 


Incorporated in Wisconsin 

The following corporations have 
been formed in Wisconsin: Bogk 
Motors, Inc., Milwaukee, to deal 
in cars and trucks. Capital stock 
is $10,000. Incorporators are Wil- 
liam P. McGovern, John M. Han- 
ley and Fred Bogk. 

Blue Diamond Chevrolet, Inc., 
New Auburn, Wis., to deal in cars 
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NEW IN RONAN, MONT.—Hanson Motors (Ford) is a newcomer to that city. R. S$. Hanson 
is owner. 


mum capital is $20,000. Incorpe- 
rators are Adrian 
ley McDonald and Clarence an 


and farm machinery. Capital 
stock is 400 shares common at 
par value of $100 per share, Mini- 


eet 


BALCRANK SUPER DELUXE OILETTE 


aCe ME tual Small leat Mita Lael 
service center in the field. Only 10'2 wide, the Oilette 


provides ample 


Neola 


AS elt 


space when placed between two lifts 
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Lawsuits Affecting Dealers... 


AUTOMOTIVE 





Court Decisions 


By Leo T. Parker 


Attorney at Law 


RRCENTLY, a higher court laid 

down law that an automobile 
dealer is liable in damages to a pur- 
chaser who is deceived into believ- 
ing that he is purchasing a new 
automobile. 

For example, in Gomil Automo- 
bile Co. v. Lingold, 209 S.W. (2d) 
205, Lingold sued the Gomil Co. for 
damages. Lingold testified that a 
salesman for the company fraudu- 
lently represented to him that a 
certain 1546 automobile was a new 
and unused car except that it had 
been driven less than 200 miles. 
Whereas, the truth was that the 
Ford had been driven more than 
200 miles. 

Lingold testified further that 
before his Mercury was delivered 
he discovered the fraud, and that’ 
the company agreed to pay as 
damages the sum of $360. After 
Lingold was given the check, the 
Mercury was released by Lingold 


to the automobile company, the 
latter stopped payment on the 
check, 

The higher court held in favor of 
Lingold, saying: 

“We think that the evidence that 
plaintiff (Lingold) was induced to 
believe he was buying a new car, 
whereas he was buying a used one, 
would sustain a finding that plain- 
tiff sustained a pecuniary loss. It is 
a matter of common knowledge 
that a second-hand. car is less valu- 
able than one that is new.” 

* . * 


Family Has Interest 
NCOME TAX cannot be reduced 
by making members of your 
family partners in your business. 


For example, in Benson v. Com- 
missioner of Internal Revenue, 161 
Fed. (2d) 821, it was shown that one 
Benson was in the business of dis- 
tributing automobiles and replace- 
ment parts. From 1937 to 1940 he 
operated the business, but on Jan. 2, 
1940, he deeded 46 percent of the 
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LINCOEN 


OPEN FOR BUSINESS—Tracy Motor Sales Co., 
dealers, had its formal two-day opening Sept. 17-18. 
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Grosse Pointe, Mich., Lincoln-Mercury 
The latest addition to the Lincoin- 


Mercury division's dealer list boasts a building that is two-storied and designed in Colonial 


architecture with 30,000 square feet of space. 


business to his wife and daughter. 
In other words, Benson’s wife and 
daughter were made partners in the 
business, and owned 46 percent in- 
terest in it. 

In his income tax returns for 1940 
and 1941, Benson reported 52 per- 
cent of the income from the busi- 
ness as his own. 

Although, according to the new 
income tax law Benson may “split” 
the income with his wife, he must 
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Emmet E. Tracy is president of the dealership. 





personally pay the full tax on the 
daughter’s interest, as if the daugh- 


ter had no interest in the business. | 


* * * 


Income Tax Law 


HERE has been much confusion 

among readers regarding the 
time limit for filing claims against 
the government for overpayment of 
income taxes. 


In Collector of Internal Revenue 
v. Liberty Co., 68 S. Ct. 229, the tes- 
timony showed facts, as follows: 
The Liberty Co. filed its income and 
excess-profits tax return for 1938. 
The amount due was paid in 1939. 
A revenue agent later investigated 
the company’s liability again, result- 
ing in an additional assessment of 
$6,640.81. 

Payment of this amount was 
made on March 8, 1941. Over 
three years later the company 
filed a claim for a refund because 
the revenue agent erroneously 
had failed to allow certain credits 
for sums used by the taxpayer in 

1938 to reduce its indebtedness. 


The U. S. Supreme court held 
positively that irrespective whether 
the overpayment was the fault of a 
revenue agent or mistake of the 
taxpayer a claim for any overpay- 
ment cannot be filed more than 
three years after filing of the in- 
come tax return, and more than two 
years after payment of the tax. 


This court also held that the term 
“overpayment” means any payment 
in excess of that which is properly 
due. Hence an excess payment may 
be an error in mathematics or in 
judgment of the tax payment or in 
interpretation of facts or law. And 
the law is the same whether the 
error is committed by the taxpayer 
or by the revenue agents. 


Penn. Rubber 
Celebrates 50th 


Year in Business 
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Rubber Usage 
Drops Slightly 


NEW YORK.—Estimated rubber 
consumption for the first eight 
months of 1948 totaled 723,065 long 
tons, the Rubber Manufacturers 
Assn. reports. This compares with 
736,270 long tons in the same period 
last year, or a reduction of 1.79 
percent. 


August consumption was esti- 
mated by the association at 92,106 
long tons, an increase of 10.59 per- 
cent over July when 83,286 tons 
were reported. As July was sub- 
ject to interruptions in production 
on account of vacation and main- 
tenance, August consumption is 
more in line with June when 94,905 
long tons were consumed, it was 
said. 











Second Nash Award 


Jack Lester Motors, 701 St. 
Charles St., New Orleans has re- 
ceived the Nash 10-point Select 
Dealer plaque for the second con- 
secutive year. The plaque was pre- 
sented to Jack Lester, president, by 
R. A. Kolb, regional manager of 
Nash. 
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JEANNETTE, Pa.—Fifty years 
ago the name “Pennsylvania” was 
synonymous with rubber jar rings, 


Need help getting your products to mark 
Then put in a call for Wettlaufer Manufo 
turing. This unique organization of specialis 
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Centralized Service Control Speeds Service, 
Eliminates Errors, Increases Profits 


tion. Such a survey costs you nothing, does 
not obligate you at all. GROVER has made 
many installations in automotive service 
setups that will interest you. Whether you 
are planning new quarters or modernizing 
old or plan wo other changes—+#his is a 
thing you ought to look into. Specialized 
literature on request—or a tailor-made 
survey of your requirements free of charge. 












Any business that is departmentalized can 
expedite transactions, save time, stop 
errors, end duplication of effort,and lower 
costs by centralizing control. You have 
that kind of business, especially as re- 
gards your service operation. That's why 
a GROVER survey of the extra efficiency 
you can get with a Pneumatic Tube Sys- 
tem is worth your immediate considera- 






TUBE SYSTEMS °* 


DEYROIT 
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THE GROVER COMPANY - 


Offices 
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solid rubber buggy and carriage 
tires, and rubber floor tile. 

Since then, quality rubber prod- 
ucts carrying the trademark “Penn- 
sylvania” have been rolled, bounced, 


tossed, batted and kicked to the| 


four corners of the earth. 

Originally founded in Erie, Pa., 
by Herbert DuPuy at the close of 
the 19th century, Pennsylvania 
Rubber Co. was moved to its pres- 
ent site at Penn-Craft park here 
in 1901. 

By 1910, the firm abandoned solid 
rubber tires for the manufacture of 
pneumatic automobile and motor- 
cycle tires and tubes. Following the 
advent of the pneumatic tire, Penn- 
sylvania introduced its famous Vac- 
uum Cup tire which featured the 
popular non-skid tread. 

With the coming of smoother 
roads and improved automobiles, 
the noise created by the cups super- 
imposed on the treads was accen- 
tuated and “sound of safety” be- 
came an outmoded slogan. 

The old Vacuum Cup has a suc- 
cessor in today’s Silent Vacuum Cup 
tire which retains all of the non- 
skid advantages of the original 
product from which all objection- 
able noises have been eliminated. 

The company does not manufac- 
ture any of the products it orig- 
inally produced. Complete lines of 
automobile, truck, tractor and bi- 
cycle tires are manufactured as 
“Pennsylvania” commemorates its 
50th year. 

H. W. Jordan, company president, 
has guided Pennsylvania for seven 
of its 50 years. 














provides a complete engineering service .. 
- to help you desig 


from start to finish . 


develop, produce. Facilities include . + 





(1) an experienced staff 
of design engineers 
ond mock-up model 
building craftsmen... 








(3) highly skilled metal 
finishers to create 
full-size, hand-made to turn out 
working models. . . production work . 


(4) plus two 


e For complete information regarding 
these services, write direct to: 


E. G. Wettlaufer, president 


wettlauter 


manufacturing corporation 


(2) modern woodwor 
ing and metalworking 
shops to handle e 
perimental work . : 


noder 


plants fully equippe 
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Dealer Combines Tuneup With Diagnosis 


(Continued from Page 26) 
nas come back and has been done. 
The active file of uncompleted 
work, however, continues and 
serves as a day-to-day “hot” pros- 
pect file for the service salesmen. 

Hedges does a complete bump- 
er-to-bumper analysis, starting 
with the testing of the radiator 
solution or coolant and ending 
with a final road test of the car 
for noises. 

Different from many diagnosis | 
departments, Hedges charges $5 
for the complete check but gives 
the customer a minor tune-up as a 
part of the deal. The operator 
cleans and adjusts the spark plugs, 
sets the ignition point dwell, sets 
timing and adjusts the carburetor. 
Land feels that the operator loses 
very little time in making these 
adjustments because he is already 
working with the parts during the 
diagnosis procedure. Being one of 
the pioneers in promoting a diag- 
nosis department and not having 
any prior experience to draw from, 
he felt that he had to give the 
customer more than just the report 
of what the operator found. 

* + - 

HERE is no rebate to the cus- 

tomer, however, if he has the 
needed work done in the shop. 
Land feels that the check and the 
adjustments are well worth the $5 
charge—and evidently the custom- | 
ers do, too, since they continue to 
come back for “more of the same.” 

When Land first started the de- 
partment, he ran into a little diffi- 
culty in getting his service sales- | 
men to sell the deal. It was new 
to them, they didn’t know if the 
customer would like it, and, more 
important, they didn’t see how) 
they could make as much percent- | 

e because the deal was sold on) 
the basis of giving the customer 
“an honest diagnosis of what his 
car needed.” 

So, to introduce it at first, Land 
gave each service salesman 59 
cents on every diagnosis sold. In 
addition to this, he had a punch- 
board rigged up with cash and 
merchandise prizes. Land donat- 
ed these out of his own pocket. 
Every time a salesman sold a 
diagnosis deal, he could take a 
punch and get whatever that 
prize was on the board. 

Later, however, he has switched 
to a first prize of $15 and a sec- 
ond prize of $10 each month to 
the top and runner-up salesmen. 
These prizes also are donated by | 
Land. 

So effective has been the depart- | 
ment in the Hedges operation that | 
Joe Reddig, the original diagnosti- 
cian, was promoted to service sales- 
man and today’s diagnostician, 
Basil Meanar, has this promotion 
before him to constantly urge him 
to do a better job. 

Both of these boys were good | 
mechanics and good tune-up men | 
before they were put on the diag- 
nosis work. They were given addi- 
tional schooling on testing and 
diagnosing equipment before they 
were put in charge of the deal. 

* . * 

DIGHT now customer labor is 

running approximately $15,000 

per month and the average} 

amount of work needed showing 

up on each diagnosis is running 
$49.65. 

Hedges has found, just as every 
other dealer who has had a diag- 
nosis department in operation long 
enough to get comparative figures, 
that the department not only in- 
creases customer labor and parts 
sales while also increasing custom- 
er goodwill, but that it practically 
eliminates “comebacks” and argu- 
ments over customer service bills. | 
The mechanic merely has to fol- 
low the technician's instructions 
that are given on the back of the 
report that goes to the customer, 
a copy of which is kept for the 
service department follow-up files. 

Land realizes—and emphasizes 
in explaining the operation of the 
department—that the success of 
the new method of selling serv- 
ice depends upon a few funda- 
mentals being followed religious- 
ly. These include the dealer be- 
ing thoroughly sold on the bene- 
fits to be derived from the oper- 
ation of the department so that 
it will go along smoothly for a 
long enough time to make its 
worth evident in the total serv- 
ice picture. 

He also has proven that honest | 








service selling, which is of para- 
mount importance in the operation 
of such a department, pays off 
handsomely in increased business, 
increased profit percentage and 
customer goodwill. Taking the 
guesswork out of selling service 
has removed one of the greatest 
sources of customer dissatisfaction 
and illwill that is a problem in 
the industry today. 
+ * * 

T IS demonstrable that incenta- 

tives can be paid every one in 
the service department for the in- 
creasing of service volume—WITH 
THE SOLE EXCEPTION of the 
diagnosis technician—and business 
can be upped without creating ill- 
will. The diagnosis man, however, 
must be paid a salary, a good 
salary that is commensurate with 
the earnings of the top mechanics 
in the shop, so that there is no in- 
ducement for him to give any but 
an honest report on the state of 
the customer’s car. 

Any attempt to report work that 
the car does not need will kill this 





Handsome New Center Alemiter holds every 
pump and hose you need to service a car. Keeps 
them handy and clean in a single, compact unit. 


This New Center Alemiter with individual pump 
control handles 3 air-operated 100-lb. size barrel 
pumps, high and low pressure. Keeps oil, grease, 
water and air hose neatly coiled on covered reels, 





| department—and the dealer’s repu- 


tation in the community. 


The technician does not need 
to falsify in the minutest degree, 
however. There are enough 
places where wear will have to 
be compensated for, or adjust- 
ments made, in order to bring 
the car back to its original effi- 
ciency—and which it is impos- 
sible for a service salesman to 
even guess at—that the average 
sale—or buy—from the depart- 
ment is much higher than the 
run of shop service salesman’s 
sales. 

Another advantage which a check 
of each of these departments seems 
to disclose is that when the cus- 
tomer is given a chance to buy 
his work—as he is in all well run 
departments—he _ will invariably 
buy more work than can be sold. 
And he will buy it willingly—and 
not gripe at the cost—because he 
has confidence that the report is a 
truthful one and shows only the 
things that natural wear and tear 
has made it imperative for him to 
have taken care of if he wishes 


Service More Cars Faster without waste 


tt 


handy and ready for instant use. 


Spring-Operated Reels give even tension on hose 
lengths up to 20 feet. Just pick the hose you want and 
walk over to the car. Stop, and the reel locks auto- 
matically. No back-pull to fight while the hose is in 
use. Reel retracts hose after slight tug releases the 
lock—just like a window shade. 










New Triple Pump Hoist by 
Alemite pumps lubricants di- 
rectly from 100-lb. drums to 
life or pit. No more heavy, 
dirty lifting or disconnecting 
of hose to replace empty 
drums. Just open the air con- 
trol valves and the pumps 
and pump tubes rise high 
enough to change barrels. 
Close the air valve and the 
pumps lower automatically 
into operating position. 
Sturdy one-piece cover keeps 
dirt and grit out of lubricants. 
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NEW IN MINNEAPOLIS—A. T. Hansord Pontiac, coincident with its 10th anniversary, added 
a large paint and body shop fo its other two new buildings which includes showroom (above) 
and offices and a new-car service building. The paint and body shop has 26,000 square feet. 
The dealership found it necessary to increase its service department in the main building to 
two additional buildings under direction of Pat Susag, service manager. The firm now has 
137 employes under direction of Hansord, president; Rudy Luther, vice-president, and Ken 
Glaser, secretary and treasurer. 


that after watching a diagnosis 
the customer is convinced that we 
are recommending only needed 
work and that he is getting his 
dollar’s worth.” 


or mess! 


/ a 
a ba : 


to keep his car in perfect working 
condition. 

In fact, Land encourages his cus- 
tomers to watch the diagnosis be- 
ing made, for, as he says, “we feel 
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New Individual Pump 
Control knobs turn air 
pressure on or off, as 
desired. No built-up 
pressures during the 
day or overnight. Indi- 
vidual red lights signal 
“on’’ or “‘off’’ position. 
Adds service life to 
hose and equipment. 
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Easy to Install! This compact, streamlined 
unit is shipped completely assembled. Just con- 
nect air and water lines and it’s ready to use. 
The Center Alemiter attracts customers and 
operators, alike. Beautifully finished in white 
baked enamel with black base. 





Overhead Hose Reels. 
Compact reel units for 
ceiling installation hav- 
ing from | to 8 spring- 
operated hose reels. 
Saves floor space and 
puts every type hose at 
arm's length, handy for 
service yet out of the 
way when not in use. 
Special 4-roller guides 
prevent wear and tear 
on hose. Each reel holds 
up to 20-foot hose 
length. Sturdy steel 
cases finished in white 
baked enamel. 





For complete details contact your 
Alemite Jobber or write directly to 
Alemite, 1878 Diversey Parkway, 
Chicago 14, Illinois. 
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Half of States Seek More Auto Taxes 


By Bethune Jones 

Staff Correspondent 

EW YORK.—Increased automo- 

tive taxes or bond issuance, or 

both, will be proposed in more 

than half the states during next 

year’s state legislative sessions to 

finance expanded highway mod- 

ernization programs, a survey re- 
veals. 

Inflated construction costs and 
the vast backlog of construction 
needs accumulated through both 
depression and war years are forc- 
ing most states to consider pos- 
sible new sources of highway rev- 
enue for matching future federal 
aid, for acute maintenance needs, 
for long-deferred farm-to-market 
road programs, and for increased 
road and street aid to counties 
and cities. 

A number of states already 
have enacted postwar legislation 
providing for additional taxes or 
bond issuance for roads, with 
similar action certain to be wide- 
ly proposed when legislatures 
convene in regular session next 
year in 44 states. 


Several states may join those gubernatorial 


primary, in which 


ss 


which have sought a solution to| nomination is equivalent of elec-| ef 


the problem through toll road pro-|tion. Sidney McMath, the victor, | 


grams. Also increasing in signifi- 
cance are proposals to curb high- 


| proposed issuing additional high- 
|way bonds totaling $28,000,000, at 


way fund diversion and to recoup | the rate of $7,000,000 a year. This 


past diversions of highway funds 
to unrelated purposes. 
+ ” * 
ANALTSS of developments in 
state capitals throughout the 
country shows the highway financ- 
ing situation shaping up as fol- 
lows: 

ALABAMA—Proposals for high- 
er gasoline taxes and highway 
bond issuance probably will be re- 
vived during 1949 legislative ses- 


match federal 
| gether 


|money, he said, could be used to 
funds which, to- 
with current revenues, 
could give the state an $80,000,000 
highway construction program dur- 
ing the next four years. He said 
such a program would provide for 


lan additional 2,000 miles of hard 


surfaced roads. 

+ * * 
(AerneA -Legislature next 
4 year will not be faced with 


| 
| 
} 
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j tongs 
& 


SERVICE SECTION 


HIGH VISIBILITY—From two blocks ower ts can see the cars in the curved-front show- 


| room of Wolff Motor Co. (Hudson), 902- 


Penn Ave., Wilkinsburg, Pa. Curving picture 


window at right is office of Leo Wolff, owner. Front is 84 feet, of Indiana limestone. 


four to six cents a gallon to pro- 
vide additional revenue for state 
'and county highway construction, 
| still further new revenues may be 


sion. Legislature last year turned | highway financing as a major is-| sought next year. A member of 
down $40,000,000 highway bond is-|sue since measures were enacted 
sue advocated by Gov. James E.| last year to provide for a billion- 


Folsom. An increased gasoline tax | dollar, 


proposal also rejected last year. 
ARIZONA—A _one-cent 
line tax increase has been pro- 
posed to raise more revenue for 
county roads. 
ARKANSAS — Road 


10-year highway modern- 


|the state highway advisory board 
recently suggested the state should 
borrow $100,000,000 to $150,000,000 


lization program. The automotive|for expanded highway program. 


i 1% cents a gallon in the state 


levy on gasoline and Diesel fuel, 


| bringing the tax to 4% cents a 


financing | gallon. 
methods were major issue in the} 


COLORADO—Although gasoline 


recent hotly contested Democratic|tax was boosted last year from 


HOW TO SELL THE MAN BEHIND THE WHEEL 
A series of Suggestions by 


It's hard to know how fo sell extras to the 


just for gas. He may be i 


his car on your he 


wouldn't it be 


he’s standing around watching you, so why not mer 
few of the plus-profit items 
eye-level, for instance, it's 


of your Lyon wheel acce 


eal tales EGS 


st he expects to be there for a while 


smart to concentrate 


ssories 


gaso-| taxes enacted included an increase | Meanwhile, a broad-scale reorgan- 


ization of the state highway de- 
partment, to improve its efficiency, 
| is under way in line with recom- 
|mendations of National Research 
| Council. Plans for toll road be- 
tween Denver and Boulder report- 


IT’S HARD TO SELL A BIRD-ON-THE-WING... 


man who comes in 
But when he puts 
Why 


1 rush or not 


, 
on this fellow? Usually 


ition a 
you carry With his wheels at 
a fine time to show him he 


looks. Y 


Ww one 


u dont have to 


DELUXE WHEELCOVER 


install it 
is worth ten thousand words 
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ably will surprise you arent” 


you try this on every car thot gets 


time 


case. Lyon Incorporated, 1388] 


just hold it up to the wheel 
ike him a 


we'd appreciate knowing how this 


They say one picture 


picture! It prob- 


many more you sell. We suggest 


on your hoist. If you find 


worked in your 


W. Chicago Blvd., Detroit 


28, Michigan. All products shown below are Fair Trade 


products sold under applicable Fair Trade laws. 


THE WHEELWALL 


COMBINATION WHEELCOVER 


ed to have been stymied by traffic 
surveys indicating the project 
could not be financed on a self- 
liquidating basis at contemplated 
toll rates. 

CONNECTICUT — No propos- 
als reported for further new 
revenue. Legislature last year in- 
creased state gasoline tax rate 
from 3 to 4 cents to produce ad- 
ditional revenue for matching 
federal-aid highway funds. 
DELAWARE—More money need- 
ed if the state is to provide and 
maintain adequate highway sys- 
tem, according to State Highway 
Commissioner Frank V. DuPont. 
Increased gasoline taxes or auto- 
mobile registration fees, or both, 
suggested as possible sources. Also 

| pointed out that funds could be ob- 
|tained through bond issuance if 
|gas taxes dedicated to that pur- 
| pose. 

+ * of 

pr LORIDA—~In recently noting 

that Florida’s postwar highway 

| construction program has been the 
|greatest in the _ state’s history, 
| State Road Chairman Elgin Bay- 
|less declared further extensions 
| will be impossible without new 
|revenue. A state constitutional 
amendment to curb highway fund 
diversion will appear on November 
ballot. It relates to gasoline taxes 
only, however, and would not guar- 
antee use of all gasoline taxes to 
highway purposes. 
GEORGIA—Not clearly indicated 
at this writing what type of pro- 
|posals, if any, will be presented 
}to 1949 legislature for additional 
| highway revenues. 

IDAHO—Gov. C. A. Robins has 
asserted new methods for financ- 
ing state’s highway construction 
program, possibly through in- 
creased motor vehicle fees and 
gasoline taxes, must be found 
by legislature. Problem now be- 
ing studied by the state cham- 
ber of commerce in cooperation 
with governmental officials and 
representatives of interested 
groups. 

ILLINOIS — Increased gasoline 
tax will be proposed in 1949 legis- 
lature, despite rejection of such 
proposals last year. Return of pre- 
viously diverted highway funds 
also will be among highway financ- 
ing proposals. State’s highway 
modernization needs over the next 
10 years estimated in excess of 
$2,000,000,000. 


* * * 


NDIANA~—Higher gasoline taxes 

and motor vehicle fees among 
steps suggested by a group of city, 
|county and state officials to pro- 
| vide $101,500,000 a year for the 
next 10 years for highway modern- 
| ization. Another group, the Indiana 
|Tax Study Commission, opposes 
| higher gasoline taxes but will ask 
| 1949 legislature to raise motor ve- 
| hicle fees and take other steps to 
|increase highway revenue. 

IOW A—Increased automotive 
taxes or highway bond issuance, 
|Or both, may be proposed to the 
1949 legislature. An interim legis- 
| lative committee studying the issue 
| had not indicated its views at this 
| writing. Repayment of previously 
diverted read funds also is likely 
| to be pressed. 

KANSAS—Gov. Frank Carlson 
has asserted a need for “some 
form of extra revenue” for high- 
ways. New financing methods 
being studied by an interim com- 
mission. 

KENTUCKY — Legislature this 
|year boosted gasoline tax rate 
from five to seven cents to provide 
additional revenue for secondary 
and rural roads. The extra fund 
will not be spent, however, unti! 
the completion of planning now in 
progress. 

* 4 2 

| J OUISIANA-—Increased itg gaso- 


line tax rate this year from 
(Continued on Page 47, Col. 1) 
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(Continued from Page 14) 


degree of adequacy for the needs 
of the world’s greatest highway 
movement, 

Meanwhile, however, there was 
an increasing appreciation of the 
shortcomings deliberately incurred 
when the policies were originally 
adopted, and a gradual relaxation 
of the religious strictness of the 
exclusions. 

Expenditure of federal highway 
funds in cities became permissible 
by amendment of the Federal 
Highway act in 1933, and like- 
wise, provision was made for the 
expenditure of federal funds in the 
improvement of secondary or so- 
called farm-to-market roads. 

Permission to expand state high- 
way funds on connections of the 
state system in cities has been 
gained by state enactments gener- 
ally post-dating the federal law 
amendment. 

” * os 

Federal-Aid Benefits 

ESIGNATION of the _ several 

systems envisaged by the 1944 
act is proceeding with reasonable 
promptness. To date, more than 
350,000 miles, including a substan- 
tial mileage in cities of less than 
5,000 population, has been selected 
for inclusion in the secondary and 
feeder road system. 

Of greater interest to the larger 
cities, doubtless, is the designation 
of the complete intercity network | 
of the national system of inter- | 
state highways. This network, com- 
prising 37,681 of the 40,000-mile 
eventual extent of the entire sys- 
tem, includes 2,882 miles in cities, | 
forming the principal extensions | 
into and through the connected | 
cities. | 

The remainder of 2,319 miles has | 
been reserved to permit addition | 
in the larger cities of distribution | 
and circumferential routes, essen- | 
tial as terminal connections of the | 
system. 

The additional designation of | 
interstate highway routes in the | 
cities will proceed simultaneous- 
ly with the further selection of | 
routes for addition to the fed- | 
eral-aid system in urban areas. 
The latter selection will embrace 
the former, and in addition will 
include the routes of substantial 
importance as arteries within the 
urban areas. 

The result will be a large ex- 
pansion of the existing federal-aid 
mileage in the urban areas, and | 
of course a corresponding increase | 
in the scope of application of the | 
federal urban-area funds. 

It is in its requirement of the 
planning of these systems, rather 
than in the appropriations it au- | 
thorizes for a short term of years, 
says Commissioner MacDonald, | 
that the great fundamental merit | 
of the 1944 act is to be found. | 

By the fact that the new system 
selection it requires will accom- | 
plish a complete functional classi- 
fication of all roads and streets, 
differentiating clearly between the | 
two general classes of arterial and 
land-service facilities in both ur- | 





Transport Code 
Mass of Laws Produced 


In Single Document 


NEW YORK.—A digest of all 
federal transport law has been 
completed by the Transportation 
Assn. of America, according to its 
executive vice-president, Donald D. 
Conn. 

Conn said that in the last 18 
months a group of legal experts 
has explored the entire U. S. trans- 
port code and produced in one 
document a comparative tabulation 
of all federal statutes. 

Noting that there are more than 
5C federal agencies either promot- 
ing, controlling or regulating trans- 
portation with no coordination be- 
tween them as to policies or activi- 
ties, Conn warned that no public 
service can long survive in private 
ownership under such a mass of 
unrelated and complicated regula- 
tions. 

_“The association through its na- 
tional panels of shippers, investors 
and regional forums,’ Conn con- 
tinued, “proposes to untangle these | 
Statutes and design new objectives 
of national policy and a _ system | 
of federal regulation which will | 
meet the present and foreseeable | 
needs of the country.” | 


ban and rural areas, the 1944 act 
is distinguished from the parent 
act of 1921, which provided for only 
a partial classification, and expe- 
dient first measure of planning. 


And by the further fact that 
the new classification and sys- 
tem selection is to be accom- 
plished by the joint decision of 
all affected jurisdictions, munici- 
pal, county, state and federal, 
the resulting new determination 
is stamped as a truly “federal” 
highway program. It will be 
rather a wholly unified or fed- 
erated program, requiring for its | 
realization the associated action 
of government at all levels. 


It will be the federal program 
only in the sense that it will de- 
fine or fix the purposes of future 
highway contributions of the na-| 
tional- government, with virtual 
certainty, for years to come, even 
as lesser purposes and objectives 
were fixed for more than two dec- | 
ades by the Federal Highway act 
of 1921. 

The great difference between the 











A Tacoma (Wash.) law re- 
quires a_ visiting motorist who 
intends to commit a crime to 
phone the police station that he 
is about to enter the city. 
new and the old programs, as far 
as the cities are concerned, is that 
the cities are to be as closely asso- 
ciated in the new, as they were 


of the old program. 


May Save 
Your Neck 





Have you had your automobile 
headlights, brakes and wheel align- 


ment checked la 
have everything 
these safety facto 
having Weaver 
ment. 

A Safety Lane 


HEADLIGHT TESTER 


tely? If not—you 
to gain by having 
rs checked by a shop 
Safety Lane equip- 


Test takes only a 


few minutes, and if correction work 
is necessary, your Weaver-equipped 
serviceman can do it quickly at a mini- 


mum cost. 


Weaver equipment is endorsed by 
leading car manufacturers and insurance 
companies—and is used by most Offi- 
cial Motor Vehicle Inspection Stations 
operated by states and cities. 


*TRADE MARK 
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DRIVE IN to your local 
automotive service shop 
displaying the Weaver 
Safety Service sign. 


e Safety Equipment for ove 


macap ew 
Equipment Show 


In Philadelphia 


PHILADELPHIA.—Formation of 
the Middle Atlantic Regional Auto- 
motive Show, Inc., has been an- 
nounced here by officers of the new 
enterprise. 

The announcement said the pur- 
pose of the organization will be to 
hold an automotive trade show in 
| this area which will make possible 
‘the spreading of first-hand infor- 
|mation by manufacturers of auto 
parts, equipment, accessories and 
supplies to wholesaler and retailer 
organizations in the Middle Atlantic 
states. 

Tentative plans of the new group 
| call for a show to be held in the 
| Commercial museum here the week 
| of May 23, 1949. 

Officers of the new organization 
include: George B. Shearer jr. of 
|Gaul, Derr & Shearer, president; 
George L. Worcester, Strasburger- 
Worcester Co., vice-president; 
George L. Fischer, J. H. McCul- 
| lough & Son, treasurer, and Charles 
H. Bauer, manufacturer’s repre- 





| definitely excluded at the inception | sentative, secretary. 


The committees are: 


43 
Finance—George Henderson, Roy 
Williams, Ed Ploss, Russ Weber 
and Fischer. 

Management — Ralph McConnell, 
Whitney Holmes, Joe Gordon, John 
Pagano and Worcester. 

Publicity and promotion — Mike 
Shapiro, Russ Case, John Rooney, 
Harold Zerbe and Bob MacPherson. 

Credentials and admission — Lu- 
ther Bachman, Eric Federschmidt 
and Fischer. 

The executive: Shearer, Worces- 
ter, Fischer, Bauer, Henderson, 
Shapiro, Bachman. 


Federal Hikes Prices 


On Ball Bearings 

POUGHKEEPSIE, N. Y.— The 
prices of Federal ball bearings were 
increased Oct. 1, it is announced by 
George R. Bennett jr., president, 
Federal Bearings Co., Inc., Pough- 
keepsie, N. Y. The rate of increase 
will vary with each different type 
bearing but will include the com- 
pany’s entire anti-friction bearing 
line, he said. 

Attributing the action to continu- 
ally mounting material and operat- 
ing costs, Bennett said, “While we 
have tried to absorb a major por- 
tion of these increased costs, it has 
become necessary at this time to 
put a nominal price increase into 
effect on our products.” 
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39 MILLION WEAVER ADS 


in POST, COLLIER’S and LIBERTY 


aud Profits! 


too, have everything to 


gain by repeatedly reminding car 


that “a Safety Lane check 
ve their neck!” 


The motoring public is becom- 


re “safety conscious” and 


Weaver is helping you capitalize 
on this factor by a broad pro- 
gram of Safety Lane advertising 


Saturday Evening Post, 


Collier’s and Liberty this year. 
Advertisements in these lead- 
ing magazines do’ go into your 
customers’ homes—reaching en- 
tire families with their forceful 
safety messages. They will bring 
new customers into your shop for 
safety check-up and service... 


ll add prestige and con- 
in all your service. 


A Weaver Safety Lane con- 
sists of a Brake Tester, Wheel 


ent Tester and Headlight 
This equipment may be 


purchased as a complete group or 
as separate units, 


eaver national advertising 
. equip your 
9 profitable Safety Lane 
See your Weaver jobber 
e us for complete detail: 


Ad at left appears cur- 

rently in The Saturday 

Evening Post, Collier’s 
and Liberty. 


WEAVER MFG. CO., SPRINGFIELD, ILL.,U.S.A. 
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Gans Named to Head 


Research at Arco 

Appointment of Dr. David M. 
Gans as director of research of the 
Arco Co., manufacturer of automo- 
tive, industrial and other special 
coatings, is announced by Howard 
E. Wise, president. 

Dr. Gans, a graduate of the Uni- 
versity of Chicago, comes to Arco 
from the Quaker Chemical Prod- 
ucts Corp., Conshohocken, Pa., 
where he has been technical direc- 
tor since 1945. He was associated 
with the Interchemical Corp. and 
its subsidiary, United Pigment and 
Color Co., from 1935 to 1945, serv- 
ing the last six years as assistant 
director of research. 

* * * 


Baker-Raulang Names 


Two Sales Representatives 
The Baker Industrial Truck divi- 
sion of Baker-Raulang Co. an- 
nounces the appointment of two 
district sales representatives. 
Fred R. Ramsen was named to 
the company’s district comprising 





| Southern Illinois and Eastern Mis- 


souri. W. B. Landers was named 
to represent the firm in Southeast 
Texas. 

+ + * 


Stewart-Warner Promotes 
Minteer to Secretary 


Promotion of James I, Minteer 
to the post of secretary of Stew- 
art-Warner Corp. is announced by 
James S. Knowlson, president and 
board chairman. Minteer had 
been assistant secretary and as- 
sistant treasurer since 1943, and 
his appointment fills the vacancy 
created by the death of A. R. Ben- 
son July 31. 

Minteer joined Stewart-Warner 
in 1942 as fiscal agent of the 
Green River Ordnance Plant, Am- 
boy, IIL, governmeat munitions 
plant operated by Stewart-War- 
ner during the war. Prior to 1942 
Minteer maintained his own mort- 
gage, real estate and insurance 
business in Chicago, following 


several years of banking work as 
trust department manager and 








the Choice 


Because only Delco 
provides All Types 
of Shock Absorbers 


‘ip AN Care 


A look at the field tells you immediately that you can 
roll up bigger profits with the Delco line. For Delco 
alone makes available the right type of shock absorber 
for every make of car. Whether it's a single-acting or 
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subsequent bank liquidation du- 
ties for the Illinois state auditor’s 


office. 
+ * . 


L-O-F Names Crowley, Dodge 
Co-Managers at Toledo 


| 


announced that its East Toledo) 
Plate and Laminating plants will be 
co-managed by Joseph P. Crowley 
}and Henry M. Dodge. 

The company also announced the 
appointment of Charles A. Miller jr. 
as general superintendent of. the 
Plate plant while G. L. Morrison 
was named to a similar post at the 

Laminating plant. 


* aa * 





Standard Products Reports 
| Shifts in Executive Staff 


Two executive changes in the or- 
| ganization of the Standard Prod- 
| ucts Co., Cleveland, have been an- | 
| nounced following an annual mect- 
|ing of the board of directors. 
Dr. J. S. Reid, one of the foun- | 
| ders of Standard Products, inven- 
|tor and developer of many of its 
products and machines, became 
chairman of the board and Harry | 
D. Myers, former executive vice- | 


double-acting, a knee-action or a direct-acting shock 


your customer needs, you've got it when you've got the 
Delco line. The 65,000,000 Delco units on the road 
today insure you a continuing ‘‘live’’ market for replace- 
ment and repair. And, even with all the outstanding 
advantages that make them the original equipment 


leader, Delco shock absorbers are 


sold at a price that is competitive with 
even the ‘bargain lines.’’ For greater 
money-making opportunities, sell 
Delco leadership . 
quality, one price. 
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DELCO SHOCK ABSORBERS 


Available Everywhere Through 


UNITED MOTORS DISTRIBUTORS ~<.<°7 


president, was named president and 
general manager. 

Other changes included the elec- 
tion of Raymond H. Berry, mem- 
ber of the Detroit law firm of 
Berry, Stevens, Barbier & Evely. 
to the board of directors, and the 


Libbey-Owens-Ford Glass Co. has | elevation of R. E. McIntyre to com- 


pany treasurer. 
For PT Work 
Packard’s Brodie Honored 


By Veterans’ Group 
George H. Brodie, assistant to 


| the president of Packard, has been 
|awarded an honorary membership 


in the National PT Veterans’ Assn. 
in recognition of the top role he 
played in Packard’s exclusive pro- 
duction of 13,000 PT-boat engines 
during World War II. 

The award was authorized by 
organization’s third annual 
convention at Boston earlier this 
month. Approximately 100,000 vet- 
erans saw wartime service on PT 
boats. 

Jack T. McCabe of Detroit, na- 
tional junior vice-commander who 
worked under Commander John D. 
Bulkeley of “They Were Expend- 


_SERVICE_ SECTION 


able” fame, led a delegation of fiv: 
Detroit squadron members in the 
brief ceremony at the Packarc 
plant. 


* * 


Weldaloy Names Schroeder 


As Vice-President 


O. R. (Bob) Schroeder has been 
appointed vice-president of devel- 
opment and engineering of the 
Weldaloy Products Co., Detroit, 
according to James O’Grady, presi- 
dent. 

Schroeder was formerly director 
of metallurgical research for Great 
Lakes Steel Corp. 


Cleveland Stamping Firm 


Bought by Ardussi 


Wallace F. Ardussi, sales and 
engineering executive, announces 
he has purchased Variety Machine 

ae & Stamping Co., 
Cleveland. The 
company has 
been operating as 
a high produc- 
tion manufactur- 
er of metal 
stampings, as- 
semblies, and 
tools and dies for 
the past 27 years. 

Manufacturing 
facilities are 
available for 
making a broad variety of sheet 
metal dies and for producing 
stampings up to 54 inches in size 
and 7/16 inches thickness, Ardussi 
said. From 1945 to February, 1948, 
Ardussi served as a Hupp Corp. 
vice-president. 

* + * 


New Departure Promotes 


Four on Sales Staff 


Frank J. Miller, general sales 
manager of New Departure divi- 
sion of General Motors Corp., an- 
nounces the following appoint- 
ments in the sales staff effective 
immediately: 

Lorne F. Lavery, formerly man- 
ager of the Detroit office, becomes 





W. F. Ardussi 


| assistant general sales manager at 


Bristol, Conn.; Charles D. McCall, 
formerly manager of automotive 
sales at Detroit, succeeds Lavery 
as manager of the Central region; 
Howard A. Offers, sales engineer 
in the Chicago territory, becomes 
manager of the Midwestern region 
with headquarters in Chicago; 
Raymond J. Lynch, formerly en- 
gineer of the Chicago office, is now 
supervisor of engineering for the 


Central and Midwestern regions. 


| Henderson Ready to Take 


Vice-Presidency at Bliss 


William F. B. Henderson is re- 
turning to Detroit to take a posi- 
tion in an executive capacity 
with the E. W. Bliss Co., it is 
announced. Henderson will be 
appointed executive vice-presi- 
dent and elected to the board of 
directors, according to M. M. 
Smith, president. 

Henderson was formerly gen- 
eral manager of Briggs Mfg. Co.’s 
Plumbing division and, for the 
past four years, executive vice- 
president and director of Clear- 
ing Machine Corp., Chicago. 
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After World War I he was asso- 
ciated with Maxwell Motors and 


| Budd Mfg. Co. 


Seiberling Promotes Fouche 


To Head Products Sales 


J. A. Fouche is the new manager 
of the diversified products sales de- 
partment of Seiberling Rubber Co 

Fouche’s promotion was an- 
nounced by Col. J. L. Cochrun, 
vice-president in charge of sales. 
He had been assistant manager of 
the department, which supplies 
automobile accessories and related 
merchandise to Seiberling tire 


dealers. 
+ + + 


Carr Heads Morse Sales 


Morse Twist Drill & Machine 
Co., New Bedford, Mass., an- 
nounces the appointment of A. L. 
Carr as sales manager. Carr was 
formerly assistant sales manage: 
and has been with Morse 32 years 


* * * 


Millichamp Appointed 
Appointment of Gordon V. Milli- 
champ as manager of the Pennsy!- 
vania Rubber Co.’s New York sa!es 
branch is announced by R. B. Cave 
vice-president in charge of sale: 


eens 


ee 


--—_ MUN ————_ vl ee 





SE! 


LW 


Hof 

w 
supp 
eign 
al I 
poin 
agri 
the 
nom 
at V 
G. ¢ 
dent 

He 
ices 
ernn 
ques 
adm 

— 
ECA 
of 
farm 
said, 
risor 
butic 


Fore 
To! 


Wi 
perir 
point 
Ford 
Your 
presi 
ing. 

Bu 
17 y 
Car 
spent 
in N 
techr 
He v 
rier, 
seng 


Ban 


To | 

Th 
Bank 
of Ke 
by E 
and | 

Ba: 
sity ¢ 
K-F’s 
prior 
wher 
He v 
Willc 


Mau 


U.S, 
To H 
She 
ed me 
ment 
accor¢ 
ager, 
Rubbe 
Fish 
Sales 





10% 


ff fiv: 
n the 
ckarc 


er 


been 
jevel- 
' the 
troit, 
presi- 


‘ector 
Great 


and 
unces 
chine 
Co., 
The 
has 
ig as 
»duc- 
ctur- 
etal 
, as- 
and 
s for 
ears. 
iring 
are 
for 
sheet 
icing 
size 
lussi 
1948, 
Yorp. 


sales 
divi- 

an- 
pint - 
otive 


nan- 
ymes 
r at 
Call, 
tive 
very 
‘ion ; 
neer 
mes 
gion 
AgO; 
en- 
now 
the 
is. 


»si- 
‘ity 


ine 
an- 
LL 
Was 
ger 
ars 


iNi- 
3\1- 
Les 
ive 
le 


SS 


SERVICE SECTION 





|-H’s Harrison Joins 
Hoffman at ECA 


Willard Morrison, manager of 
supply and inventory for the for- 
eign operations of the Internation- 
al Harvester Co. has been ap- 
pointed deputy director of the 
agricultural machinery branch of 
the industry division of the Eco- 
nomic Cooperation Administration 
at Washington, it is announced by 
G. C. Hoyt, executive vice-presi- 


Auto Personnel 


| 
|made a salesman later that same 
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year and in 1947 was appointed 
assistant district manager at Bos- 


ton for U. S. Tires. 
* * + 


Baldwin Heads Merchandisinz 
At Bridgeport Brass 


A. Rand Baldwin has been ap- 
pointed merchandise manager of 
the resale tire valve and accessory 
division for Bridgeport (Conn.) 
Brass Co., it is announced by Aus- 





dent of the Harvester company. 


Hoyt stated that Morrison’s serv- 
ices were being loaned to the gov- 
ernment by Harvester at the re- 
quest of Paul G. Hoffman, ECA 
administrator, and his associates. 


“The efficient handling of the 
ECA’s farm machinery program is 
of major importance to the whole 
farm equipment industry,” Hoyt 
said, “and we feel confident Mor- 
rison can make a valuable contri- 
bution toward that objective.” 

= = * 


Ford Promotes Burnett 
To New Engineering Post 


William Burnett, chief Ford ex- 
perimental engineer, has been ap- 
pointed assistant chief engineer for 
Ford passenger cars by Harold T. 
Youngren, Ford Motor Co., vice- 
president and director of engineer- 
ing. 

Burnett joined Ford in 1946 after 
17 years with the Cadillac Motor 
Car Co. During World War II he 
spent 13 months with the U.S. Army 
in North Africa and Italy as GM 
technical observer for the M-5 tank. 
He will report to Howard S. Cur- 
rier, chief engineer for Ford pas- 


tin R. Zender, vice-president in 
charge of sales. Baldwin was for- 
merly assistant manager of the 
accessories sales for A. Schrader’s 
Son. He has also been a vice-presi- 
dent of the Southern California 
Automotive Boosters. 

* * 7 


Herbst, Conklin Named 
To Dodge Sales Posts 


Two appointments in the sales 
department of Dodge have been an- 
nounced by General Sales Manager 
E. C. Quinn. 

D. F. Herbst was named Detroit 











city manager, while R. L, Conklin 
was appointed Kansas City manager. 
* > * 


ACF-Brill Names Danjus 


ACF-Brill Motors Co. announces 
the appointment of Arthur R. Dan- 
jus as manager of parts distribu- 
tion, succeeding C. C. Rinker, re- 
signed. Danjus will direct all parts 
operations for both ACF-Brill and 
Hall-Scott products. 


* * * 


Faber Gets Oil Post 


Louis Faber, executive secretary 
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of the Milwaukee Retail Gasoline 9 von 600s PITCH IN Posting deste! service maneues from te Cinclonatt zone visit pre 
‘ontiac plant as a part o eir reward for winning the Pontiac ''On the Ball"' contest. Pic- 

Dealers Assn., has been named 4 tured are: Fred Bassemeyer, Fowler Willett, Russell Lare, Doyle Bloss, Herbert Slaughter, 
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Perry, assistant general sales manager; W. |. Gibson, sales administration; H. J. Hales, gen- 
assistant general 
school instructor. 





Loney Promotes Two eral service manager B. B. Kimball, advertising manager; R. L. Murray 
z | service manager; R. E. Markusen, Chieftain editor; J. C. Harbaugh, chief 


G. William Thibault has been | 
named general manager in charge 
of sales and production at Loney 
Co. Also announced was the pro- 
motion of Robert J. Zaebst to as- 
sistant sales and production man- 
ager. 











zation of agriculture, has been| Trucks, Inc. Rice joined Mack in 
awarded an honorary degree of| 1921. He replaces the late H. S. 
doctor of science by Queens Uni- | Conklin. 
versity, Belfast, Northern Ireland. GF. 82 
ip. * Gy | Airline Promotes Smith 
. Rice Gets Mack Post Capital Airlines announces the 
Ferguson Gets Degree Appointment of A. W. Rice as | appointment of Kenneth C. Smith 
Harry Ferguson, inventor of the| company auditor is announced by/as district sales manager of its 
Ferguson System for the mechani-!C. T. Ruhf, president of Mack | Detroit office. 


* * * 











senger cars. 
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Banks Named Assistant 


To K-F Factory Manager 


The appointment of John V.}| 
Banks as assistant factory manager | 
of Kaiser-Frazer Corp. is announced | 
by Edgar F. Kaiser, vice-president 
and general manager. | 

Banks, a graduate of the Univer- 
sity of Idaho, was chief engineer at 
K-F’s Long Beach (Calif.) plant 
prior to coming to Willow Run, 
where he has been chief inspector. | 
He will serve under John Tacke, 


Willow Run factory manager. 
* * af 


Maugham Promoted 


By American Airlines 


Ralph S. Maugham, assistant to | 
R. E. S. Deichler, vice-president of | 
sales, American Airlines, has been | 
named to the new post of interline | 
sales manager. 

Maugham, a veteran air trans- 
portation official, will be responsible | 
for the development of passenger | 
and cargo business to and from | 
other carriers. He will work under 
T. P. Gould, director of passenger | 
sales for American Airlines. 

aa + + 


McIntyre Succeeds Newlin | 
| 
| 


As President at Newgren 


Directors of the Newgren Co. 
have elected C. S. McIntyre as 
president to succeed George M. | 
Newlin, who has resigned. 

McIntyre also is vice-president 
and sales manager of the Monroe | 
Auto Equipment Co, and of the | 
American Bantam Car Co., parent | 
company of Newgren, now con- | 
trolled by Monroe and managed | 
by Monroe officers and directors. 
In his new capacity, McIntyre 
will coordinate the management 
of all three companies in sales | 
and kindred activities, | 

* * * 


Winter Named Vice-President, 
Engineering Chief by Eaton 

M. P. Winter, former president | 
of Dynamatic Corp., Kenosha, Wis., 
has been named vice-president and 
engineering director of Eaton Mtg. 
Co. Dynamatic Corp. was absorbed 
by Eaton in 1946. 


* * * 


U.S. Rubber Names Fisher 
To Head Dealer Program 


Sheldon Fisher has been appoint- 
ed manager of the dealer develop- 
ment department for U. S. Tires, | 
according to J. C. Ray, sales man- 
ager, U. S. Tires division, U. S. 
Rubber Co. 

Fisher joined U. S. in 1946 as a 
Sales assistant in Boston. He was 
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EQUIP EVERY CAR YOU SELL WITH A 


Glove Compartment Gauge 


It’s LOW COST 
TIRE LIFE INSURANCE 


It’s only natural that car buyers want to get EXTRA 
safety, EXTRA mileage, EXTRA comfort out of 
their new tires. Be sure there’s a handy gauge in the 
glove compartment of every car you sell. 

Many miles of tire life and comfort can be LOST if 
exact pressures are not maintained at all times. This is 
especially true with extra low pressure tires. 

So include a Schrader Glove Compartment Gauge 
as “optional equipment”’ that goes with every car. 
Your customers will thank you when they get greater 
safety, longer tire life, freedom from flats, finer riding 
and steering comfort, and a way to check tire pres- 
sures, wherever they are. 

See your regular supplier today for a complete 
stock of world-famous Schrader Gauges. 


Schrader 


PRODUCTS 
CONTROL THE 





World's Largest Manufacturer of Tire Valves, Gauges and Accessories 


GOOD WILL AND EXTRA DOLLARS FOR YOU! 


1. Big Half-page Advertisements in p» 
November Saturday Evening Post and 
Country Gentleman tell why car 
owners should have their own per- 
sonal gauge. 


2. Streamers, prominently displayed, 
are constant reminders to your cus- 
tomers to own their own handy gauge. 
v 





3. Giant Display Poster in color for > 
use in sales and service areas drives 
home the same important message. 





Schrader gives you absolutely free, the above tie-in advertising 


materials. You get them by simply mailing this coupon. Vv 
— e 
; A. Schrader’s Son—P.O. Box 240, Brooklyn 1, N.Y. ‘ 
’ 
: ; Send me at once: ; 
; Display poster 28 x 42 0D) 
A. SCHRADER'S SON } ee . 
: of ' eprints of advertisemen 
turing Company, Incorporated Name & Title et ee ie deans ' 
BROOKLYN I7, NEW YORK Company a 
Address ; 
1 


City Zone. 





State. } 
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By Jim White 
Associate Editor 

Nash Motors soon will launch 
the largest national advertising 
campaign in its history to intro- 
duce its 1949 models, it is an- 
nounced by N. F. Lawler, director 
of advertising. 

The advertising schedule, twice 
the size of Nash’s largest previous 
program, will be carried by 1,200 
newspapers in 1,093 cities nation- 
wide, supplemented by national 
magazines, billboards and radio. 
Four-color covers and two-page 
spreads in national magazines will 
carry the campaign through the 
end of the year. Over 7,000 bill- 
boards will display the new car. 

Agency for Nash is Geyer, Newell 
& Ganger. 


* « 


Dealers Sportscasts 
Three Hudson dealers in Detroit— 
Walker Motors, Gil Schaefer Down- 
town Hudson Co, and Jim Golds— 
are sponsoring a pre-game board 
of strategy during football season. 
The half-hour show, aired over 


| 


Affecting Factories & Dealers . . . 
Auto Advertising 











WJIBK, Detroit, features Ed 

Hayes, Detroit Times sports 
writer, and former college grid- 
iron stars Bob Chappius and 
Bump Elliott of Michigan, Johnny 
Lujack of Notre Dame, and Bobby 
Layne of Texas. The show is 
heard every Thursday evening 
when the five pick their winners 
for the forthcoming weekend 
games, 

In addition to the Hayes show, | 
the same dealers sponsor a ten- 
minute sportscast by Joe Gentile 
from the same station five nights 
per week. The broadcast originates 
in the newsroom of the Detroit 
Times and features up-to-the-min- 
ute news of sporting events of the 
day. The show has been signed for | 
12 consecutive months. 

+ + + 


Automakers TV 
Television continues to attract an 
ever-increasing number of automo- 


| 
| 
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| won the sponsorship of Chevrolet | 





tive manufacturers and dealers as 
sponsors for special and regularly | 


scheduled events on local and na- 
tional network hookups. 

Kickoff program for the inaug- 
ural broadcast of the new tele- 
vision facilities of WdIJBK-TV 
(CBS), Detroit, this month (Oct. 
24) will be The Ford Theatre. Ac- 
tual production will occur in New 
York a week earlier but the show 
will be rebroadcast in Detroit the 
following week, 

Televising of the presidential elec- 
tion returns this Nov. 2 has already | 


and Nash. Chevrolet will cover the | 
returns nationally over NBC with 
a staff of 300 announcers, rewrite 
men, tabulators, editors and en- 
gineers. |= 

Nash will televise returns over | 
CBS hookups in New York, Bos- 
ton and Philadelphia. Regular 
broadcasts will include 167 sta- 
tions on the network. 





| Palace Corp. 


coaches. 
ods. 


Ten years ago, 5,000 trailercoaches were made annually in the U. 
Production this year is expected to exceed record of 76, 





TRAILER ASSEMBLY—Die-stamping aluminum trailercoach panels in Kansas City plant of 


f 5 Panels are shipped to Flint, where they are assembled on trailer bases in what 
| is said to be the trailercoach industry's first adaptation of automotive production methods 
Five basic panels are joined in various combinations to form different sizes of Palace trailer- 


S., by hand meth- 
000 units produced in 1947. 


On a local scale, dealers every- | Palace makes more than 7,500 a year. Sales patterns of trailercoach industry tend to follow 


where appear to be getting on the | 


automotive lead, with many trailerists ‘trading in'’ used units on new models. 








bandwagon with sponsorship of 
sports events, newscasts, special 
events and regular features. 

For the second year, University 
of Michigan football game tele- 
casting is being sponsored on 
WW4J-TV by the Oldsmobile deal- 
ers of Metropolitan Detroit. All 


the live broadcasts, motion pic- 
tures of all out-of-town games 
will be telecast on Tuesday eve- 
nings following the games. 

Chevrolet dealers in Detroit are 
| sponsoring weekly news features 
five Wolverine home games are |for 20 minutes over WW4J-TV. 
being televised directly from the | Dodge dealers in New York City 








Give Faster, Better Service 


and Increase Profits with this 


% The Manzel “172-S” 
Floor Crane, priced at 
$275.00, is 72” high, 32” 
wide, with a load capacity 
of 1 ton. Other models 
available to 96” in height, 
46” in width and 2 ton 
capacity...and special mod- 
ifications for your particu- 
lar needs. 








ope 


One man can easily operate the Manzel Floor Crane. He 





can lift heavy, bulky loads; move them around stationary 
objects and through tight aisle spaces; inside or outside... 
without fear of rough floors, sudden obstructions, or sharp 
turns. The Manzel Floor Crane cuts labor costs...eliminates 
costly structural supports, trolleys and switches...takes the 


lift to the job not the job to the lift. 


That’s why Manzel makes this 
outstanding offer: 


We will ship a Manzel “172-S”* Floor Crane at our expense 
to any well-rated service establishment for 30 days trial. 


Unless you are convinced that it will definitely 
save time and money, you need not pay a cent. 
Just ship it back to us, freight charges collect. 


Write today. 


315 BABCOCK STREET, BUFFALO 10, N. Y. 


Michigan stadium. In addition to | are sponsoring showings of the New 


York Giants football games and 
Dodge dealers in Los Angeles are 
doing the same thing for UCLA and 
USC fans on the West Coast. 

Ford dealers sponsored a two- 
hour wrestling program last year 
and K-F dealers on the East Coast 
sponsored an amateur program over 
the Dumont network serving cities 
from Boston to Philadelphia, 

Jerry Lynch, Detroit used-car 
dealer, sponsored television shows 
of the midget auto races through 
last summer in addition to regular 
broadcasts twice weekly. 

According to television men, the 
mood is catching on fast among 
dealers and factory officials. 

* * o 


K-F Publication Grows 


Kaiser-Frazer Corp. tripled the 
circulation of its bi-weekly Deal- 
er News with publication of its 
issue of mid-September. At the 
same time, the eight-page tabloid 
appeared on 70-pound enamel 
stock in place of the former 50- 
pound offset. . 


The Dealer News is published 
at Willow Run and distributed to 
domestic and foreign dealers and 
distributors as a sales aid. Cur- 
rent circulation is over 60,000 
| copies, 

* * + 


| Latin Sunday Section 


A four-day meeting of publish- 
ers of South American newspapers 
was held in New York recently to 
discuss the problems of launching 
a four-color Sunday magazine sec- 
tion in Spanish and Portuguese. 
They represented newspapers in 
| the countries of Central and South 
America, Cuba, Puerto Rico, Costa 
Rico and Mexico. 


Although some 900 newspapers 
are published in Latin America 
with circulations ranging from 
1,000 to 450,000, not one of them 
distributes a pictorial Sunday mag- 
azine section that compares with 
U. S. printings, it was pointed out. 
A proposed Revista Semanal, with 
a four-color cover, was shown at 
the meeting. Publishers expect its 
eventual circulation to be 1,500,000 
copies per week, first issues to ap- 
pear at the tum of the year. 

* + 


On Ice 


Dodge dealers of greater De- 
troit are sponsoring the broad- 
| casts of the Detroit Red Wings’ 
30 home hockey games and 15- 
minute resumes of out-of-town 
games during the 1948-49 season. 


Beginning with the Detroit 
team’s opening game on Oct. 13, 
in Detroit, the broadcasts will be 
carried by Detroit station WJBE, 
with Al Nagler, the station’s 
sports announcer, describing the 
action. Detroit Dodge dealers 
sponsored the first broadcasts of 
regularly scheduled Red Wings 
| games in 1935 and the Stanley 
| Cup playoffs last year, with 
| Nagler announcing both. 

* * + 


| Times Linage Up 

Advertising in the New York 
| Times for the first nine months of 
|this year reached a new all-time 
| high of 25,190,651 lines, a gain of 
| 1,480,776 lines—or 6.25 percent—over 
| 1947. 





oa 





” * * 


pees 

M. J. (Bob) Casey, vice-presicent 
lof Ruthrauff & Ryan for eigiit 
years, has joined Fletcher D. Rich- 
|}ards, Inc.. New York, as a vi-e- 
president. 


| 
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| Increased Levies or 


In Half of Legislatures 


States to Tax Auto More 
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Bond Issuance Up 


(Continued from Page 42) 


seven to nine cents a gallon—the 
highest in the country—to provide 
more highway revenue. 

MAINE — Legislature next year | 
may be asked to make permanent 
the two-cent gasoline tax increase, 
from four to six cents a gallon, 
which was enacted last year on/| 
temporary basis. Reduction of the | 
tax also has been proposed. In 
addition to its regular free highway 
system, Maine this year placed in 
operation a 47-mile toll superhigh- 
way between Portland and Kittery. 
Plans call for eventual extension of 
the toll superhighway from Kittery 
to Fort Kent. | 

MARYLAND—No further pro- | 
posals for higher taxes reported. 
Gasoline tax was increased last | 
year from five to six cents a gal- | 
lon. | 

MASSACHUSETTS — Although a 
$100,000,000 bond issue, proposed as 
the initial step in a $700,000,000 | 
long-range highway modernization | 
program, failed to get through leg- | 
islature this year, it is regarded as | 
virtually certain to be revived next | 
year. Also likely to come up again 
are several bills, rejected this year, | 
to boost gasoline taxes. Toll roads 
also will again be proposed. A state 
constitutional amendment to out- | 
law highway fund diversion will be 
on November ballot. 

* 








ICHIGAN — Sidetracked during 
+ a special legislative session this 
year, increased automotive taxes 
will be brought up again in 1949. | 
In anticipation of this, the special | 


session “advanced” $5,000,000 to 
counties for road purposes, the | 
funds to be repaid if increased | 


gasoline and weight taxes are en- 
acted next year. A bill boosting 
Michigan’s gasoline tax from three | 
to four cents a gallon was vetoed 
last year by Gov. Kim Sigler on the | 
grounds that such action should be 
deferred pending study of the)! 
state’s highway needs. This study, 
since completed, estimated the 
state’s long-range highway needs in 
excess of $2,000,000,000. 

MINNESOTA —A_ one-cent in- 
crease in the state gasoline tax, | 
from four to five cents a gallon, 
and a 50 percent boost in motor ve- 
hicle fees have been proposed by 
state legislative interim committee | 
on highways. These proposals may 
be reduced if Minnesota voters de- | 

feat at November election a pro- 
posed state constitutional amend- | 
ment increasing the allocation of 
gasoline tax revenues to counties | 
from one-third to one-half. Minne- | 
sota legislators also reported inter- | 
ested in the possibilities of express 
toll highways from the Twin Cities 
southeast to Chicago and north to 
Duluth. 

MISSISSIPPI — A state legisla- 
tive highway study committee in- | 
dicated it would petition for a 
special legislative session to act 
on a comprehensive farm-to- 
market road program, to be 
financed by a proposed one-cent 
gasoline tax boost. 

MISSOURI—A_ proposed state 
constitutional amendment to appear 
on November ballot would increase 
state gasoline tax from two to 3% 
cents a gallon, with additional reve- 
nue earmarked for county roads 
and city streets. Municipal gasoline | 
taxes, now levied by St. Louis, Kan- 
sas City and a number of other 
Missouri cities, would be abolished. 
This amendment. proposal was ap- 
proved by the legislature as an al- | 
ternative to straight two-cent gas | 
tax boost, which wouldn’t have af- 
fected local taxing powers. If 
amendment is defeated, a gas tax 
increase for state highways will 
again be proposed in the 1949 legis- 
lature. 


* + * 


ONTANA—Gov. Sam C. Ford 
who claims new highway reve- 
nues are needed to prevent loss of 
future federal allocations and to 
meet maintenance requirements, | 
has named a statewide committee | 
to help draft recommendations to 
legislature. Possible sources of 
additional revenue under study in- 
clude increases in state taxes on 
gasoline and diesel fuel and enact- | 
ment of a ton-mile or gross tonnage | 
tax on trucks and buses. 
NEBRASKA—Higher gasoline 
and other automotive taxes, as well | 
as the use of general tax funds, | 
have been proposed to an interim | 
committee studying highway financ- | 


ing. Gov Val Peterson has declared 
the state needs additional revenues 
to match federal aid. 


NEVADA — No current indica- 
tion as to what, if any, proposals 
will be made to the 1949 legisla- 
ture for additional highway funds. 
The 1947 legislature authorized a 
gasoline tax increase of 1% cents 
per gallon, with the proceeds pay- 
able to counties wishing such a 
levy to be imposed within their 
boundaries. 


NEW HAMPSHIRE — Increased 
gasoline taxes or bond issuance, or 
both, may be proposed to 1949 legis- 
lature. Last year’s legislature ap- 
proved highway bonds but rejected 
gas tax boost. Plans recently were 
given final approval for construc- 
tion of an express toll highway 
along the state’s 18-mile coastal 
region. 

+ * + 
EW JERSEY—A bill just en- 
acted by the legislature creates 
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accumulation of surplus highway 
funds being used up, with several 
proposals already advanced for ma- 
jor highway bond issuance to 
finance an expanded construction 
program, 


* * 


ORTH DAKOTA—Increased 
4% gasoline taxes, turned down 
last year, may be proposed again in 
1949. Now using $12,360,000 in high- 
way revenue anticipation certifi- 
cates authorized by initiated act in 
1944. 

OHIO—Legislation will again be 
proposed to permit the construction 
of a network of toll highways. A 
one-cent gasoline tax boost sug- 
gested to provide additional reve- 
nue for free highways. 

OKLAHOMA—Additional high- 
way revenue will be sought in 

1949 legislative session, with con- 

troversy expected as to choice be- 
tween bond issuance or gasoline 
tax increase. Outcome of addi- 
tional surveys and _ estimates 

awaited before final decision on a 
proposed toll highway between 

Tulsa and Oklahoma City. 

OREGON—Higher gasoline taxes, 
increased motor vehicle license fees, 
and bond issuance are among the 
proposals heard by an interim legis- 

(Continued on Page 53, Col. 1) 
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FAST GROWING BUS LINE—M. 8. (Pete) Day, owner of Chevrolet dealership at Odessa 


and Oak Grove, Mo., is also a partner in the Day-Baker Bus Co. The bus company was 
established two years ago by Day and his son-in-law, A. L. Baker, to take care of the 
| transportation problem of local schools. Started with two buses, this year the fleet has 
| expanded to 15 leased to schools all over the state. Day-Baker Bus Co. uses Chevrolet 
| chassis mounted with Blue Bird bus bodies for its routes. Day has been associated with 
| Chevrolet since 1919. Day (left) and Baker are standing with the buses. eee 
|a state turnpike authority to con-| jected last year, a gasoline tax in- 
| struct and maintain toll highways.| crease may be proposed again in 
|Measure was called first step in| the 1949 legislature. 
long-range highway construction NEW YORK—Funds available 
program, over-all needs of which] to finance construction which can 
were estimated at between $400,000,-| be absorbed under current condi- 
000 and $700,000,000. The toll road! tions, but state officials have 
plan was advocated by Gov. Alfred| warned additional revenues even- 
E. Driscoll as an alternative to an| tually will be necessary to meet 
earlier contemplated $125,000,000| state’s long-range needs, esti- 
highway bond issue. mated in excess of $2,000,000,000. 
NEW MEXICO—<Although re- NORTH CAROLINA — Wartime 











1950 models like hot cakes! 












«++ that’s what Thousands of Car Dealers are 
doing by Building Customer Goodwill JOZ4V/ 


Accurate, speedy diagnosis of engine troubles means increased customer 
goodwill... goodwill that pays-off in future car sales. It also means 
elimination of costly ‘comebacks’, faster turnover in your repair 
department with more profit per job! That's why hundreds of car dealers 
are installing SUN Motor Testing Equipment every week. They know 
that SUN Equipment ends profit-eating guesswork... .they know they can 
rely on SUN'S 400-Man Service Organization to thoroughly train their 
mechanics and give them prompt, efficient service on 24 hour notice. 























What’s more, it doesn’t cost a cent to try SUN Motor Testing 
Equipment in your own shop... get the details on 
SUN’S Profit-Proving Plan TODAY! 
R.280; 
Oe a OE SY mee ME Re mY OE SU IR RG 


This Coupon brings you Illustrated Cata- 
log containing latest data on SUN’S com- 
plete line of Automotive Test Equipment. 


SUN ELECTRIC CORPORATION 
6327 Avondale Avenue @ Chicago 31, Ill. 
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i ssecn ZONE STATE 

Pe Ge GRE KE Co OPT MO RE GR Me! GT ee ES 








AUTOMOTIVE NEWS, OCTOBER 11, 1948 


epandea Parts Plant Opened 
By Ford at Ypsilanti 


By Bob Gordon 
Staff Writer 

YPSILANTI, Mich.—An enlarged 
and expanded starter and generator 
plant was formally opened by the 
Ford Motor Co. here Oct. 1. Com- 
pany engineers believe the new 
plant will double the production of 
the old plant. 

The fifth new plant opened by 
Ford in the last year, the Ypsilanti 
factory is also headquarters for the 
entire Parts and Equipment Manu- 
facturing division of the company. 

Roscoe M. Smith, general man- 
ager of the division, made the open- 
ing address while Nance G. Da- 
moose, Ypsilanti city manager, wel- 





comed the company. 

The entire construction program 
added 145,000 square feet of floor 
space to the old plant, 82,000 of it 
devoted to manufacturing opera- 
tions. 

Additions included an east wing 
measuring 390 by 160 feet, a west 
wing 390 by 50 feet and an office 
wing 370 by 40 feet. 

Rounding out the expansion pro- 
gram, contractors built an oil house 
60 by 135 feet and a transportation 
garage 60 feet square. 

Designed to employ 1,800 people 
at full production, the factory sup- 

plies generators, starters and igni- 
tion coils for all Ford assembly 









ARTIST'S CONCEPTION—Most of the modernization on the building of Berl Berry (Ford), 


Kansas City, has been completed and is now in use. 


department. 


plants. heute contbiation is rated 
at 1,000 generators, 850 starters and 
750 ignition coils. 

The expansion of the Ypsilanti 
facilities involved the consolida- 
tion of two nearby smaller plants 
at Phoenix and Milan, Mich. 
Transfer of manufacturing opera- 
tions from those cities required 
shutdowns of only 10 days each, 





Still under construction is the truck 


| the company said. 
| In addition to the talks by Smith 
|and Damoose at the dedication cere- 
mony, there were addresses by Del 
S. Harder, vice-president and direc- 
tor of manufacturing of the Ford 
company, and by Ernest H. Cha- 
pelle, Ypsilanti superintendent of 
schools. 

Other company officials at the 
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ceremony included Carl Unruh, in 
charge of Ford purchasing; Logan 
Miller, general manager of Ford’s 
Rouge auto manufacturing opera- 
tions, and Max Weismyer, general 
manager of Ford assembly opera- 
tions. 

After dedication, the plant was 
opened to visitors and several hun- 
dred people inspected the assembly 
lines and work benches. Employes 
were stationed throughout the plant 
to explain the work performed. 


Gengras Cited by Ford 


The employes and management 
of Gengrass Motors, Inc. (Ford), 
Hartford, Conn., have been cited 
by Ford Motor Co. for outstanding 
performance during the last year. 
A special certificate of merit and 
a plaque were presented to Harry 
D. Weller jr., president of the com- 


pany. 
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The following advertised delivered prices 
are based on factory retall prices at the 
factories. They include dealer delivery 
and handling charges and federal taxes. 
They do NOT inelude transportation 
charges, state sales taxes, or optional 
equipment. 

BUICK—Special ‘‘40’’—4-dr. sed., $1,809; 
2-dr. sed., $1,735; Super ‘‘50’’—4-dr. sed., 
$2,087; 2-dr, sed., $1,987; conv., $2,518: 
stat. wag., $3,124; Roadmaster ‘‘70’’—4-dr. 
sed., $2,418; 2-dr. sed., $2,297; conv., 
$2,837; stat. wag., $3,433. 

CADILLAC—Series 61—4-dr. sed., $2,- 
833; sed. cpe., $2,728; Series 62—4-dr. sed., 
$2,996; sed. cpe., $2,912; conv., $3,442; 
Series 60—4-dr. sed., $3,820; Series 75—5- 
touring sed., $4,779; 7-pass. sed., 
Imperial sed., $5,199; 9- 
pass. bus. ae $4,679; 9-pass. Imperial 
bus. cpe., $4,868 


OHE VROLET—Stylemaster — 4-dr. sed., 
es. 371; 2-dr. , $1,313; spt. cpe., $1, 323: 
bus. cpe., $1 Sa: Fleetmaster—4-dr. sed., 
$1,439; 2-dr. sed. $1,381; spt. cpe., $1,402; 
conv., $1,750; stat. wag., $2,013 Fleetline 
—4-dr. sed., "$1,492; sed. cpe., $1,434. 

ee al ‘‘6’’—-4-dr. sed., $1,- 
980.25; 2-dr. $1,932.75; 7-pass. sed., 
$2,404.50; lim., a 530.75; club cpe., $1,- 
958.25; bus. epe., $1, 843.50; Windsor ‘‘6’’— 
4-dr, sed., $2,045.50; 2-dr. sed., $2,014; 
7-pass. sed., $2,459; lim., $2,585.50; club 
cpe., $2,024.60; conv., $2,439.25; bus. cpe., 


pass. 
$4,999; 7-pass. 

















> 908.75; Traveler 4-dr. 


sed., $2,187.75; 


*@"’—4-dr. sed., $2,321.25; 2-dr. 
ae $2,284.25; club cpe., $2,294.75; bus. 
cpe., $2,194.75; New Yorker “g"?__4-dr. 


sed., $2,446.25; 2-dr. sed., $2,409.25; club 
cpe., $2,419.75; conv., $2,850. 25; bus. cpe., 
$2,319.75; Town & Country conv., $3,430.25; 
Crown Imperial ‘8’’ —7-pass. sed., $4,- 

711.75; lim., $4,816.75. 
CROSLEY—2-dr. sed., $927; conv., $959; 
$1,845; 2- 


stat. wag., $991; spt. utility, $852 
DeSOT 
club cpe., $1,834.50; 


'O—Deluxe—4-dr. sed., 
$1,808.25; 

bus. cpe., $1,718.75; Custom—4-dr. sed., 

$1,911.50; 2-dr. sed., $1,879.75; 7-pass. 

sed., $2,335; lim., $2,461.50; club cpe., 

$1,893.50; conv., $2,315.75; Suburban, 

$2,651 


DODGE—Deluxe—4-dr. sed., $1,738.25; 
2-dr. sed., $1,696; bus. cpe., $1,606.50; 
Custom—4-dr. sed., $1,807.75; town sed., 
$1,892; 7-pass. sed., $2,199; club cpe., $1,- 
794; conv., $2,209. 

FORD—Six—4-dr. sed., $1,473.50 (V-8, 
$1,560); 2-dr. sed., $1,425 (V-8, $1,511.50) ; 
club cpe., $1,416.50 (V-8, $1,524); bus. 
epe., $1,252 (V-8, $1,433.50); Custom Six— 
4-dr. sed., $1,591.50 (V-8, $1,665.50); 2-dr. 


dr. sed., 


Current Prices on New Automobiles 


sed., $1,538 (V-8, $1,617); club cpe., $1,529 
(V-8, $1,613.50); conv., $1,886 (V-8, §$1,- 
965.50); stat. wag., $2,119.50 (V-8, §2,- 


264.50). 
sed., $2,- 


HUDSON—Super ‘‘6’’—4-dr. 
222.25 (8-cyl., $2,343); 2-dr. sed., $2,- 
171.75; club cpe., $2,219 (8-cyl., $2,339.75); 
| bus. cpe., $2,069; conv., $2,835; Commo- 
dore ‘‘6’’—4-dr. sed., $2,398.50 (8-cyl., 
$2,514); club ecpe., $2,374.25 (8-cyl., $2,- 
489.75; conv., $3,056.75 (8-cyl., $3,137.75). 
KAISER—Special—4-dr. sed., $2,244.37; 
Deluxe—4-dr. sed., $2,407.11. 
LINCOLN — 4-dr. sed., $2,680.50; spt. 
pe., $2,633; conv., $3,117; Cosmopolitan— 
4-dr. spt. sed., $3,344; 4-dr. town sed., 
$3,344; spt. cpe., $3,291.50; conv., $4,054. 
MERCURY—4-dr. sed., $2,116; spt. cpe., 
$2,084.50; conv., $2,536.50; stat. wag., 


$2,820.50. 

NASH — ‘600°’ Slipstream — 4-dr. sed., 
$1,543.05; deluxe bus. cpe., $1,478.05; 
*600"" -dr. sed., $1,587.05; spt. 
cpe., $1, .05; Ambassador Slips 
4-dr. sed., $1,873.95; Ambassador (trunk) 
—4-dr. sed., $1,915.95; spt. cpe., $1,857.95; 
conv., $2,345. 








— 4-dr. 
sed., 
$1,609 


OLDSMOBILE — Dynamic 
sed., $1,677 (deluxe, $1,818); 
$1,634 (deluxe, $1,776); 
(deluxe, $1,749); conv., $ 
$2,614 (deluxe, $2,739); 
4-dr, sed., $1,735 (deluxe, $1,876); 2-dr. 
sed., $1,693 (deluxe, $1,834); club cpe., 
$1,667 (deluxe, $1,808); conv., $2,061; stat. 
wag., $2,672 (deluxe, $2,797) ; Dynamic 
“76"’—4-dr. sed., $1,801 (deluxe, $1,947); 
2-dr. sed., $1,726 (deluxe, $1,873); Dynamic 
“79""—4-dr. sed., $1,859 : (deluxe, $2,005) ; 
2-dr. sed., $1,785 (deluxe, $1,931); Fu- 
turamic ‘*98’’—4-dr. sed’, $2,151 (deluxe, 
$2,256); 2-dr. sed., $2,078 (deluxe, $2,182); 
conv., $2,624. 


PACKARD — Eight — 4-dr. sed., $2,275 
(deluxe, $2,543); 2-dr. sed., $2,250 (deluxe, 
$2,517); stat. wag., $3,245; Super Eight— 
4-dr. sed., $2,827; 2-dr. , $2,802; conv., 
$3,250; 7- -pass. sed., $3, (deluxe, $3,- 
850); 7-pass. lim., $3,650 (deluxe, $4,000) ; 
Custom Eight—4-dr. sed., $3,750; 2-dr. 
sed., $3,700; conv., $4,295; 7-pass. sed., 
$4,704; 7-pass. lim., $4,868. 

PLYMOUTH — Deluxe — 4-dr. sed., $1,- 
455.50; 2-dr. sed, $1,397.50; club cpe., 


*66"" 
2-dr. 
lub cpe., 
003; stat. wag., 
ic «63°"— 


$1,424; bus. cpe., $1,360.75; Special Deluxe 
—4-dr, sed., $1,544.25; 2-dr. sed., $1,- 
486.25; club cpe., $1,518; conv., $1,872; 
bus. cpe., $1,454.75; stat. wag., $2,082.75. 

PONTIAC—Torpedo ‘‘6’’—4-dr. sed., $1,- 
641 (deluxe, $1,731); 2-dr. sed., $1,583; 
sed. cpe., $1,614 (deluxe, $1,704); spt. cpe., 
$1,552 (deluxe, $1,641); bus. cpe., $1,500; 
conv., $2,025; Torpedo ‘‘8’" — 4-dr. sed., 
$1,689 (deluxe, $1,778); 2-dr. sed., $1,630; 
sed. cpe., $1,661 (deluxe, $1,751); spt. cpe., 
$1,599 Co. $1,689); bus. cpe., $1,558; 
conv., $2,072; Streamliner “‘6’’—4-dr. sed., 
$1, 727 a. $1,817); sed. cpe., $1, 677 
(deluxe, $1,766); stat. wag., $2,374 (de- 


luxe, $2,442); Streamliner ‘‘8’’—4-dr. sed., 
$1,775; (deluxe, $1,864); sed. cpe., $1,724 
(deluxe, $1,814); stat. wag., $2,412 (de- 
luxe, $2,490). 

STUDEBAKER—Champion Deluxe—4-dr. 
sed., $1,635.50; 2-dr. sed., $1,603.75; spt. 
cpe., $1,630; bus. cpe., $1,535.25; 


Regal Deluxe—4-dr. sed., $1,709; 2-dr. sed., 
$1,677.50; spt. cpe., $1,703.75; bus. cpe., 
$1,609; conv., $2,059.50; Commander De- 
luxe—4-dr. sed., $1,956.25; 2-dr. sed., $1,- 
924.75; spt. cpe., $1,951; bus. cpe., $1, 
856.25; Commander Regal Deluxe — 4-d: 
sed., $2,077.50; 2-dr. sed., $2,045.75; spt 
cpe., $2,072; bus. cpe., $1,977.50; conv 
$2,430.75; land cruiser, $2,264.75. 

WILLYS-OVERLAND — Stat. wag., $1,- 
841.71; stat. sed., $1,991.72; Jeepster conv 
$1,885.77. 
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NEW YORK.—Sumner H. Slich- 
ter Lamont professor of economics 
at Harvard university, said in an 
address here last week that al- 
though the three-year postwar 
boom is leveling off, the nation’s 
economy is in a “remarkably sound” | 
position and the generally high level | 
of prices is likely to continue for 
some time. | 

Taking issue with economists who 
predict that the dominant price 
trend in the next decade or two will 
be downward, Dr. Slichter said such 
forecasts apparently were based on 
the assumption of an extended pe- 
riod of peace, instead of which there 
has developed guerrilla warfare and 
an armed truce “which shows no 
signs of ending at an early date.” 

“The rapid rise in wages has 
greatly increased consumer in- 


Bryant Charges 
ERP Countries 
Play Politics 


NEW YORK. — Local politicians | 
in European countries are playing 
politics with Economic Cooperation 
Administration funds, thereby de- 
laying the effectiveness of the 
whole European recovery program, 
it was charged here by Alexander 
G. Bryant, president of the Na- 
tional Machine Tool Builders’ Assn. 

Bryant, who is also president of 
Bryant Machinery and Engineering 
Co. and vice-president of Cleereman 
Machine Tool Co., both in Chicago, 
arrived here on the Queen Mary 
after an extended stay in Europe 
studying the operation of the ERP 
with particular reference to Ameri- 
can-built machine tools. 


“Europe’s basic recovery require- 
ment,” Bryant said, “is:that of pro- 
ductive equipment such as machine 
tools, which will enable Europe to 
supply its own needs and in addi- 
tion offer goods for interchange in 
a free competitive market.” 

He said that due to the fact that 
approval for spending American 
money granted through the ECA 
comes from local national authori- 
ties, immediate relief is stressed 
rather than long-term recovery. 

The result, according to Bryant, 
is that European manufacturers 
are forced to buy machine tools 
from any source that doesn’t re- 
quire American dollars. 


“The ECA is a great concept and 
under Paul Hoffman’s leadership it | 
has already made a noble contribu- | 
tion. I am confident that its prog- | 
ress will be accelerated by the | 
growing recognition by all con-| 
cerned that maximum productivity | 
is the only sure foundation for 
—- economic recovery,” Bryant | 
said. 











| 


Jobbers on Coast 
Plan Parts Show 


Next March 16-20 | 


LOS ANGELES.—A five-day au- 
tomotive show for the Far Western 
states region will be held in Shrine 
convention hall, Los Angeles, March 
16-20, 1949, according to plans com- 
pleted by Pacific Automotive Show, | 
a non-profit jobber sponsored cor- | 
poration formed here. | 

Cooperating in launching the 
show program are members of all 
jobber groups in Southern Cali- 
fornia and Booster Club B-20, 
which recently held a district ex- | 
hibit show at the Biltmore hotel | 
here. 

Management of the show corpo- 
ration is in the hands of a board 
of directors representing sponsoring 
jobbers throughout the area, and | 
Booster clubs of Los Angeles, San 
Francisco, Portland, Seattle and | 
Denver. Election of the entire board | 
of 35 directors is expected to be 
completed within a few weeks, and 
a campaign is on to enlist 500| 
Western jobbers as sponsors of 
the show. 

Officers already elected include 
Al H. Eckdahl, jobber of Inglewood, 
president; Wayne Goble, secretary, 
and Rollie J. Myers, show manager. 

The 300-booth show next March 
will be the first large automotive 
show held on the West Coast since 
1937. | 








Continued High Prices? 


Harvard Professor Sees Boom Leveling Off 
In a Sound Position 
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comes and thus contributed to 
higher prices, and has also helped 
to raise costs and thus to assure 
that many prices will never drop 
far toward their prewar levels,” 
he declared, in addressing the 
Mortgage Bankers Assn. of Amer- 
ica, 


“An early drop in business spend- | tive buying.” 





ing is a probability,” he added, “but 
I do not believe that it will go far 


or that it will produce a recession. 
It will be offset promptly by a rise 
in consumer buying and govern- 
ment buying.” 

Asserting that memories of pre- 
vious price collapses and of the de- 
pression have created a spirit of 
caution in the business community 
despite the prosperity of recent 
years, Dr. Slichter pointed out that 
“there never has been a boom of 
substantial magnitude accompanied 
by less optimism and less specula- 





Jowett Officials 
On West Coast 


SAN FRANCISCO. — Two repre- 


| sentatives of Britain’s Jowett Cars, 


Ltd., are now on the Pacific Coast, 
continuing a nine-month tour of 
the world. The men—Sales Manager 
T. E. Gascoyne and Special Sales 
Representative T. H. Mellor—have 
been surveying sales possibilities 
for Jowett cars and appointing dis- 


tributors for the new Jowett Jave- | 


lin models. 


Since the car’s probable price in! and sales every week. 





49 
the U. S. would be close to $3,000, 
Gascoyne is not unduly optimistic 
about sales possibilities here when 
Jowett’s export program gets under 
way next year. 

Gascoyne and Mellor will drive as 
far south as San Diego and then 
return the car to Vancouver, con- 
tinuing across the continent by 
train and stopping at all principal 
Canadian and Northern U. S. cities 
on the way and winding up in 
New York. 





AUTOMOTIVE NEWS production and 
registration figures tell the story of output 





Focus attention on your merchandise with Val-Lite, one of the most 
effective and least expensive selling aids you can use. Val-Lite will 
give a smart, modern appearance to your whole showroom... 
attract business by spotlighting and dramatizing your merchandise. 


Val-Lite is a modern, 3-way combination sign, light and valance. 
It is a good-looking advertising sign with easily changeable letters 
... an efficient source of fluorescent light . . . a permanent, fireproof, 
light-reflecting valance. 


Val-Lite gives more than twice the light produced by conventional 
lighting systems using the same wattage. That means big savings for 
you! Your showroom will be flooded with bright, glareless light, 
diffused and spread uniformly. You'll save money on your lighting 
bill . . . get new customers and new. profits by improved merchandising 


Spotlight your merchandise... 
make it the focal point in your showroom 


VAL-LITE 


of your products with Val-Lite. 
KENT-MOORE ORGANIZATION, INCORPORATED 


Executive Offices: GENERAL MOTORS BLDG., DETROIT 2, MICHIGAN 
Factories and General Offices: JACKSON, MICHIGAN 


ENGINEERS AND MANUFACTURERS 


OF SERVICE 


will 


Be Beg 


yaa ee 





EQUIPMENT 








AUTOMOTIVE NEWS, OCTOBER 11, 1948 


Used Car Auction Prices 





(Eprror’s Note: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the oa is abnormally 


low, the car is probably damaged. If the price is 


abnormally high, 


the car is probably loaded with extras). 


MASON CITY, IA. 


(Lapiner Used Car Auction. Sale every 
Wednesday. Prices are for sale of Sept. 


22.) 
(Market shows smaller number of cars, 


prices stronger. Sold 74 units out of 
126 offerings.) 

BUICK—'47 RM sedan, $2,330, $2,175; 
Super station wagon, $2,185. ‘46 Super 
sedan, $2,110, $2,005. 

CADILLAC—’48 {o=) sedan, $4,600. ‘41 
(62) conv., $1,405. 

CHEVROLET—’'48 FL aerosedan, $2,405, 


$2,490, $2,480; FM sedan, $2,285, $2,310; 
SM sedan, > 245, $2,185. °'47 FL aero- 
sedan, $2,005, $1,980. °46 half- 
ton a ot. 065. 

CHRYSLER — '48 Windsor sedan, $2,830, 
$2,910. ‘47 New Yorker sedan, $2,355. 
DesOTO—’ 48 Custom sedan, $2, 900, $2,985. 
Rw 465, $2,490. 
44 2-ton 


roRD.’ o Custom club coupe, $2,485, $2,- 
525, $2,390, ° 360. °48 Deluxe sedan, 
$1,880, $1,865, $1,805; elub coupe, $1,740. 
Yr 8D iaiee, $1,7 
HUDSON—'48 Super aie sedan, $2,710. °46 
Super Six sedan, $1,150. 
EROURY— 


M ’49 sedan, $2, 895, $2, 990, $2,- 
850. °48 sedan, $2,010, $1, 905. 47 se- 
dan, $1,785. 

OLDSMOBILE—(66) club coupe, $2,685 


(78) sedanette, $2,870. ‘47 (98) sedan, 

$2,345. ‘46 (76) sedan, $1,760. 
PACKARD—'47 Deluxe (8) sedan, $1,870. 
PLYMOUTH—'48 SD club coupe, §2,290, 

eee $2,110, $2,305, $2,345. °47 sedan, 


PONTIAC—'48 SL (8) sedan, $2,895, $2,- 
910; (6) sedan, $2,890. ‘47 (8) sedan, 
$2,105, $2,145. °46 club coupe, 
$1,935. 

STUDEBAKER — '47 Commander sedan, 


$1,905, $1,920. 


(8) 


$2,275. 
WILLYS —'48 Jeepster, 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sale every 
Friday and Monday. Prices are for Sept. 
24-27.) 

(Market shows 106 offerings sold out 

of 246 cars.) 


BUICK—’47 Super sedanette, $2,175, $2,075. 
"41 Special sedan, $900, $860; Super se- 
dan, $860. ’39 Special club coupe, $490. 


CADILLAC—'47 (62) sedan, $2,925. ‘41 
(62) sedan, $1,200; (63) sedan, $1,035. 
"40 (62) club coupe, $1,100. 

CHEVROLET—'48 %-ton pickup, $1,600; 
FL sedan, 2 at $2,200, $2,150; half-ton 
pickup, $1,660; \%-ton stake, $1,660; FL 
aerosedan, $2,200. °47 FM club coupe, 
$1,675; FL aerosedan, $1,825, $1,775, 
$1,730; FM station wagon, $1,800. ‘46 
SM sedan, $1,100, $1,425, $1,330; halr- 


ton pickup, $850. 
CROSLEY—’46 sedan, $310. 


DODGE—’'47 Custom ‘sedan, $1,825, $1,600. 
'38 Sport coupe, $350. 
FORD—’49 Custom sedan, $2,250. ‘48 SD 


club coupe, $1,760; half-ton pickup, $1,- | 


650. °47 SD sedan, $1,525. ‘46 SD se- 
dan, $1,400, $1,300, $1,085, $1,200, $1,- 
280; 1%-ton van truck, $925. ‘42 sedan, 
$750, $775. °'40 sedan, $860. ‘14 Model 
T touring car, $175. 

KAISER—’47 sedan, $1,300, $1, - $1,140. 


MERCURY—’'46 club coupe, $1,500 

NASH—'41 Ambassador (6) 
$750. 

OLDSMOBILE—'48 (98) sedanette, $2,975. 
"47 (78) sedan, $1,850. ‘'46 (76) sedan- 
ette, $1,500. ‘42 (98) sedan, $850. 

PACKARD—'41 (120) club coupe, $875. 

PLYMOUTH—'47 SD sedan, $1,540. "46 
Deluxe sedan, $1,025; SD sedan, $1,425. 
"42 sedan, $700. ‘41 SD sedan, $1,050, 
$775. ‘'40 sedan, $650. 

PONTIAC—’'48 Streamliner (8) 
$2,660; Torpedo (8) sedan, $2,450. 


club coupe, 


sedanette, 
"46 


Torpedo (8) conv., $1,650. ‘41 (6) se- 
dan, $975, $865. 
STUDEBAKER — "47 1% express, $885; 


half-ton pickup, er hee 
WILLYS—’48 Jeep, $1,1 
MISCELLANEOUS—’'47 ‘OMc half-ton pick- 
up, $1,100. 


RICHMOND, VA. 


(Automobile Auction of Virginia. Sale 
every Friday. Prices are for sale of Sept. 
24.) 

(Market shows more cars going at pre- 

vailing prices.) 

BUICK—’'46 Super conv., $2,000. ‘°42 se- 
dan, $810. ‘41 Special sedanette, $780. 
'39 sedan, $620. 

CHEVROLET—'48 station wagon, $1,950; 
FM sedan, $2,175; one-ton pickup, $1,225. 
‘47 FM sedan, $1,740, $1,810; 1%-ton 
beer truck, $1,275; SM club coupe, $1,725; 
conv., $1,675. 








'46 SM sedan, $1,375; FM | MERCURY — 





_ SERVICE SECTION 


Average Used Car Prices 


(Compiled by Automotive News) 


$1,433 $1,450 $1,490 


Lil 


(to date) Sept. August 


Oct. 





(The above figures are averages of used car auction prices, 
carried regularly in Automotive News.) 


makes and models, 


sedan, $1,500. ‘42 SD sedan, $850, $730. 
’40 sedan, $710; club coupe, $925. 


CHRYSLER—’48 New Yorker sedan, §$2,- 
425. °'39 sedan, $530. 

CROSLEY—’47 sedan, $350. 

DeSOTO—’'47 Suburban, $1,700. ‘46 coupe, 
$1,400. ‘40 sedan, $390. 

DODGE—’'47 half-ton pickup, $1,030. °46 


sedan, $1,590. 
FORD—’49 Custom (8) sedan, $2,225; Cus- 


tom (6) sedan, $2,000. ‘48 SD sedan, 
$1,770; two-ton truck, $1,150. ‘46 conv., 
$1,390. ‘42 sedan, $1,000. ‘41 sedan, 
$1,015. ‘°40 Deluxe sedan, $800, $770. 
*39 Deluxe sedan, $440. ‘37 sedan, $490; 
coupe, $160. 

HUDSON—’47 Commodore (6) sedan, $1,- 
380. 


"49 sedan, $2,750. ‘48 club 


| 


| 
| 
| 


| every Wednesday. 
| Sept. 22.) 


| BUICK—’'47 





Oct., 1948 
(to date) 


Sept. 
1948 


$2,474 
1,922 
1,655 
974 
913 
765 


August 
1948 


$2,533 
1,992 
1,677 
1,032 
930 
174 


$1,450 $1,490 


all 





coupe, $2,110. ‘46 sedan, $1,570. 
OLDSMOBILE—’48 (76) sedan, $2,450. '47 
(76) sedan, $2,040; (66) sedan, $1,810. 
"41 (98) sedan, $800. 
PACKARD—’38 conv., $130. 
PLYMOUTH—’48 SD sedan, $1,450. ‘47 
SD sedan, $1,560. ‘40 SD sedan, $510. 
PONTIAC—’46 Streamliner (8) sedan, $1,- 
700; conv., $1,610. °42 coupe, $1,000. 
WILLYS—'49 Jeepster, $1,710. 
THC—'47 half-ton (K-2), $1,100. 
ton chassis, $600. 


JACKSON, TENN. 


(Roy Simmons Automobile Auction. 
every Thursday. Prices are for Sept. 23.) 
(Market shows °48s and °49s weak. 
Clean ’46s and '47s fairly steady. Clean 
prewars selling well. Sold 37 units out 

of 85 offerings.) 


BUICK—'41 Special sedan, $1,050. 
CHEVROLET—’'48 FL aerosedan 2 at §$2,- 
275. ‘47 FM sedan, $1,710, $1,700. ‘°41 
FL sedan, $1,050; sedan, $975, $590; 
half-ton pickup, $775. ‘'40 sedan, $845, 
$595. '39 half-ton pickup, $625; sedan, 
. °36 sedan, $170. 
DODGE—'46 sedan, $1,600. 
FORD—'47 sedan, ‘s1, 675. 
500; (6) sedan, 


"46 1%- 


Sale 


‘46 sedan, $1,- 

$1,200; half-ton pickup, 
$1,105. °42 sedan, $1,110. ‘°41 sedan, 
$770. °40 sedan, $850, $725, $700, $675. 
"39 sedan, $825, $785. ‘36 sedan, $410; 
coupe, 240. ‘31 sedan, $150. 

OLDSMOBILE — '48 (66) sedan, $2,275. 
"40 sedan, $350. 

PLYMOUTH—’37 sedan, $300. 

PONTIAC—'48 (8) sedan, $2,800. 
dan, $585, $310. 

GMC—'46 1%-ton truck, $525. 

THOC—’48 (KB2) truck, $1,530. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sale. 
held every Friday. 
| Sept. 24.) 

(Market shows 116 units sold out of 

246 offerings.) 


BUICK—'48 Super sedanette, $2,675. ‘°47 
Super sedanette, $2,050. ‘46 RM sedan, 


‘37 se- 


Auction 
Prices are for sale of 


) ~48 (61) sedan, $4,100. 

CHEVROLET—'48 half- ton pickup, $1,880, 
$1,810, $1,790, $1,833; FL aerosedan, 
$2,175. °'47 FL aerosedan, $1,800; SM 
sedan, $1,690, $1,575, $1,550. °46 FM se- 
dan, $1,550, $1,500. ’41 MD sedan, 
$1,100. 

CHRYSLER—’48 Highlander sedan, $2,600. 
"41 sedan, $725. 

DeSOTO—'48 Deluxe club coupe, $2,625 
‘40 Deluxe sedan, $460. 

DODGE—'48 Custom sedan, $2,450. ‘47 
Deluxe sedan, $1,650. 

FORD—'49 Custom (8) sedan, $2,040, $2,- 
230, 2 at $2,325. °48 SD conv., $1,800; 


sedan, $1,905, $1,750. ‘47 SD sedan, 
$1,775, $1,700. ‘46 SD sedan, 2 at $1,- 
410. ‘41 sedan, $1,150, 2 at $1,100, 
$1,030, $950. 

HUDSON—'48 (8) sedan, $2,350 

MERCURY—’49 sedan, $2,775, $2, 700, $2,- 
690; conv., $2,860. °48 conv., $1,775. 
‘47 sedan, $1, 750, $1,450. 

ne SD club coupe, $2,000, 


$2, 
ae DEBAKER— 48 Champion sedan, §$1,- 
| WILLYs 


OKLAHOMA CITY 


(Oklahoma City Auto Auction. Sale 
Prices are for sale of 


—'47 station wagon, $1,425. 


(Market shows strong on all models 
except °49 Fords. Sold 93 units out of 
178 offerings.) 

BUICK—’'46 Super sedan, $1,825. 
cial sedan, $1,115. 


*42 Spe 


| CADILLAC—’48 (62) sedan, $4,825. 
| CHEVROLET—’'48 FL aerosedan, 


$2,150 
2 at $2,290; FM club coupe, $2,125. °47 
FL aerosedan, $1,900, $2,080; SM sedan, 
$1,740, $1,750, $1,735, $1,785. °46 SM 
sedan, $1,495, $1,510. °42 FL aerosedan, 
$1,189, $1,300. °41 sedan, 960, $990, $1,- 
060, $940, $730, $1,110, $960. 


DODGE—'42 half-ton pickup, $670; coupe, 
$760. 
FORD—'49 Custom sedan, $2,460, $2,425 


‘48 SD sedan, $1,910. ‘47 (6) sedan, 
$1,600; SD sedan, $1,765, $1,630; station 


wagon, $1,725. ‘46 SD sedan, $1,350; 
Deluxe sedan, $1,480. 

| HUDSON—-48 Commodore sedan, $2,205 
$2,510, $2,125. °'46 sedan, $1,400, ‘40 
sedan, $345. 

| MERCURY—'48 club coupe, $1,995. "46 
club coupe, $1,720. °41 sedan, $770. ‘39 

| sedan, $700. 

OLDSMOBILE — ‘46 (76) sedan, $1,745 
$1,800. 

PLYMOUTH—'46 SD club coupe, $1,585 
‘41 sedan, $865. "40 sedan, $560. *38 
sedan, $415. ‘36 sedan, $525. 

| PONTIAC—’'46 sedan, $1,075. 


STUDEBAKER—'48 LC sedan, $2,350. ‘4 
club coupe, $1,915. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Fri 
day. Prices are for sale of Sept. 24.) 
(Market shows ’49 Fords off $100 this 
week. Dealers here think prices will 
be normal in October. Trying to buy 
while prices are off.) 
RM station wagon, §$2,0(/ 
"42 Super sedanette, $900. ‘41 Specia 
sedan, $1,050, $1,200. ‘40 Super sedan 


$1,125. ‘38 Special sedan, $410. 
‘48 FL aerosedan, $2,200 
FM sedan, $2,160. '47 SM sedan, $1,55/ 


‘46 SM sedan, $1,460, $1,440; FM sedan 
$1,440, $1,550. ‘41 SD sedan, $1,160 
$920, $1,135, $1,050, $660, $1,050; club 
coupe, 1,200, $1,180. 


(Continued on Page 51, Col. 1) 
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SERVICE SECTION 


Used Car Auction Prices 





(Continued from Page 50) 


DeSOTO—'46 Custom sedan, $1,660. 
sedan, $150. 
DODGE—’42 Custom sedan, $900. 


FORD—’'49 Custom club coupe, $2,260, $2,- 
170, $2,260. °48 Deluxe sedan, $1,895. 
‘47 SD sedan, $1,550, $1,350; club coupe, 
$1,575, $1,650. '46 SD sedan, $1,310; 
SD business coupe, $1,160. ‘41 SD busi- 
ness coupe, $905, $780. °40 Deluxe busi- 
ness coupe, $1,000, $850, $760, $900, $675. 
‘39 sedan, $900. ‘33 business coupe, 
$220. 

MERCURY—’'49 club coupe, $2,570, $2,650. 
'48 club coupe, $1,900. ‘47 conv., $500. 
NASH—'46 Ambassador sedan, $1,150. ‘41 

Ambassador sedan, $625. 


OLDSMOBILE—'48 (78) sedanette, $2,555. | 


‘47 (66) club coupe, $1,800. 
PONTIAC—'48 (8) conv., $2,550. ‘42 (8) 
sedan, $970. ‘°41 (8) coupe, $725. ‘37 
club coupe, $400. 
STUDEBAKER—’48 Champion conv., 
050. °41 Champion club coupe, $675. 
Commander sedan, $360 
WILLYS—’46 Jeep, $390. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. 

Friday. Prices are for Sept. 24.) 
(Market shows prices tending to remain 
steady with levels of first three weeks 
of September. More buyers seeking 
merchandise.) 


BUICK—’48 Super sedan, $2,590: RM se- 
danette, $2,610. ‘47 RM sedan, $2,200. 
‘46 RM conv., $1,760; Super sedanette, 
$1,940. °40 Special sedan, $950. 


$2.- 
"37 


Sale every | 





°37 | CHEVROLET — ‘48 %-ton truck, $1,765; 


SM sedan, $1,875, $1,960, $1,970. ‘47 SM 
sedan, $1,610; club coupe, $1,710; FL se- 
dan, $1,810. ‘46 FM sedan’ $1,520, $1,- 
570; SM sedan, $1,295; FL sedan, $1,890; 
half-ton pickup, $800. ‘41 conv., $1,055; 
sedan, $780, $948. °40 half-ton pickup, 
$400; sedan, $675, $750. ‘38 sedan, $325. 
DODGE—’46 Deluxe sedan, $1,230, $1,600. 
‘41 club coupe, $840. °40 sedan, $570. 
FORD—'49 Custom sedan, $2,260, $2,315; 
club coupe, $2,275. ‘48 SD sedan, $1,850. 
'47 SD club coupe, $1,600; pickup, $1,150. 


‘46 Deluxe sedan, $1,330, $1,410; busi- 
ness coupe, $1,160. ‘42 sedan, $740. ‘41 
sedan, $950. ‘40 sedan, $930. 


HUDSON—'47 Commander sedan, $1,340 

KAISER—’47 sedan, $1,370. 

MERCURY—'47 conv., $1,560. 

OLDSMOBILE—’'46 sedanette, $1,660 
sedan, $610. 

PLYMOUTH—'48 SD sedan, $2,160; club 
coupe, $2,200. ‘47 SD sedan, $1,680; 
club coupe, $1,530. °42 SD sedan, $805. 
*41 SD sedan, $770. °39 sedan, $600. 


41 


| PONTIAC—'48 SL conv., $2,200. ‘35 se- 
dan, $1,015. 
KANSAS CITY 


(Kansas City Automobile Auction Co. 
Sale every Wednesday. Prices are for sale 
of Sept. 22.) 

(Market: shows 206 cars sold out of 355 

offerings.) 

BUICK—’48 RM sedan, $3,170, $2,910. °47 
Super sedan, $2,222, $2,205. °'46 Super 
sedan, $1,990, $1,895. ‘42 Super sedan, 

$1,102, $1,005. ‘41 Special sedan, $672. 


CUT YOUR PAYROLL COST IN HALF 


AND ELIMINATE 
TRANSCRIBING ERRORS 


ayaa aoe oe 





Two of the three payroll postings are completely 
eliminated by the simple, easy-to-operate Paywrite 


system. Without changing the writing 


sition, one 


posting completes all three forms . . . the Check (or 
Cash Statement), Earnings and History Record and 
Payroll Summary. Errors in transcribing figures are 
eliminated and payrolls are prepared in half the 
time . . . or less. 





audit. 












Piasg2id* PAYS FOR ITSELF 


Whether you have a large or small pay- 
roll, Paywrite quickly pays for itself in 
actual time saved, Paywrite ends time- 
wasting repetition of entries and saves 
“proving” time, too .. . for every entry 
is identical on all three forms, 


TRANSCRIBING ERRORS ELIMINATED 
One writing posts all three records and 
thus eliminates errors that are bound to 
occur when figures are copied from 
record to record. 


PAYROLL AND RECORDS ON TIME 

Paywrite helps you meet payroll dead- 
lines by cutting preparation time in 
half, When Checks (or Cash Forms) 
are ready, Earnings Record and Payroll 
Summary are automatically up-to-date 
. ... ready for government reports or 


Paasesrste \$ EASY TO OPERATE 


» Clerical employees quickly learn to 
operate the Paywrite system from sim- 
ple instructions. Operator is always 
seated in a comfortable writing posi- 
tion, Standard forms and multiple load- 
ing of checks make operation simple, 
quick and efficient. 


WRITE TODAY FOR FREE DESCRIPTIVE LITERATURE 


(CATALOG RR-362A) 
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"40 Super sedan, $902, $832. 
| OADILLAC—'47 sedan, $3,105. 
CHEVROLET—'47 SM sedan, $1,860, $1,- 
710, $1,700; club coupe, $1,950, $1,755. 
‘42 sedan, $1,120. ‘41 sedan, $965, $910. 
*40 sedan, $952, $830. 
CHRYSLER—'46 sedan, $1,905, $1,880. ‘42 
conv., $910. °'41 sedan, $1,050. 
DeSOTO—'48 sedan, $2,635. °37 sedan, $65. 
| DODGE—'48 Custom club coupe, $2,412. 
‘47 sedan, $1,780. °42 sedan, $432. 
FORD—’49 Custom sedan, $2,680, $2,240, 
$2,465, $2,360. ‘48 SD club coupe, §2,- 
030; conv., $1,620. ‘°47 sedan, $1,775, 
$1,602. °46 SD club coupe, $1,430. 


HUDSON—'48 sedan, $2,417. °46 sedan, 








$1,275. ‘40 sedan, $480. 
MERCURY—'49 sedan, $2,960, $2,745. °'48 
coaee, $2,077.. co’ $1,597. 
NASH—’46 sedan, $1,325. 
SEDEMOMILE is club coupe, $2,430. ‘47 UNDER THE LIGHTS—Night view of the new home of Burnside Chevrolet Co., Baker, Ore. 


*39 | Formally opened recently, the building has an overall measurement of 95 by 100 feet with 
a 65-by-100-foot service department and a parts section 30 by 65 feet. 


sedan, $2,100. ‘46 sedan, $1,580. 

sedan, $522. §$'37 sedan, $200. 
PLYMOUTH—'48 SD sedan, $2,215, $1,302. 

’47 sedan, $1,575. ‘46 club coupe, $1,607. 


NTIAG. aa $1,305, 40 seaan,| Parts Rebuilders 


PONTIAC—’'42 sedan, 
$700. ‘39 sedan, $610. ‘37 sedan, 


$515. 
Wan ea en 20. “47 |) Moet Oct. 16-18 | 
CHARLOTTE, N. C. ST. PAUL.—The National Assn. 


of Automotive Parts Rebuilders 

je ican oon tie ahs of Gee sae*- | will hold its annual convention Oct. 

(Market shows older models holding 16-18 at the St. Paul hotel with 

| Senn ab. dropping steadily: | Edward Wimmer, vice-president in 

of 300 offerings.) charge of public relations for the 

BUICK—’48 RM sedan, $2,625, $2,600. '47| National Federation of Small Busi- 
ness, as the principal speaker. 


Minneapolis, national director and 
convention chairman. 


Porte Mfg. Offices Moved 


Near Brooklyn Plants 


BROOKLYN, N. Y.—Porte Mfg. 
Co., manufacturer of Porte brand 
brake fluid and other automotive 
chemicals, has moved their offices 
to 334 Crescent St., Brooklyn 8, 
ems 











RM sedan, $2,325, $2,240, $2,110; conv., 


Seen gr Peco. sedan’ $1'595° ‘48 Suber| About 150 representatives from| This new location is centrally 
sedan, $875. ‘41 sedan, $1,010, $810. over the nation are expected to|situated between the two Porte 


factories at 3179 Atlantic Ave. and 
358 Crescent St., Brooklyn. 


CADILLAC—’'41 (62) sedan, $1,200. 

OCHEVROLET—'48 FL aerosedan, $2,250, 
$2,200; FL sedan, $2,265; FM sedan, §$2,- 
175. ‘47 FL aerosedan, $1,900, $1,875, 
$1,800; FM sedan, $1,735, $1,725; SM 
sedan, $1,675, $1,575. °46 FL aerosedan, 
$1,730, $1,700. ‘42 FL aerosedan, $1,030. 
"41 sedan, $1,145, $1,100, $1,000. ‘40 
sedan, $775, $760. 

CHRYSLER—’'48 Windsor sedan, $2,695. 
‘46 New Yorker sedan, $1,705. °41 Royal 
— $925. °40 Windsor sedan, $850, 

DODGE—’47 Custom sedan, $1,710. ‘46 
Custom sedan, $1,675. °42 Custom club 
coupe, $890. ‘41 sedan, $705. 

FORD—’49 (8) sedan, $2,300, $2,260; club 
coupe, $2,300, $2,250; (6) club coupe, 
$2,050, $2,025; sedan, $2,050, $2,000. °48 
SD sedan, $1,860, $1,750. ‘47 SD club 
coupe, $1,775, $1,725; sedan, $1,700, $1,- 
710; (6) club coupe, $1,650. ‘46 Deluxe 
sedan, $1,685, $1,410. ‘41 sedan, $1,200, 
$800. °40 sedan, $890, $800. 

FRAZER—'47 sedan, $1,400, $1,310. 

HUDSON—’'48 (6) sedan, $2,280. 

KAISER—’48 sedan, $1,725. 

MERCURY—’49 sedan, $2,700. 
$780. 

NASH—’48 Ambassador sedan, $1,885. °47 
Super sedan, $1,610. 

OLDSMOBILE—’47 (78) sedan, $1,925. °46 
(66) sedan, $1,660; (76) sedan, $1,700. 
"41 (6) sedan, $750, $725. 

PACKARD—'42 Clipper sedan, $1,000. °40 
(120) sedan, $875; (110) club coupe, 


$600. 

PLYMOUTH — "48 Deluxe sedan, $2,170. 
‘47 SD sedan, $1,655, $1,600. ‘46 sedan, 
$1,300. ‘41 sedan, $1,000, $865. 

PONTIAC—-'48 (8) sedan, $2,750; (6) se- 
dan, $2,460, $2,425. °47 (6) sedan, §$1,- 


attend the three-day convention, 
according to Norman A. White, 


SPONGE RUBBER 


FOR AUTOMOTIVE PARTS 


'40 sedan, 


725, $1,650; (8) sedan, $1,905. °46 (8) 
sedan, $1,800. "42 (8) sedan, $1,225. 
"41 (8) sedan, $1,000. 

sedan, 


STUDEBAKER — '48 Commander 
| $2,130. °47 Champion sedan, $1,690. 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
| Sale every Monday. Prices are for sale of 
Sept. 27.) 

(Market shows dealers more confident, 

bidding livelier. Smart operators sold 

out. This sale was extra good. Sold 

45 out of 99 offerings.) 

BUICK—’48 Super sedan, $2,600, $2,550. 
'47 RM sedan, $2,350, $1,800; Super se- 
dan, $2,240. '46 RM sedan, $1,700; 
conv., $2,000. 

CHEVROLET—'48 FM sedan, $2,200; SM 
sedan, $2,125, $1,910; FL sedan, $2,235, 
$2,145. ‘46 FM sedan, $1,480. ‘42 sedan 
delivery, $470. ‘41 MD sedan, $900. 

CHRYSLER—'41 Royal sedan, $900. 4 

DeSOTO—'48 Custom sedan, $2,560. re 

DODGE—’48 Deluxe sedan, $2,125; Custom 
sedan, $2,410. °47 Deluxe sedan, $1,725. 
$2,140. ‘48 SD sedan, $1,750, $1,735. 

FORD—'49 Custom sedan, $2,220, $2,250, 





4ccordine 70 SPECUMATI oy . 


’47 SD sedan, $1,410; conv., $1,635. °40 
Deluxe sedan, $550. 
MERCURY—'41 sedan, $750. ‘39 sedan, 





$460. 
OLDSMOBILE—’47 (98) conv., $2,240. °41 
(98) sedan, $650; (78) sedan, $790. 





| PLYMOUTH—'48 SD sedan, $2,075. '47 
SD sedan, $1,475. "46 Deluxe sedan, 
$1,400. '42 SD sedan, $1,010. °41 De- 


'37 Deluxe sedan, $300. 
$2,500, $2,300. | 


luxe sedan, $770. 
PONTIAC—'48 (8) conv., 
‘39 (6) sedan, $600. 


LOS ANGELES 


(California Auto Dealers Wholesale Auc- 
tion. Sale every Tuesday and Thursday. 
Prices are for Sept. 23-28.) 

(Market shows demand very heavy for 

prewars, prices firm. °46 and ’47 mod- 

els scarce. Prices $50 to $100 off on 

light cars. Sold 53 units out of 192 

offerings.) 
BUICK—’'46 Super conv., $2,205. ‘42 Spe- | 

cial sedan, $1,205; Super sedan, $1,285. 

| ‘'41 Special sedan, $1,020, $1,230; Cen- 
| tury sedan, $965. °40 Super coupe, $1,- 





Davidson supplies the automotive industry and 
parts manufacturers such items as arm rests, 
weather strips, grommets, shock pads, body 


135; Special sedan, $815. ‘37 Special 

sedan, $260. | 2 * 
CHEVROLET—'48 FL sedan, $2,200, $2,- | and transmission seals, gaskets, bushings, 
| 210. ‘47 FL aerosedan, $2,005, $2,030. | é 
| '42 FL aerosedan, $1,345. '41 MD sedan, ; 
| $1,100, $1,050, $980; club coupe, $1,165. insulators, tubing and boots. 
‘40 SD sedan, $950, $910. ‘39 sedan, 


$715. ‘37 Standard business coupe, $395. | 
{ ‘'36 Standard sedan, $210, $280. | 
| CHRYSLER—'46 Royal sedan, $1,925, $2,- 
| 050. 


| DeSOTO—'42 Custom club coupe, $1,240. 
FORD—'49 Custom club coupe, $2,300. ‘48 
SD sedan, $1,820. ‘46 SD club coupe, 
$1,400, $1,475, $1,325; club coupe, $1,575. 
‘41 SD sedan, $1,000. ‘40 Deluxe sedan, 
$770; business coupe, $835. ‘'37 business 
coupe, $235, $315. 
MERCURY—’47 sedan, $1,635. 


Detroit Representative: 
HARRY E. HARMON 
4471 Vancouver Ave., Detroit 4, Michigan 





| 
"41 


OLDSMOBILE—'46 (76) sedan, $1,890. 

(78) sedan, $1,125; (98) sedan, $920. | 
PACKARD—'40 (110) sedan, $695. 
PLYMOUTH—'42 Deluxe sedan, $1,050. ‘'42) 


SD sedan, $990. ‘40 Deluxe sedan, $775. 
INTIAC—'41 (8) club coupe, $1,070; se- 
‘ dan, $1,140. 
SeSSSSAREE, —'46 Champion sedan, $1,- 


Davidson RUBBER COMPANY + BOSTON 29, MASS. 
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Fire Alarm 


Minn. ADA Recommends 
‘Safety Trips’ 
MINNEAPOLIS. — A $20,000 fire 
which originated when a pan of 
cleaning fluid blazed up, damaged 


the Minar Motor Co. here and 
brought forth warnings from the 


Minnesota Automobile Dealers) : 


Assn. for dealers to make “safety 
trips” through their shops at least 
once a week with a critical eye on 
safety measures. 

MADA suggested to members 
that “there are several good clean- 
ing compounds available which are 
non-inflammable and it would 
seem that any ordinary objection 
on the part of a mechanic to using 
such solutions would be offset by 
the personal safety resulting and 
also the fact that the mechanic 
might find his place of employ- 
ment destroyed if gasoline is used.” 

In the Minar blaze, mechanic 
Lewis Dutton attempted to throw 
the pan of cleaning fluid outside 
but was forced to drop it when 
his hands were burned. 





Whether you need a man or a hard-to- 
find , AUTOMOTIVE NEWS WANT 
ADS will do the trick! 
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Greiner to Move 
Auction to Michigan 


TOLEDO. — Earl (Doc) Greiner 
- "7mm | plans to move his dealer used-car 
—_— auction from Toledo to 6216 Tele- 
4 Johar | Srape Rd., just over the border 
: = eres | into Michigan. 

‘er 7 The move was planned following 
Ferree! an extended legal battle involving 
cena a 107-year-old Ohio auction law. 
The law provides for a 2 percent 
levy on gross auction receipts. 

* * + 


Denver Dealer Offers $100 
In Theft by Embezsler 













MEMORABLE WOMAN—Miss Lucy Castranova, parts manager of Packard Trenton, Inc., at DENVER.—Offering a reward of 
Trenton, N. J., lends the woman's touch to her busy department. Miss Castranova, who joined $100 for information leadi to th 
Packard Trenton during the war, can quote nearly all Packard parts and accessory stock num- ng e 
bers and prices without having to refer to the parts manuals, according to E. A. Stevens, recovery of a 1948 DeSoto custom 
Packard Trenton general manager. | convertible, Acme Motor Sales, lo- 
25 Seal) mana | cal used-car dealer, has published a 


| “Wanted” poster describing the al- 


°Hollaren Promoted from Chicago to Denver. O’Hollaren 
o : has been with du Pont for eight | leged embezzler. 

Du Pont Co. has announced the | years. The opalescent green car which 
appointment of Dean L. O’Hollaren — _ . | was taken from Acme Motors had 
as sales supervisor for its “number| AUTOMOTIVE NEWS, the Newspaper of | Wyoming license plate 2-111-55, mo- 
7” line of automobile and household | ‘n® Industry, read by everyone who counts | tor number S11 182908, and serial 


in America’s No. 1 Industry. . . ti- s 
products in a district extending | mate of more than 100,000 readers woody! number 5913558. It was equipped 























Sitgled WITH EYE APPEAL THAT CREATES CONFIDENCE 
Engincered TO PROVIDE FAST, EFFICIENT SERVICE 


Lincoln Masterlubers have what it takes to speed up lubri- 
cation service and build profitable business. Their clean, func- 
tional appearance inspires customer confidence in the high 
quality of your work. Designed for use with one or two lifts, 
they permit two men to work at the same time, increasing 
lubrication volume. 


The Masterluber is a complete lubrication unit, housing three 
air-motor operated Lubriguns that pump direct from original 
refinery containers. Five complete hose assemblies — two 
chassis, two gear, and one air—are individually mounted on 
air-operated, automatic retracting reels. 





ASK FOR BULLETIN 509 


Lincoln Masterlubers are fully de- 
scribed in Bulletin 509. Ask your 
Lincoln Wholesaler, or write us. 


LINCOLN ENGINEERING COMPANY 
Meaderd im Lubricating Eguctment ame! UP ta Lerner 


53701 NATURAL BRIDGE AVE ST. LOUIS 20, MO 
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Used Car Notes 


| with radio, heater, spotlight, back- 
up light and sideview mirrors. 

The poster says the embezzler 
uses the names Gordon J. Amber, 
Jerry Sands or Gerald Amber. He 
is about 35 years old, five feet six 
inches tall, weighs 140 pounds, has 
black wavy hair, gray at the tem- 
ples, blue-gray eyes and is a neat 
dresser. 

Other information included in the 
poster: smokes Parliament ciga- 
rets; has a good education and 
knowledge of medicine; is a good 
dancer; wears gold wrist watch 
with diamond-set numbers; has 
small space between upper front 
teeth; carriers woman’s watch on 
gold chain in watch pocket which 
is supposed to have belonged to his 
mother. 

* * + 
Indianapolis Loan Firm, 


2 Dealers Are Sued 


INDIANAPOLIS.—Two local au- 
tomobile purchasers have filed 
damage suits charging fraud 
against General Finance Co. and 
two used-car dealers. 

The finance firm recently was 
cited by the Indiana Department 
of Financial Institutions to show 
cause why its license should not 
be revoked. Its case is pending. 
| It also is being investigated by the 
|Marion county prosecutor’s office. 


Other defendants in the separate 


suits include Johnny Williams 
Auto Co., Inc.; David V. (High 
Dollar) Maurer, Martha Maurer, 


Julius Maurer, Michael and Sidney 
Maurer, all partners in the Maurer 
Brothers’ Auto Parts, Maurer 
| Brothers’ Auto Co., Maurer Broth- 
ers’ Realty Co. and Moneys, Inc. 


The Williams firm was sued by 
Dennis Baudoin. The other defen- 
dants by Forrest F. Beaute. 


The Beaute case was filed in Su- 
perior court and asks $1,500, al- 
leging that the defendants “con- 
spired” in persuading the plaintiff 
to sign a biank contract. Fraud 
was exercised in delivering a dif- 
| ferent car than the one he bought, 
Beaute contends. 

* * 7 


Car Sold Once Becomes 


Used Car, California Rules 


SACRAMENTO, Calif. — Califor- 
nia has ruled that a used-car deal- 
;}er cannot sell cars advertised as 
“new” regardless of the mileage 
on them. The state attorney gen- 
eral’s office stated that an automo- 
bile, once sold by an authorized 
dealer of that make of car, is a 
“second hand” car regardless of 
who made the purchase. 

Under these conditions, the opin- 
ion added, it is unlawful for a 
used-car dealer to advertise a car 
jas being “new.” 

* : 7 


‘Dallas Amends Ordinance 
Covering U. C. Dealers 


DALLAS, Tex.—An amendment 
to the Dallas used-car dealers ordi- 
nance, which City Attorney Henry 
|P. Kucera said would clarify the 
original measure, has been ap- 
| proved by the Dallas city council 

Main provisions of the amend- 
ment are: Wholesale car dealers 
are excluded from compliance; all 
reports furnished to the police will 
be confidential; and dealers may 
| use no street or phone number in 
advertising except that of their 
| place of business. 
© * . 


|Used-Car Price Trend 


Linked to That of Eggs 


CHICAGO.—In response to com- 
plaints about the high cost of used 
cars, the Chicago Used Car Deal- 
ers Assn. points out that high 
prices are a part of the time in 
| which we live. 

The association, says President 
Ed Addison, has worked out a 
chart showing that prices on used 
io follow closely the fluctuations 





in the price of eggs. 
* 7 * 


Binford Back in Business 


DALLAS, Tex.—J. R. (Bob) Fin- 
| ford jr., veteran used-car de.ler 
here, is back in the used-car busi- 
ness after operating Binford 3vat 
& Motor Co. for two years. Bin- 
ford’s new firm, Binford’s Motors, is 
|located at 2503 Ross Ave, Ass«ci- 
}ated with him in the business is 
| C. K. Burroughs. 
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For Expanded Highway Programs... 
Half of States Seek More Auto Taxes 


(Continued from Page 47) 


lative committee studying means of 
financing an expanded highway 
construction program. Political sub- 
divisions seek an increased share of 
state highway funds. It has been 
estimated the state needs 7,210 
miles of immediate highway con- 
struction at a cost of $261,327,000, 
and a 10-year program to construct 
21,654 miles at a cost ot $704,983,000. 
o * 


ENNSYLVANIA — Gasoline tax 
may be boosted next year from 
four to six cents a gallon. Such a 
move suggested by State Secretary 
of Highways Ray F. Smock with 
approval of Gov. James H. Duff. 
Meanwhile, state is proceeding with 
eastward extension of the Pennsyl- 
vania Turnpike toll highway to 
Philadelphia and plans for its west- 
ward extension to the Ohio line. 
RHODE ISLAND — A legislative 
committee created this year to 
study advisability of restricting the 
amount of gasoline tax revenue 
that can be diverted to nonhighway 
purposes. The state gasoline tax 
was increased last year from three 
to four cents a gallon. No current 
reports of proposals for further in- 
creases in this or other automotive 
taxes. 
SOUTH CAROLINA—Farm-to- 
market roads now being con- 
structed with funds obtained | 
through bond issuance. No plans | 
reported for new highway financ- | 
ing measures. 
SOUTH DAKOTA—May consider | 
proposals next year for higher gas- | 
oline taxes or bond issuance, or | 
both. Repayment from general 
funds of amounts previously di- | 
verted from highway revenues also 
will be sought. - 


TMMENNESSEE — A state constitu- | 

tional amendment to outlaw the | 
diversion of gasoline and other au- 
tomotive taxes to nonhighway pur- 
poses will be on November ballot. 
No new highway revenue measures 
currently proposed. 

TEXAS—Bills for higher gasoline 


‘Emergency Tax 
On Road User 
Up 129 Percent 


WASHINGTON.—The federal 
“tax inflation” on the highway user 
now amounts to 129 percent since 
1941, according to Arthur C. Butler, | 
director of the National Highway 
Users Conference. 

Butler reported that in the fiscal | 
year ended June 30, highway users | 
paid at least $1,118,345,000 in “emer- 
gency” federal taxes on new cars, 
trucks, buses, motorcycles, gas, oil, 
tires, tubes, parts and accessories. 
The 1941 figure was $488,227,948. 

“The tremendous size of the fed- 
eral tax inflation now in force 
against the highway user is shown 
by the fact that receipts from these | 
taxes are up 14.6 percent in the last | 
year alone, and 129 percent above | 
those collected in 1941,” Butler said. 
He added: 

“These federal taxes on the high- 
way user are not intended to go for 
roads, as do most state highway | 
taxes. They go for general reve- 
nues of the government. Conse- 
quently, anyone who uses highway 
transportation is being specially 
taxed by the federal government | 
without any special benefit in re- | 
turn. Hundreds of highway user | 
groups have already urged Congress | 
to repeal these taxes, which were | 
adopted only as temporary, emer- 
gency levies. 

“The emergencies that created 
these taxes are over. But through 
their continuation, and their effect 
on the cost of living, these taxes | 
may themselves become a personal | 
emergency to millions of highway 
users.” 





Murray Offers Catalog 
On Hose-Clamp Products 


Murray Corp. announces the pub- 
lication of its catalog covering 
various hose clamps. 

This catalog also carries illus- 
trations and descriptive matter on 
the company’s new line of hose 
clamp counter display assortments. 
To obtain copies of this catalog, 
write Murray Corp., Dept. C, Tow- 
son 4, Md., requesting Form No. 
HC-48. 


| 


taxes expected to be live issue dur- 
ing 1949 legislative session, despite 
rejection last year. Use for high- 
ways of that portion of state sales 
tax revenue derived from the sale 
of motor vehicles also has been sug- 
gested. 

UTAH—More highway revenue 
probably will be sought from 1949 
legislature, but definite proposals 
not reported at this writing. Bills 
for higher gasoline taxes rejected 
last year. 


VERMONT—Adopted %-cent in- | 


crease in the gasoline tax rate last 
year, with no further proposals for 
new highway revenue reported for 
consideration next year. 

+ * + 


ene taxes to pro- 
vide additional road revenues 
reported as an eventual possibility. 
No such proposals being currently 
pressed, however, and no regular 
legislative session scheduled next 
year, Virginia is one of few states 
in which highway financing does 


| not loom as major issue in imme- 
diate future. 

WASHINGTON—Increased gaso- 
line taxes or bonds, or both, will be 
proposed to 1949 legislature for ex- 
panded highway construction. An 
interim committee studying the is- 
sue has not yet reported. Also ex- 
pected to be revived is a bill provid- 
ing for repayment of previously 
diverted highway funds. 

WEST VIRGINIA—A $50,000,- 
000 bond issue for secondary 
roads will appear on November 
election ballot. 


WISCONSIN — Legislature next 
year may receive a proposal to in- 
crease the gasoline tax from four 
to five cents to provide additional 
funds for bridge building which, 
according to state officials, has not 
kept pace with general highway im- 
provement in the state. 


WYOMING—A gasoline tax boost 
proposal was turned down by the 
legislature last year. Not indicated 
yet whether this or other automo- 
tive tax increases will again be 





sought at the 1949 legislative ses- 
sion. 





IN THE MODERN MODE—Thatcher & Hollingsworth (Packard), Santa Ana, Calif., recently 
opened new sales and service facilities which feature a "jewel box'' showroom. Recessed 
lighting and unadorned backdrop serve to focus attention on the car displayed in the show- 
room area, which covers 1,000 square feet. An additional 8,000 square feet are occupied by 
offices and parts and service departments, with 17 departmentalized work stalls. Total area 
occupied by the dealer is 25,000 square feet. 





Word's "Finest 
MACHINE 


GLAZE 










THERE 1S NO POLISH, WAX OR GLAZE MADE TODAY WHICH WILL EQUAL 


MIRROR GLAZE IN 


ONLY MIRROR GLAZE CAN GIVE YOU THESE ADVANTAGES 


MIRROR GLAZE will absolutely keep new cars from fading, es- 


pecially blacks and maroons. 


MIRROR GLAZE is simple, easy 


MIRROR GLAZE can be used under any climatic conditions. 
MIRROR GLAZE does not gum up the buffer pad. 
MIRROR GLAZE saves time, saves labor, saves money. 


MIRROR GLAZE is a superior product, sold at a reasonable price. ¥ 


MIRROR GLAZE will outlast anything put on a finish. 


MANUFACTURED 


BY 


to use, with fewer operations. 


DEPTH, CLEARNESS, LUSTER AND LASTING QUALITY 





Pease ee ese ee eee 
One demonstration will convince you. Atg 


our expense and without obligation, we §j 
will send you samples of MIRROR § 
g GLAZE — free. Or we will send our local § 
representative to give you a demonstration § 
gof MIRROR GLAZE. See for yourself. i 


Write us Today! u 
bBeenawaeweneeee we J 


PASADENA 
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Slocum Reports on Europe . . . 
Turin’s Auto Show 


(Continued from Page 11) 


the same time. The lighting ef- 
fects make it fully as attractive 
at night as by day, with no 
shadows anywhere. The stair- 
ways are much wider than we 
usually build them in America 
and of course—this we never 
could duplicate—and all of genu- 
ine Italian marble! There are 
ample offices and conference 
rooms, all strictly modern. 

There is an air-conditioned res- 
taurant which will seat 500 and a 
bar which, at home, would stand as 
many more! There is a central gar- 
den with bandstand and dance floor 


Analysis of 


Silo 


in Buffalo 


@ by make 
© by model 
® by numbers sold 


® by location of buyers 


Renewing, in expanded form, the 
analysis of new car sales conducted 
for 1! years and 5 months prior to 
the war, we now have available 
summaries for 1946 and the first 
half of 1947. These show at a glance 
the sections of Buffalo where auto- 
mobiles are being sold and will 
continue to be sold in greatest vol- 
ume. Significant new trends are 
apparent. Call our representatives. 


OSBORN, SCOLARO, & co. 
Detroit, Mich. 


REACH BUFFALO'S BUYING 
POWER thru the 


INSURANCE 
CONTRACTS 
AVAILABLE 


for 


Finance Companies 
and 


Automobile Dealers 


* 


A profitable insurance con- 
tract is available to you with 
a Stock Insurance Company 
operating nationally, and 
writing fire, theft and colli- 
sion on financed automo- 
biles. It will pay you to 
wire, write or call. 


+ 


Finance Insurance Co. 
219 So. Broadway 
Phones 22816 and 20572 
WICHITA, KANSAS 


where we, and no less than a thou- 
sand others, attended a charity 
dance for orphaned Italian children 
one evening. Orson Wells and other 
movie stars were the big attraction. 
Perhaps you begin to see why I 
would settle for this Turin hall— 
lock, stock and barrel—set down 
(as it is) F.O.B. on the riverfront 
in Detroit! 
* > * 

LEVEN MONTHS TO BUILD? 

—They told me the building 
was completed in 11 months, which 
would seem to be impossible. .How- 
ever I did believe it was completed 
just two days before the President 
of Italy opened this year’s show. 
The answer was, I discovered, that 
there had been a sports arena on 
the present site which had been 
bombed during the war. Parts of 
this were used in the foundations, 
etc. Perhaps this accounts, too, for 
the fact that the present buildings, 
marble stairways and all, cost less 
than a million dollars! 

The Turin international show, 
or “salon” as they call it, is put 
on by the ANFTAA, which is the 
AMA of Italy. On Sunday, we 
were the guests of Dr. Rodolfo 
Biscaretti, the president of the 


NO POSTS—Here's another view of Turin's 
new auto show building showing the spacious 
display area unmarred by support columns. 
—_ than 700 vehicles were exhibited in the 
salon. 


association, and his charming 
wife. We dined high up on a 
mountain overlooking Torino. His 
associate, Dr. Luigi Giovannetti, 
head of the press service, did 
everything possible to make our 
visit to the show pleasant and 
profitable. 

Both seemed highly flattered to 
have a representative of the trade 
press of America present and par- 
ticularly pleased that it was AuTo- 
Motive News, which they read every 
week. It may interest you to know 
that we have seven regular sub- 
scribers in Turin alone who, by the 
way, pay $12 per year in hard-to-get 
American dollars to receive it! 

+ * * 

T= FIAT PLANT — Naturally 

we took a day out to visit the 
Fiat plant, which is located on the 
outskirts of Turin and looks for all 
the world like any modern plant in 
Detroit. The office building will 
match any one I know of in the 
United States. It has more real 
marble floors and wainscoting than 
all of our plants combined, but of 
course this is Italy, where marble 
must be cheaper than reinforced 
concrete at home! 

We saw in the interior repairs to 
the office building, the first of the 
bombing scars which appear every- 


-| where about the plant. Fiat was a 


Complete selection available 
Write for catalog 


Gem Manufacturing Co. 


1930 8S. STATE 8T., OHICAGO 16, ILL. 


No. 1 objective of all enemy forces 
and, if we understood correctly, was 
at different times attacked by Ger- 
man, English and American planes, 
so they did a rather spotty job of 
attempted demolition. Practically 
all has now been repaired, and we 
thought the plant looked as ship- 
shape as any we would see today 
at home. 

After the necessary greetings at 
the offices, we were taken in tow 
by an English-speaking manager, 
who asked us to climb into a Fiat 
of, I would guess, the 1898 period. 
In this open phaeton, piloted by a 
7-foot chauffeur, we cruised up 
and down the aisles of this giant 
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[Autos With a Continental Flavor. . 


TOPSIDE VIEW OF TURIN SHOW—Advance stylin: 
American-made cars shown were Studebaker, two 


plant, exactly as we would have 
at the Ford Rouge. We saw the 
small-car assembly line and were 
told it was producing 100 per day, 
which with 80 large cars and 20 
chassis, made an average total of 
1,200 units per week from a plant 
employing 14,000. 

They told me Fiat has a total of 
55,000 employes in Italy, but they 
have more varieties of products, in- 
cluding locomotives, marine diesels, 
etc., than does our own Mr. Heintz, 
so it was impossible to measure 
their labor efficiency, even in an 
approximate way, against our own. 
Fiat still road-tests every vehicle it 
builds on a proving ground adja- 
cent to the plant. Our big Italian 
chauffeur took great delight in 
proving that the 1898 model, in 
which we were riding, could take 
the 45-degree turns like a flapper. 
We would have gladly taken his 
word for it without the demonstra- 
tion! 

* * > 

ANOTHER interesting thing we 

learned is that Fiat provides a 
lunchroom in which 12,000 are 
seated at tables and furnished 
thick, hot soup “on the house.” The 
workman brings his own bread, his 
bologna, cheese and, of course, his 
bottle of wine, because no self- 
respecting Italian or Frenchman 
will forego his wine any more than 
an American will his coffee. It’s a 
strange world! We are all only 
creatures of habit and many of ours 
—gum-chewing, corn-on-the-cob and 
Coca-Cola, for example—are as baf- 
fling to them as are many of theirs 
to us! 

An incident happened in con- 
nection with my visit to Fiat 
which I must relate. The press 
secretary, Dr. Giovannetti, know- 
ing that I had, through the cour- 
tesy of the Fords, a car and 
driver, asked if I would take with 
me another foreign guest of the 
exposition. For reasons you will 
soon learn, I will not mention his 
name, business or residence, ex- 
cept to tell you he is a native of a 
country well behind the present 
Soviet “iron curtain.” He told me 
he had been in Detroit within the 
year, but before Russian occupa- 
tion of his own country. America 
to him is a literal heaven on 
earth! He handed me his expen- 
sively engraved card. In the cor- 
ner under his name, he had drawn 
a line through his title “Pro- 
prietor” and written “Director” in 
ink. 

“You see it is quite different 
now!” he said, and I will never for- 
get the tragic look of hopelessness 
which crossed his face as he handed 
me that card. But, by the grace of 
God and two oceans, I thought, I 
might be changing my title to meet 
the whim of some foreign dictator, 
fattening his own sides on the gulli- 
bility of people enslaved by his 
promises of greater security. God 
bless America! You have to get 
about this far away to appreciate 
with what a heritage each of us is 
endowed !—G.M.8. 


marked most of the 700 cars, trucks and buses exhibited at the recent Italian salon. 


‘49 Kaisers and a Willys. 


FIAT'S HEAD OFFICE—With Italian marble floors and wainscoting, this building is located 
just outside Turin, along with Fiat's assembly plant where production is now 100 small cars, 
80 large cars and 20 chassis per day. Employment at this plant is 14,000 persons. 


PRESIDENT AT SHOW—Luigi Einaudi, Italy's chief executive, attended opening ceremonies 
at the Turin auto show. Here he is (left) at the Studebaker exhibit, chatting with Nick 
Freeman, Studebaker's special representative for the Near East. 


AT TURIN SHOW PREVIEW—This is a closeup of some of the exhibits at the recent Italian 
auto show. Note the column-less interior of the new building, as well as the modern styling 
of the autes end buses.—(Acme phete.) 
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Auto Stocks Off Sharply 
In Sept. Sinking Spells 


By George Deery 
Associate Editor 
HE AUTO shares index didn’t 
fare so well in the September 
market, as was the case with most 
groups. In fact, their decline was 


Auto Stocks 


61% 
16% 
.. 10% 
. 17% 
4% 
23% 
8% 


. 23.50 


General Motors .. 
Hudson 
Kaiser-Frazer 
Nash-Kelvinator 
Packard 
Studebaker 
Willys-Overland 
Average for 
Nine Stocks 


3 BUYING 
Burrrlap?} 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...folks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 


“Each year Bemis du- 
rmines the grading 

of burlap from Indian 

jute mills. Bemis’ grad- 

ing is accepted by 

producers and use~> 

alik2 as the standar¢ 
« burlap qualit: 


BEMIS 


Detroit « Chicago « St. Lovi: 
Cleveland «Indianapole 
and other principal cities. 
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Comfortable 
BEDS 


TUB AND SHOWER 
IN EVERY ROOM 


MOST CONVENIENTLY LOCATED 


HOTEL oerroit 


CADILLAC SQUARE 
ONE BLOCK EAST OF WOODWARD 


C.G. PARKER 
Manager 


Telephone 
WOodward 2-5900 


Out-of-Town Buyers 


WHY ROAM? 


Make Your Home 
at One of the 
Nation’s Largest 


Ford Dealers 
FLOYD RICE 


14300 LIVERNOIS 
DETROIT 4, MICHIGAN 


considerably sharper than that of 
the Dow-Jones industrial average, 
which held its loss for the month 
ended Sept. 30 to about 1.9 percent. 

Dipping at month end to the 
lowest average price since last 
March, the motor shares measure 
wound up September with a loss 
of 6 percent. At the close Sept. 
30, it stood at 22.48. 

For the first nine months of the 
year the Automotive News Auto 
Stocks Index has ended the month 
at the following levels: January, 
21.50; February, 20.34; March, 21.84; 
April, 22.64; May, 25.93; June, 26.01; 
July, 24.23; August, 23.91; Septem- 
ber, 22.48. 

Each of the nine auto issues 
gave ground in September as is 
indicated in the following table 
showing the closing quotations in 
September compared with the 
preceding month: 

Sept.30 Aug. 31 
Chrysler 55% 58% 
Crosley ; 8% 9 
General Motors 60% 62% 
Hudson 15% 17% 
Kaiser-Frazer 10% 10% 
Nash : 16% 17% 
Packard . . 4% 5 
Studebaker 22% 25 


Willys- -Overland ~°* 9% 
e 


Share Reduction 
Is Postponed 
By Packard 


Directors of Packard have de- 
cided to “postpone indefinitely” any 
recommendation to the company’s 
116,530 stockholders that a reduc- 
tion be made in the 15,000,000 
shares outstanding. 

George T. Christopher, president 
and general manager, wrote stock- 
holders that “if future conditions 
present a more opportune time for 
reconsidering the matter, be as- 
sured you will be kept fully in- 
formed. 

“In the past several months, some 
of our stockholders have suggested 
that a reduction be made,” he went 
on. 

“Such a plan would call for a 
majority vote of the stock author- 
izing an exchange of existing 
shares for a smaller number of par 
value shares, instead of the present 
no par value shares. Nothing would 
be taken away from stockholders. 
They would be given the same in- 
terest in the earnings and assets 
of the company that they now have. 
Neither the capital nor the surplus 
of the company would be affected. 

“Your directors investigated ev- 
ery possible angle, then weighed the 
results of their study. After full 
consideration, they have decided to 
postpone indefinitely any recom- 
mendation to stockholdérs of such 


a plan.” 
+ 


a * 
Standard-Thomson Sets 
Backlog at $3,100,000 

Reginald N. Webster, president 
and chairman of Standard-Thom- | 
son Corp., automotive, aviation | 
and industrial precision parts man- 
ufacturer, last week told stock- 
holders at the annual meeting that 
an upturn in the company’s earn- 
ings, which took place in the last 
three months of its fiscal year end- 
ed May 31, has continued into the 
first quarter of the present fiscal 
year. 

“June and July earnings, despite 
the usual two-week vacation shut- 
down of our Clifford division 
plants, were at a rate equal to the 
average monthly profits in the final 
quarter of the last fiscal year, 
when $113,463 was earned in the 
quarter after taxes. Sales are hold- 
ing at about the same level as in 
previous months, and the rate of 
profit has been maintained by fur- | 
ther economies effected in operat-| 
ing expenses. Our backlog of un- 
filled orders as of July 1, 1948, 
exceeded $3,100,000,” he said. 

+ + + 


American Bantam Car Elects 


New Officers, Directors 
Officers and directors of Ameri- 
can Bantam Car Co. were elected 
for the coming year last week. Re- 
elected as officers were B. D. McIn- 
tyre, president; W. D. McIntyre, 


executive vice-president and treas- 
urer; C. S. MelIntyre, vice-presi- 
dent; John G. Painter, vice-presi- 
dent, and Paul Croll, secretary. Re- 
elected as directors were B. D. Mc- 
Intyre (chairman), W. D. McIntyre, 
C. S. McIntyre, James D. Mooney, 
Dean B. Copeland, Jerome P. Bowes, 
Frank Salvatora and Stanley Win- 
kler. 

New directors elected were 
George M. Streicher, C. J. Smith, 
George J. Henrich, John G. Painter, 
and E. B. Brownell, with Brownell 
also being elected to the post of as- 
sistant treasurer. The MclIntyres 
hold similar positions with Monroe 
Auto Equipment Co., which as- 
sumed effective control of American 
Bantam in July through the trans- 
fer of the outstanding common 
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stock of the Newgren Co. in ex- 
change for new Class “B” common 
stock of American Bantam. New- 
| gren now is an American Bantam 
| subsidiary. Streicher, Smith and 
Henrich also are directors of New- 
gren as well as Monroe, and E. B. 
Brownell is Newgren_ secretary- 
treasurer and director. 

o * . 


Fractions 


Earnings close to $9 a share for 
General Motors and $8 for Chrys- 
ler are the estimates of some 
sources in the East. . Eaton 
Mfg. Co. directors have approved 
a two-for-one split in the firm’s 
stock. No date for submission of 
the plan to stockholders has been 
set. 

One estimate of Electric Auto- 


- 55 


Lite aunts for the year is ap- 
proximately $7.25. Sears- 
Roebuck has purchased an inter- 
est in Kaiser-Fleetwing, Inc., 
from the Henry J. Kaiser inter- 
ests, it was announced last week. 
The firm in Bristol, Pa., makes 
auto parts for K-F, aluminum 
garage doors and dishwashers. 
Plant will be expanded to make 
plumbing equipment for Sears. 
Some sources say new financing 
is a possibility for Mack. ... Pack- 
ard President George Christopher 
says “figures for the third quarter 
are not yet complete, but indica- 
tions are that they will show a 
good credit.” Packard reported 
earnings of $6,213,805 for the first 


| quarter, 


THE STEERING SERVICE MOTORISTS 


ASK 


FOR! 


‘Visualiner is the only automotive service we've ever adver 


tised that motorists come in and ask for by name.” 


That 


statement, made by a leading auto dealer, is typical of the 


many comments made by Visualiner owners 
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Manitoba Haulers 
Ask Rate Hike 


WINNIPEG, Manitoba. — The 
Manitoba Automotive Transporta- 
tion Assn. has asked that the pro- 
vincial trucking rates be increased 
21 percent. Counsel for the associa- | 
tion, W. M. Noble, said the opera- 


Get Rid of 


ready to install. 


$187.50 


Write for Circular 


Illustration shows standard kit with 
two extra tube outlets. 


Complete 
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SOLVE YOUR GARAGE AND SHOP VENTILATION PROBLEM 
THIS SIMPLE, INEXPENSIVE WAY 


What you have been waiting for—the final, successful solution to your garage 
ventilation problem, all available in a packaged kit, including motor and blower, 


r e Simple installation — no change or 





BINDER for 
Automotive News 


ANSWERING many requests from our 

readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 


and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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tors are faced with a 52 percent 


average increase in operational 
costs since 1939. 


The application was not opposed 
by any organization or group dur- 
ing the first morning of the hearing 
before the Motor Carrier board. 
Noble said that of 213 members of 
the association—who operate 425 
trucks — only one member said he 
did not desire an increase. 






























Keeps air fresher, healthier, 

more invigorating where inter- 

nal combustion engines tend to 

foul the atmosphere. Helps to 

protect the health, happiness 

and efficiency of the men and 

makes your shop more inviting 

to customers. 

A single unit installed seven 

feet off the ground clears the 

atmosphere, up to 6,000 square 

feet of floor space. 

Easy to service 

Only one part to clean (average 
3 times a year) 

Absolutely safe 

No tools required 

ECONOMICAL TO OPERATE 

Obtained through leading 
Automotive Wholesalers. 


Gas Fumes 


@ Removes gas fumes at source (ex- 
haust pipes). 


alteration of existing. facilities. 

@ Not in your way — instantly in use 
or out of the way when you don’t 
need it. ; 

@ Saves man-hours and helps keep 
employees. Mechanics have less 
sinus, headaches, etc. 

National also makes a complete pack- 

= aged kit for under-floor installation. 

Literature on request. 


WRITE FOR CIRCULAR 
National System of Garage 
Ventilation, Dept. 83.J 


330 N. Church St. Decatur, Ill. 


World’s Largest Manufacturer of 
Exclusive Garage Ventilating 
Equipment 
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City Cars Rate 
Small Tradein 
In St. Louis 


ST. LOUIS.—Local used-car deal- 
ers have expressed amazement at 
the action of the St. Louis Board of 
Education in accepting $50 as trade- 
in allowance on a 1940 Buick sedan 
and another $50 on the same kind 
of a deal for a 1941 Chrysler and 
assert it could have done better by 
selling the machines for junk. 

When queried about the price the 
dealers referred to the NADA used- 
car price guide, which listed the 
Buick at $795 and the Chrysler at 
$995. 

They asserted the board could 
have received within $200 of these 
listed prices for the automobiles 
had they been taken to used-car 
lots or to the St. Louis Automobile | 
auction barn. 

Mervyn E. Wiethaupt, secretary- 
treasurer of the board, said both 
used cars were traded at Charles E. 
Vincel Pontiac Co. The Buick went 
in for a 1947 Pontiac Eight and 
the Chrysler for a 1948 Pontiac 
Eight. The 1947 model cost $2,218 
and the ’48 model $2,593. 

Officers of the board defended the 
action by stating that both ma- 
chines were “in terrible shape,” one 
having been wrecked in an acci- 
dent. The Vincel firm, they stated, 
was the only one that could prom- 
ise immediate delivery and the 
board was forced to accept its 
terms. 

The dealers rejoined by declaring 
“unless those cars were a couple of 
lemons, they would be worth more 
than $50 for salvage.” 


Chicago Group | 


Urges More GI | 
Shop Training 


CHICAGO.—An acute shortage 
of trained mechanics still exists, 
and the principal reason is that 
not enough dealers utilize the op- 
portunities provided by the G. I. 
bill, according to a bulletin issued | 
on the subject by the personnel | 
department of the Chicago Auto-| 
mobile Trade Assn. 

To help in alleviating the situa- | 
tion, CATA announced that it is 
in position to supply dealers here 
with young veterans, most of whom 
have already completed a five- 
month course in automobile me- 
chanics at a trade school and are 
thus qualified to step into jobs. 

“As a matter of fact, it is not 
necessary to train a man the full 
four years as set forth in the 
(G.I.) program,” CATA pointed 
out. “If, in the dealer’s opinion, 
the man is learning faster than 
usual, he can be advanced accord- 
ingly.” | 

Stating that the vets’ project “is 
necessarily one of a long range 
nature,” the association added that 
“it doesn’t offer an immediate so- 
lution to the shortage of skilled 
labor. But inasmuch as automobile 
skills take time to acquire and 
there hasn’t been any appreciable 
training undertaken in the past, 
there can be no immediate cure- 
all. The workability of the pro- 
gram has been effectively demon- 
strated by the success some of our | 
members have already expe- 
rienced.” 








Sovereign Plan 
Service Follow-Up Program 


Wins 1948 Award 


CHICAGO.—The Sovereign Plan, 
Inc., a service follow-up program 
for automobile dealers, has won the 
Direct Mail Advertising Assn. com- 
mendation, it is reported. 

The association selected Sover- | 
eign’s direct mail campaign as the | 
best of the syndicated advertising | 
service industry for 1948. | 

The Sovereign Plan is described 
as recognizing that seven out of 10 
car owners never come back to the 
dealer from whom the car was pur- 
chased. The plan seeks to return 
those owners to the original dealer’s 
service department. 

Built around preventive mainte- 
nance service, the plan is said to 
decrease the ultimate cost of oper- 
ating an automobile and guarantee | 
the owner against costly repair bills. 





AUTOMOTIVE NEWS offers to adver- 
tisers a weekly audience of an estimated 
90,000 cover-to-cover readers! 
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FROM EAR TO EAR—The beaming gentiemen on the left is Paul D. Carr, vice-president 


of Lakewood Nash, Inc. (Nash), Lakewood, 
dealer award from R. V. Merrick, Cleveland 








Car Salesmen 
Are Linguists 
In South Africa 


WILLOW RUN.—lIt takes double 
talk to sell cars in South Africa, but 
the double talk is legitimate. That’s 
because there are two official lan- 
guages in the British dominion— 
English and Afrikaans. 

W. W. Friedlander, managing di- 
rector of Currie Motors, Ltd., 
Kaiser-Frazer distributor for the 
Transvaal, said neither tongue ap- 
peared to hold much of an edge 
over the other in popularity. 

“It’s about 50-50,” he estimated. 

Friedlander, who visited the K-F 
factory on a business trip, described 
Afrikaans as a mixture of Dutch, 
German and English. 

In any language he expects Cur- 
rie Motors “to sell 1,200 right-hand- 
drive cars a year,” aided by the fact 
that South Africa remains “one of 
the few countries in the world with 
a free dollar exchange.” 

Located in Johannesburg, the dis- 






O., as he receives the Nash 10-point select 
zone manager. 


| tributorship operates in 72,000 
square feet of space under one roof. 

“There isn’t a single obstructing 
pole in the workshop,” Friedlander 
said. “We have over 200 employes 
in service and sales, and we're 
equipped to handle any type of ma- 
jor service jobs.” 

Capitalized at $1,200,000, the firm 
serves 43 dealers in the Transvaal. 

Friedlander said American auto- 
mobiles were preferred by South 
Africans over English and conti- 
nental makes. 

“The non-American vehicles are 
mostly lightweight models,” he ex- 
plained. “Most men buy American 
cars for themselves, then pick up 
an English or continental automo- 
bile for their wives, or as a second 
car.” 


Fletcher Motor Co. 


Fletcher Motor Co., Inc., Fletch- 
er, N. C., has obtained a charter 
from the secretary of state to deal 
in automobiles. Authorized capital 
stock is $100,000, with $3,000 sub- 
scribed by L. C. Youngblood, W. M. 
Lance and V. J. Youngblood, all of 
Fletcher. 











1 Customer-getting Advertising! 


By reaching 5 out of 67 car owners in your 


community, Pennzoil directs more 


your place of business than ever before! 


2. Customer-holding Performance! 


By meeting highest standards of 


ance, Pennzoil satisfies and holds the quality- 


buying customer who is the best bet for all 


your services and merchandise. 


Take advantage of this double profit 


opportunity now. Get in touch with your 


Pennzoil distributor .. . 


for his name. 


people to 


perform- 





TOVER 45 MILLION MAGAZINE 
SELLING MESSAGES 
MONTH AFTER MONTH! 


or write to us 


THE PENNZOIL COMPANY =» Executive Offices » OIL CITY, PA 


*Trade-mark Registered 


PENNZOIL MOTOR 


Member Penn Grade Crude Oil Ass’n., Permit No. 2 
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Prices Off as Market Slumps.. . 


Cheaper 


(Continued from Page 1) 


new-car orders due to reimposition 
of Regulation W. Milwaukee bank- 
ers handling papers on new cars 
declare that few transactions are 
affected by the regulation. 

TOLEDO.—Doc Greiner, who 
operates three lots here, admits 
to very few retail sales since 
Sept. 20, although prices were 
chopped several hundred dollars 
to encourage business. 

Matthew Tank, of Lee Motors 
(Ford), reported his firm dropped 
prices as much as $500 on higher 
priced merchandise. 
DENVER.—New-car dealers here 

are holding to the opinion that 
Regulation W will stabilize used 
car prices and markets. However, 


they are carrying small inventories 
until such stabilization occurs. the same but with extreme care 


With used-car prices down, new-| being exercised on late heavy 
car dealers believe the public will} ™odels. Cadillac, Futuramic Olds, 


be more likely to turn to the new-| convertibles, station wagons and ’49 
car dealer with trade-ins on new| Fords hardest hit. Low retail is 
models. This may tend to limit} forcing smaller dealers to the wall, 


over-list pricing of postwar used| Ryan declared. 
cars, they point out. LOS ANGELES.—Retail trade 


CHARLOTTE, N. C.—Regulation | here is off as much as 65 percent, 
W has tended to slow retail sales| according to dealers attending the 
in this area but wholesale trading | California Auto Dealers Wholesale 


is fair, according to E. M. Stafford, | Auctions. The public is now shop- 
auction operator. ping for lower prices, it was de- 


Wholesale prices have shown/|Clared, and retail prices have 
slight improvements over the past| fallen from 5 to 15 percent on 
week, Stafford added, and retail]| postwar vehicles. Prewars are hold- 
prices seem to have stabilized at| ing firm and demand is on the in- 
the lower levels for the time being.| crease. Dealers have reduced in- 
Dealers are cutting their inven-| ventories 30 percent and more. 
tories of °’49 Fords. Late model pO 
Buicks, Cadillacs and Oldsmobiles GEATTLE. — Regulation W has 
have suffered greatest losses. Pre- caused little or no trouble for 
wars are higher than ever and in| new-car dealers here, according to 
heavy demand. Most dealers here| E. F. McCarthy, general manager, 
believe that prices will advance in| Westlake Chevrolet Co. Other deal- 
a few weeks. ers interviewed supported McCar- 

Sethe. thy’s view and declared that not 
ETROIT.—Retail here is report-| more than half-a-dozen customers 
ed to be “practically nil.” Cus-| cancelled new-car orders with the 
tomers, it seems, disappeared in| return of credit controls. 
the week following reimposition of| Used-car dealers are currently 
Regulation W. Wholesale trading! weathering low retail activity 


RESOLUTE 
FIRE INSURANCE COMPANY’S 
EXPANDING FACILITIES 
OFFER OPPORTUNITY TO 
AUTOMOBILE DEALERS 


For the first 8 months of 1948 Resolute Fire Insurance 
Company’s premium writings exceeded $5,800,000 . . . with 
the average commissions earned by automobile dealers 
throughout the country in excess of 40%. A still greater 
volume in premium writings is expected in 1949. 


As vehicle production has increased, so has the demand 
for automobile fire, theft and collision insurance under the 
Resolute Plan. All evidence points to a substantial increase 
in commissions during 1949 and our stepped-up facilities 
for writing automobile finance insurance, together with such 
influences as the scrapping of old cars and the work of 
various safety organizations, will result in a gratifying up- 
curve of profits for this type of business. 


MILLIONS OF DOLLARS HAVE BEEN EARNED BY 
AUTOMOBILE DEALERS WRITING FIRE, THEFT AND 
COLLISION INSURANCE IN 1948. MANY MILLIONS 
MORE WILL BE EARNED IN 1949. In fact, it is predicted 
by many of the foremost authorities that, with a return to 
normal conditions, automobile dealers who finance their 
own time sales will earn more on their insurance and finance 
business than they will on their car sales. This was true 
prior to today’s sellers’ market—and will be true again 
sooner than most automobile dealers realize. 


The income to be derived from fire, theft and collision 


said to be very limited. 
completely cleared out 


levels, it was said. 


RICHMOND, Va—Retail on 
prewar models is “terrific,” ac- 
cording to H. Michael Ryan, 
president of Automobile Auction 
of Va. Units under $2,000 are 
holding well but higher priced 
stocks have reduced sharply dur- 
ing the past three weeks. Whole- 
sale is now leveling at 10 percent 
below pre-Regulation W levels. 
Dealer inventories remain about 





by local and outstate dealers is 










Several lots along Livernois Ave. 
stocks, 
to replace at lower levels when 
possible. Others remain loaded with 
high-priced merchandise purchased 
in better days. Present stocks are 
being acquired at greatly reduced 












Used Cars Getting Play 


caused by water-front strikes, cur- 
rent gasoline shortages and the 
lull following pre-regulation buy- 
ing. Prewars have improved slight- 
ly and late models have shown lit- 


tle decline since mid-September. 

ALBANY. — Retail sales on 
high-priced late models are be- 
ing made at reduced lev- 


auction operator. 
are looking for further reduc- 
tions. At this time, heavy adver- 
tising and sales promotion litera- 
ture has failed to revive retail 
trade. Wholesale trading is ac- 
tive on new units but the supply 
is limited and prices are $100 to 
$250 lower than early September 
prices. 

Anspach declared that dealer in- 
ventories are growing @s the re- 
sult of careful purchases from in- 
dividual owners. However, many 
are trying to clear out stocks with 
little more than a $50 loss. Buick, 
Hudson and Packard hit hardest. 


* + * 

T. LOUIS.—Retail prices on used 

cars have dropped steadily here 
since the reimposition of price 
controls. A few used-car opera- 
tions have been forced to close 
because of low retail volume and 
over-priced stocks. Price drops on 
late-model light cars are running 
from $150 to $250, with heavier 
losses hitting the larger cars. Deal- 
ers have reduced _ inventories 
wherever possible, often at a loss. 
Further declines are expected to 
occur through October. 

New-car dealers report that some 
new-car customers, who earlier had 
orders placed for medium-priced 
cars, have since tried to reduce 
their order to lower-priced lines 
because of higher down payments 
required by credit controls and 
constantly advancing delivery 
prices. Only a few cases of out- 
right cancellation have occurred, 
however, it was said. 

UFFALO. — Buffalo used-car 

dealers have experienced a 175 
percent drop in business. Sales 
during the last two weeks have 
been virtually at a standstill, an 
official of the Buffalo Automobile 
Dealers Assn. reported. 

Blaming the business drop on 
renewal of government curbs on 
credit, the spokesman said dealers 
have lopped as much as $100 to 
$300 off late model car prices and 
anticipate a dismal business pic- 
ture through the winter. 

The official said most local deal- 
ers are gambling that prices will 
hold at their present level through 
the slack winter season and are 
hopeful of seeing an upward trend 
by spring. 

MILWAUKEE. — Current  used- 
car business in Milwaukee is not 
suffering either a startling loss of 
volume or drop in prices, according 


to Robert M. Blanding, manager 


O'Malley 


(Continued from Page 1) 
the dealers in that area on a di- 
rect basis, O’Malley was sent 
there to launch the new plan. 
In 1941, he was recalled to the 


factory and assigned to liaison ac- 
tivities between the Chrysler divi- 
sion and the U.S. government. Dur- 
ing the war, he handled sales of 
war materials totaling many mil- 
lions of dollars, a large percentage 
of this being entirely new products 
invented or developed by the Chrys- 
ler division under the direction of 
Wallace. 


O'Malley also was made vice- 


president of the Chrysler Marine 
and Industrial 
early in the war. 
sistant general sales manager in 
February, 1944. 


Engine divisions 
He became as- 


Appleman is a veteran of 32 


years’ experience in the automobile 
business, which he entered in 1914 
at 18. After a short time in Flint, 
first with an axle manufacturer and 





insurance is good news for automobile dealers looking for 
additional profits. 





later with an automobile company, 
he joined the Chalmers organiza- 
tion in Detroit as a mechanic. He 
served in World War I in the Mo- 
tor Transport Corps and attained 
the rank of sergeant, serving 18 
months overseas. 

After the war, he returned to 
Chalmers in the accounting depart- 
ment, cleaning up war contracts. 
When Walter P. Chrysler launched 
his own car in 1924, Appleman re- 
mained with the newly-formed 
Chrysler organization and has been 


PTTL AAA SRST SAARC 


_ If you finance your own time sales and are interested 
in the additional profits available from the insurance busi- 
ness, write, wire or phone for complete details without 
obligation. 


RESOLUTE FIRE INSURANCE COMPANY 


83 Chapel Street Hartford 3, Conn. 
Telephone 2-6248 


A New England Stock Company Chartered in 1926 
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WINE AND SONG—Amid a gay atmosphere, an estimated 300 attending the Iéth annual 
convention of the West Virginia Motor Truck Assn. in Charleston were guests at a cocktail 
party staged by Tag Galyean, Inc., Charleston Dodge-Plymouth dealer. Shown above are, 
left to right: Kenneth Stetler, president, West Virginia Motor Truck Assn.; Fred M. Case jr., 
managing director; R. H. Gross, sales maneger, Tag Galyean, Inc.; T. A. Galyean, president, 
Tag Galyean, Inc.; James E. Conley, Dodge truck manager, Cincinnati region: Roy V. 
Bolyard, truck sales manager, Tag Galyean, Inc.; A. Lovell Elliott [r., director of advertising, 
Tag Galyean, Inc.; D. J. Henry, director of service, Tag Galyean, Inc. 





of the Milwaukee County Automo-,tail trade has practically disap- 
bile Dealers Assn. That there has} peared. So heavily stocked are 
been a slowdown in the sale of| most dealers that many are send- 
used cars is true, Blanding pointed|ing merchandise north for resale, 


out, but the reason cannot be/ according to Frank Watts, presi- 
blamed entirely upon credit con-| dent of the Miami Used Car Deal- 
trols. ers Assn. 


From the new-car dealer’s view-| Even the prospect of the return 
point, there has been no loss of|°f winter tourists has not caused 


business due to controls. tered tee ye | oe 
G a eclared, and prices have 
ele ae uaa’ Gale been driven down steadily by re- 
reports that Southern dealers are duced retail volume. There is some 
lookin for fair business through indication that small operators are 
Getdbar and Nevember, with in- beginning to leave the business, it 
creases hoped for in December was added. 
and January. Dealer inventories re te 
are lower at this time, he added, LaSalle Motor Sales Corp. 
but wholesale is expected to show LaSalle Motor Sales Corp. has 
gradual improvement. Retail has | been incorporated in Buffalo with 
capital of 200 shares. Incorporators 


been reduced about 15 percent by 
credit curbs, he said. are James W. Connors, Arthur W. 


MIAMI. — Used-car dealers are} Schick, Alice F. Connors and Marie 
overstocked on inventories and re-| T. Schick. 


Immediate Delivery 
on all auto GRILLE GUARDS 





e 1949 MERCURY e 1948 NASH 
front and rear front and rear 

e 1949 FORD e 1948 PONTIAC 
front and rear front and rear 

e 1948 CHRYSLER e 1948 CHEVROLET 
front and rear front only 

e 1948 DeSOTO e 1948 KAISER 
front and rear front only 

e 1948 PLYMOUTH e 1948 FRAZER 
front and rear front only 


Also Immediate Delivery on Exhaust 
Reflectors for All Makes of Autos 


Foard & Mercury GUARDS 


FORD MERCURY 
DE oo 0-0 «ee ee Front ........ 16.00 
Rear .........- 10.00 Rear ......... 16.00 


Ale HEAVY QUALITY 
GRAVEL DEFLECTORS 


for Chrysler * Plymouth * Dodge * DeSoto 


Rop-loc products are famous for quality and dur- 
ability. All made of heavy quality steel—with 
finest chrome plating that lasts and lasts. 

Wire ...write...or phone your orders in today 
coe Wess 





IMMEDIATE DELIVERY ... WIRE OR WRITE TO 


SU ee 


WEST NINTH ST. CLEVELAND 12, OHIO 
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Convention Draws 2,000 . 


PAA Studies Problem 
Of U.C. Retailing 


(Continued from Page 3) 


not see the profits involved in used 
cars, or because he was too lazy. 


Booth said that used-car retail- 
ing can be done ethically by “well 
conditioned, honestly represented 
merchandise, fairly financed, and 
priced at the market with what- 
ever guarantee you use fully hon- 
ored,” a system he termed ethical 
merchandising “whether it be 
pickled pigs feet or used cars.” 

Declaring that “no dealer, nor 
all the dealers in the U.S.A. can 
control used-car prices,” Booth 
stated that “only John Q. Public 
holds the key, and, as long as he 
wants to go places sitting down 
and good cars are scarce in rela- 
tion to the demand, he will pay 
what he thinks they are worth— 
not what you think. 

“You, as a new-car_ dealer,” 
Booth told the group, “with ethics 
and responsibility, will do a far 
better job of supplying better val- 
ues to the used car buying public 
than ‘curbstoners’ ever will.” 

* * + 

(Sa that opportunity 

for profit is unlimited in the 
used-car market, Behrend pointed 
out that by “having an established 
retail used-car organization now, 
you are training your sales force 
for a competitive period whenever 
it comes,” and that “finance re- 
serves from used-car sales are a 
most lucrative source of revenue.” 


“Every franchised dealer 
should be recognized in his com- 
munity as transportation head- 
quarters, whether your town be 
small or large,” he said. “This 
will bring you more opportunity 
to do business in your parts de- 


partment, your service depart- 

ment, your used and new car de- 
partments. 

“Wherever you see an outstand- 
ing used-car merchandiser,” Beh- 
rend concluded, “you may be as- 
sured that dealer is prepared for 
the future, and he knows there is 
profit in used car merchandising.” 

Buckalew said that “the recent 
restoration of credit controls mak- 
ing necessary larger down pay- 
ments, and shorter terms for used 
ear buying will serve to increase 
public resentment toward the deal- 
ers asking unreasonable high prices 
for used cars.” 

He held that 
dealer to profiteer 
... is greed; if not, it most cer- 
tainly borders upon it, to say noth- 
ing of being inflationary and un- 
ethical.” oT ae 


MONG THE advantages out- 

lined by Day to be gained by 
a new-car dealer through the re- 
tail merchandising of used cars 
were the following: 

Training a sales organization for 
a future competitive market; in- 
creasing customer labor and parts 
sales; service to a great many po- 
tential customers who cannot ob- 
tain delivery of a new car or who 
cannot afford a high-priced used 
car, and profits to be made in the 
used-car business. 

“The used-car business as it is 
today may be construed as being 
unethical, and a new-car dealer 
should not be in it,” Ruch de- 
clared. He warned that to “gouge 

the used-car buyer with the pre- 
vailing high prices of $200 to 
$1,000 more than a used car sold 


“for a new-car 
in used cars 











FOR QUALITY WORK 


BUY A 
QUALITY TOOL! 


THE TIRE CHANGER 


APPROVED 


By Major Tire and 
Car Manufacturers! 













DON'T ABUSE THEM 
BEFORE THEY USE THEM! 


Write for Folder 







THE 
MODERN 
TIRE CHANGER 


Does the Whole Job 
quickly and efficiently! 


Breaks both beads at one 
time . .. demounts and 
mounts passenger and light 
truck tires in a matter of 
seconds! No loss of time 
in operation! 


Does not require removing 
wheel from the machine 
and turning over to break 
the lower bead! 


Simple to operate. Nothing 
to get out of order. Saves 
time and labor. Bring your 
tire service up to date witi 
the original. 


INSTALL 





TIRE CHANGER 





CINCINNATI EQUIPMENT SALES CO. 


316 Temple Bar Bldg., Cincinnati 2, 


ZROVED. 


CADET 


VACUUM HORNS 
Send for Facts—NOW 





INCREASE YOUR PROFITS NOW 


Demonstrate this sensational new horn to your 

present customers—watch your profits increase! 
Send for the facts—-NOW. Also ask about the 

**Ki-Yi”’ 


GROVER PRODUCTS CO. 
1221 S. Hope St. 


Ohio 


Barking Dog Horn! 


Dept. AN Los Angeles 15, Calif. 
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DEALER BOOSTS SAFETY IN CALIF.—Two new dual-controlied Chevrolets were made avail- 
able to Burlingame and San Mateo (Calif.) high schools by Smalicomb Motor Co. (Chev- 
rolet) for use in the local driver training program. Above, Glen O. Smalicomb turns the 
keys over to W. T. Van Voris, superintendent of the local high school district, while T. R. 
Schuman (left), manager of Smalicomb Burlingame, and Tom Reynolds (right), Burlingame 
high school principal, look on. 


for new is a risky business and | postwar prosperity leading to a 


places agtigma on the new-car 
dealer that will stand for a long 
time. 

“We are not going to change 
overnight from a used-car seller’s 
market to a buyer’s market,” Ruch 
concluded. “In fact, we will not 
have a_ used-car problem until 
after we have a surplus of new 
cars.” 

In a question period following, 
Day said that “the public has es- 
tablished these high ‘going prices’ 
and while they resent these high 
prices, I do not think they are 
inclined to criticize the new-car 
dealer for being in the used-car 
business.” 

Ruch said new-car dealers are 
building goodwill in refraining 
from retailing used cars at today’s 
high market prices, which will 
“pay off” in the competitive mar- 
ket to come. 

* * * 

ARL M. RICHARDS, field serv- 

ice department manager, Auto- 
mobile Manufacturers Assn., out- 
lined the progress and hardships 
of the automotive industry. He 
told the group that “we'll have well 
over 41 million motor vehicles in 
the United States” by the end of 
1948. 

He said that the percentage of 
national income being spent on 
new cars is much lower than in 
the period between 1935 and 1941, 
when 3.4 percent of the national 
income went for new cars, while 
in 1947, only 2.4 percent of the 
national income was spent for 
new cars, despite the fact the 
national income was higher. 
Urging dealers to join with man- 
ufacturers and other groups to 
serve the public interest, Richards 
declared: “You can sell the next 
one hundred million motor vehicles 
in less than half the time it took 
us to build the first hundred mil- 
lion; I believe in 20 years if we 
can use our united strength in- 
telligently.” 

* * 

ETIRING President Sahli warn- 

ed dealers against “easy spend- 
ing” and rising costs of operation. 

“Many dealers,” he explained, 
“are making more profits right 
now than at any previous time in 
their experience,” but have been 
lulled “into a false sense of secur- 
ity, and as a consequence, they are 
not giving expenditures the close 
scrutiny they deserve.” 

Sahli declared “the service sta- 
tion business rightfully did be- 
long to the automobile dealer, 
but owing to his negligence and 
lack of interest, was rightfully 
taken from him.” 

Sahli said that, since many deal- 


|ers have now lost their profitable 
used-car business, and in addition, 


have suffered serious inroads of 
finance reserves, dealers should 
fight for every bit of the highly 
profitable service operation of un- 
dercoating, and that expenses 
should be reduced accordingly 


~| when income is reduced. 


“Russia has no intention of fight- | 


ing a ‘hot’ war for the good rea- 


son they aren’t ready,” Arthur H.| 
(Red) Motley, president of Parade | 


Publications, Inc., said. “If war 
does come, it will be an accident.” 
* + 7 
NE CAROTHERS, Lehigh Uni- 

versity economist, who also ex- 
pressed the belief we will escape 
a third world war, outlined the 
regular pattern of economic devel- 
opment which he said follows after 
every war. 

These, he said, were the war 
boom; the period of reconversion, 
the first postwar bcom, the first 
postwar depression, the second 


second depression. 


“We are now nearing the end 
of the third year of the first 
postwar prosperity after World 
War II,” Carothers stated. “In 
history, very few have lasted 
longer.” 

“There is no reason to believe 
that we can continue on the pres- 
ent level of production or price,” 
Carothers concluded, advising 
against expansion at the present 
and saying it was a good plan to 
be liquid at this time. 

Thomas P. Lowry substituted at 
Saturday morning’s session for L. 
A. Bloom of Scranton, who was 
unable to attend, at a panel dis- 
cussion on “Employe Profit Par- 
ticipation and Plans.” Alex Mc- 
Clinchie jr., Pittsburgh, was the 
other member of the panel. 

The opinion was expressed in 
the panel that better profit pro- 
ductivity can be obtained by deal- 
ers sharing profits with employes, 
and details for putting such a sys- 
tem into effect were outlined. 

. o * 

MONG THE things which 

Thomas R. Reid, vice-president 
of Human Relations, McCormick & 
Co., Baltimore, told dealers busi- 
ness men must do to improve re- 
lationship with people is “simply 
to do our own jobs in our own 
business.” 

He suggested that dealers not 
be afraid to change management 


systems which become obsolete just | 


as quickly as buildings and equip- 
ment, and to “change management 
to meet changing times.” 
Pennsylvania’s motor vehicle 
operators involved in an acci- 
dent, in which someone is killed 
or injured to the extent of need- 
ing medical attention, would be 
required to submit to a suitable 
examination to determine his fit- 
ness to drive, under provisions 


of a resolution unanimously 
adopted at the convention by 
PAA. 


Claude S. Klugh, manager of 
PAA, who pointed out that the 


PAA’s Safety committee had pre- | 


viously adopted the resolution, said 
recommendation for such exami- 
nation, to be conducted by com- 
petent, trained members of the 
state police, will be made to the 
governor and the legislature. 

The resolution would also require 
examination of drivers involved in 
two motor vehicle accidents in one 
calendar year in which property 
damage amounted to $50 or more, 
and for drivers convicted of two 
moving violations of the motor ve- 
hicle code within a year. 

* + ’ 

R4*® CHAMBERLAIN, manager 

of the 1949 NADA convention, 

announced plans for the affair to 
be held in San Francisco. 

Atlantic City was selected for 
the third consecutive year as the 
convention city for the Tri-State 
convention with tentative dates set 
for Oct. 14-15, 1949. 

Among officials introduced at the 
two-day session by President Sahli 
were the following: 

Claude S. Klugh, of Harrisburg, 
manager of PAA; D. W. Pratt, 
Wilmington, manager of the Del- 
aware Motor Trades Assn.; Wil- 
liam Holden, Holden Motor Co., 
Dover, Del.; J. C. Darrell, Balti- 
more, manager of the Auto 
Trades Assn. of Maryland, and 
L. W. Keifer, Baltimore, City 
Chevrolet Co. 

Pre-convention activities got un- 
der way with a floor show and 
dance on Sept. 30 in Convention 
Hall, where the following day’s 
business sessions were held. Dele- 
gates and their guests were enter- 
tained at the annual variety show 


7 SERVICE SECTION 


on Oct. 1, in the Warner Theatre 
on the Boardwalk. 

Wives were guests at a Ladies’ 
Style Show with mcdels and fash- 
ions by John Wanamaker in the 
American Room of the Hotel Tray- 
more. Members of the ladies’ com- 
mittee were Mrs. A. A. Martin and 
Mrs. E. A. Bauer, both of philadel- 
phia, and Mrs. Paul Ruch, Clear- 
field. 

J. V. Booth, of McKeesport, Pa., 
was general chairman of the 1948 
Tri-State convention committee. 
Co-chairmen were John R. Fader. 
Newark, Del., and Frank J. Mars- 
den, Motor Sales Co., Baltimore. 

* * a 

ENNSYLVANIA members of the 

committee were: 

Cc. S. Klugh, Harrisburg; S. H 
Parker, Bellevue; H. M. Layton, 
Pittsburgh; Hugh G. Walsh, man- 
ager of the Pittsburgh Auto Deal- 
ers Assn.; A. A. Martin, Philadel- 

phia; J. E. Wolfington, Philadel- 
phia; E. H. Bauer, Philadelphia; 
Richard MacMeekin, manager of 
the Philadelphia Auto Trades 
Assn.; William L. Greer, Packard 
West-Philadelphia Co.; E. A. Sahli, 
PAA president, Beaver Falls; R. C. 
Jones, Jones & Manske, Reading, 
and Paul Ruch, City Auto Sales, 
Clearfield. 

Delaware members were D. W. 
Pratt, manager of the Delaware 
Motor Trades Assn., Wilmington; 
William Holden, Holden Motor 
Co., Dover, and I. F. Smoot, Sea- 
ford Motor Co., Seaford. 


Maryland members were J. C. 
Darrell, Auto Trades Assn. of 
Maryland, Baltimore; L. W. Kiefer, 
City Chevrolet Co., and R. B. 
Fleigh, Bob Fleigh, Inc., Baltimore. 

PAA directors elected for various 
terms were as follows: 

Three years, expiring in 1951 
R. W. Frantz, Wilkes-Barre; H. J. 
Fritz (Nash), York; A. W. Golden, 
Reading; James W. Ladd (Dodze- 


Plymouth), Lebanon; Oscar M. 
Mohn (Buick), Lancaster; S. H. 
Parker (Chevrolet), Pittsburgh; 


Leigh W. Schadt, Allentown, and 
A. M. Shields (Dodge-Plymouth), 
Altoona; two years, expiring in 1950 
—C. V. Lee (Chevrolet), Uniontown, 
and W. M. McCune (Ford), Kittan- 
ning; one-year, expiring in 1949- 
R. C. Jones, Reading, and M. M. 
Ross, Penna. Rubber & Supply Co. 
(jobber), Oil City. 





Auto Prices Face 
Threat in Higher 
Freight Charges 


WASHINGTON.—Another threat 
to the auto industry’s price struc- 
ture was seen last week as Class I 
railroads petitioned the Interstate 
Commerce Commission for an in- 
crease of 8 percent in all but a few 
freight rates. 

The railroads urged the ICC to 
grant the increase to meet an ex- 
pected deficiency of $625,000,000 on 
what the railroads think 1949 traf- 
fic will be. At the same time, the 
railroads withdrew a petition cf 
Aug. 26 for a hike in the rates on 
coal, coke and iron ore only. 

Meanwhile, the Middle Atlantic 
States Motor Carriers Conference, 
Inc., and the New York-New Jer- 
sey Tariff Bureau, Inc., presented 
the ICC with a tariff of increased 
rates intended to add 10 percent to 
the revenue of motor carriers. 
Such increases will become effec- 
tive within 30 days of filing. 
| The truckers said the increases 
were needed to offset higher costs. 


















BEFORE ..’. 


FENDERS BUMPED - HUB CAPS SCRATCHED 
WHITEWALLS SMUDGED + TIRES BRUISED 
WHEELS MISALIGNED 










RETAILS ; The Patented 
fo CURB-SIGNAL 


$125 takes 2 minutes to install to curbside 
1 fenders. Sings out when car gets within fow 
inches of curb! Big demand! 

Per Pr. 
WARNING: Curb-Signals made under orig 
Patent No. 2,141,844. Mfg., wholesale, or 1 te! 
infringers are subject to prosecution 


CURB-SIGNAL CO. @. 


A eland 3, Ohio # 
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High-Pressure Debate .. . 
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Rubber Firms Answer 


Beefs on New Tires 


(Continued from Page 2) 


in uncor- 
it was 


charged, the fault lies 
rected steering geometry, 
said. 

Nearly all the automotive com- 
panies are now using the low-pres- 
sure tires. The tire is optional 
equipment on the whole General 
Motors line, Pontiac excepted, and 
standard equipment on certain 
higher-priced models. Chrysler 
Corp. uses the low-pressure tire on 
its entire line, Plymouth inclusive. 
Ford offers it as optional equip- 
ment. 

Among some of the advantages 
overlooked by critics, tire officials 
pointed out, is the increased rid- 
ing comfort and reduction of road 
noises, greater stability due to in- 
creased tire surface riding on the 
roadbed, faster stops due _ to 
greater traction area, and supe- 
rior braking effectiveness on wet 
or icy surfaces. 

In addition, it was added, the low- 
pressure tires give more satisfying 


control and traction in sand, mud | 


and on wet or slippery ground. 


with tires of this type. Reason is 


that at the reduced pressure under 


which the new tire operates, a 
larger percentage of pressure loss 
occurs when it is under-inflated, 
one of the greatest causes of pre- 
mature tread wear. 

Recommended pressure for most 
| conventional type tires is from 28 
to 32 pounds, considerably higher 
to start with, than the 24 pounds 
recommended for the new tire. 

In citing his point, Shively calls 
attention to the fact that many 
users of low-pressure tires now 
consider 24 pounds as a maximum 
to be maintained, and reduce any 


surplus to that amount. 


The “bleeding” or removal of air 
from tires when they are hot, fol- 
lowing any considerable period of 
driving, has always been advised 
against by tire manufacturers and 
can be especially harmful, there- 
fore, in low- ee tires, he adds. 





* * * 


Goodyear Official Stresses 


Proper Tire Inflation 
AKRON.—Motorists who neglect 
proper inflation of their tires, or 
who unknowingly operate them at 
incorrect air pressures, are robbing 
themselves of a considerable por- 
tion of the tire’s life while also 
adversely affecting performance of 
their cars, according to W. E. 
Shively, Goodyear Tire & Rubber 
Co. manager of tire design. 
Shively, who developed his com- 
pany’s latest passenger car tire— 
the Super-Cushion—first of the low- 
pressure casings to be introduced, 
warns that this is especially true 


Ramco Official 
Serves as Aide 


At Labor Parley 


ST. LOUIS.—The automotive re- 
placement parts industry was rep- 
resented at the recent Internation- 
al Labor conference in San Fran- 
cisco by H. M. Ramel, vice-presi- 
dent of Ramsey Corp., maker of 
piston rings and allied products 
here. 

Ramel served as an adviser to 
the employer delegate at the In- 
ternational Labor Organization 
session, which was its 31st. The 
organization, conceived as a part 
of the League of Nations 30 years 
ago, now boasts a 59-nation mem- 
bership. 

Ramel’s committee at the recent 
session discussed such problems as 
fair wage clauses, guaranteed 
weekly wages and collective bar- 
gaining rights. 

The Ramco executive is presi- 
dent of the Associated Industries 
of Missouri and a member of the 
labor relations committees of both 
the U. S. Chamber of Commerce | 
and the National Assn. of Manu- 
facturers. 








Hudson Begins 
Series of 24 


Dealer Parleys 


DETROIT.—A series of 24 nation- | 
wide dealer meetings will be opened 
here today (Oct. 11) by Hudson 
sales officials, who plan to discuss 
Plans for the coming year. 

George H. Pratt, vice-president in 
charge of Hudson sales, said meet- 
ings have been scheduled through 
October and November. The re- 
maining meetings on this week’s 
schedule are Oct. 13, in Buffalo, 
Pittsburgh and St. Louis; and Oct. 
15, in Boston, Cleveland and Kansas 
City. 

Hudson President A. E. Barit is 
to attend the Detroit session. 


Farr Raine Stewart 


Leslie C. Farr, former supervisor 
of traffic and safe driving schools 
for the Arizona highway patrol, has 
been appointed manager of the 
truck division of Stewart Motor Co. | 
(Studebaker), Phoenix. 


Johns Elected 
Head of Truck 
Body Makers 


CHICAGO.—W. D. Johns of Ger- 
tenslager Co., Wooster, 
elected president of the National 
Truck Body Manufacturers Assn. at 
the organization’s first annual con- 
vention here last week. 

After voting to hold next year’s 
convention at Chicago on Oct. 13-15, 
the members chose as vice-presi- 
dents William C. Black, Jersey City; 
N. E. Miller, De Kalb, IIL, and R. 8. 
Allen, Redwood City, Calif. R. W. 
King, Oklahoma City, was elected 
secretary-treasurer. 

E. J. Bush, president of Diamond 
T Motor Car Co., addressed the con- 
vention and stressed the need for a 
strong organization to acquaint the 
government and the public with the 
size and importance of the truck 
body industry. 

G. A. Bower, manager of the auto- 
mobile department of Swift & Co., 
spoke of users’ interest in the truck 


| body manufacturing industry. 


Col. David J. Crawford, com- 
mander of the Detroit Arsenal, out- 
lined methods whereby the industry 
could learn the requirements and 
procurement procedures of the 
armed forces. 


Munn 


(Continued from Page 3) 
whether the work was performed 
in a satisfactory maner. In insti- 
tuting such a questioneer system 
on each service job, Trevellyan 
realizes that it is important that 
every expressed dissatisfaction has 
immediate attention. 


The customer either is contacted 
personally or by phone, and a com- 
plete understanding is arrived at 
or a satisfactory adjustment is in- 
stantly made. 

I am led to report this Olds- 
mobile Lansing operation because 
many dealers base their success 
on following the same principles. 
Right now there seems to be con- 
siderable interest in the treat- 
ment of any subject that has to 
do with keeping owners as cus- 
tomers. 


I point out that such a thorough 


|} and consistent customer follow-up 


has a two-pronged effect not only 
of keeping the owner a customer 
for the dealer, but the knowledge 
that the follow-up is going out to 
the customer has an indirect ac- 
tion on the dealer’s own staff. With 
the knowledge that the customer 
follow-up system is being used, 


employes try more diligently to/| 
have the car ready on time and | 


the work performed with such 
quality as to assure no comeback. 


Ford Presents Plaque 


To Grant Motors 
William J. Grant, 
Grant Motor Co., St. Petersburg, 
Fla., has received a plaque from the 
Ford Motor Co. for conducting “one 








O., was | 








president of | 





of the best Ford dealerships in the 
| South.” 


| Labor Developments 


(Continued from Page 6) 


gested were: Change the require- 
ment on the filing of non-commu- 
nist affidavits to include company 
officials wishing to use the NLRB; 
ban industrywide collective bar- 
gaining; limit the scope of collec- 
tive bargaining so as to eliminate 
compulsory bargaining on merit in- 
creases, and health, welfare, pen- 
sion and other employe benefit 
programs. 

Changes in the union-shop provi- 


TRAP 





sion of the act were suggested by 
25 percent of the executives re- 
sponding. The suggestions by ex- 
ecutives on the union-shop sections 
were twofold: One was for doing 
away with the requirement for 
NLRB-conducted union-shop elec- 
tions; the other was for outright 
banning of the union shop, just as 
the closed shop is now outlawed. 
“Ideally, I think it would be bene- 
ficial if we could combine the Wag- 
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ner act and the Taft-Hartley act 
into one clear-cut piece of legisla- 
tion,” declared the vice-president of 
an Eastern firm. “Its provisions 
might be stated in simpler English, 
and not leave so much latitude for 
legal interpretation. Perhaps this 
type of legislation is a utopian 
dream.” 


K-F Dealership Sold 


David R. Hopkins, formerly of 
Newberry, S. C., has purchased the 
Kaiser-Frazer dealership at Ashe- 
ville, N. C., from E. 8. Street. 
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Price 


$2.95 


Here's an “‘extra’’ you'll have no 
trouble selling. Car owners, tired of 
tools rattling around loosely, imme- 
diately see the advantage of keeping 
them neatly stowed and easy to lo 
cate. Pack a pouch with o set of 
tools and see how it gives its own 
soles talk . . . how its large capacity 
and sturdy construction impress pros- 


pects .. . how it actually sells itself! 
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The most useful tool 
for your shop use. 
Works on A.C. or 
D.C. current. Order 
today Lustrebuff 
Electric Polisher 
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this complete 
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As Sales-Tax Troubles Also Increase .. . 


European Shows Draw K-F Officials 


WILLOW RUN.—Six officials of 
Kaiser-Frazer Corp. and K-F Ex- 
port Corp. will attend the interna- 
tional automobile shows in Paris, 
Oct. 7-17, and London, Oct. 27 to 
Nov. 7. 

They are Joseph W. Frazer, presi- 
dent, and Hal Babbitt, director of 


public relations, and the following 
executives of the export corpora- 
tion: Hickman Price jr., executive 
vice-president; Steve Girard, vice- 
president in charge of foreign pro- 
duction; C. H. Morrison, special 
representative for Europe, and T. 
A. Alpherow, Middle-East regional 
director. 
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Political Counts Hit Michigan Dealers 


(Continued from Page 1) 


Attorney Thomas P. Thornton, 
were based on information sup- 
plied by Black, who has waged 
a bitter legal fight against deal- 
ers and his party leaders in the 
two years he has served as at- 
torney general. 

Black, who is not a candidate 
for reelection, has been sued for 
$500,000 libel damages by former 
Gov. Wilber M. Brucker, attorney 
for the Detroit Auto Dealers Assn. 

All the indicted Flint dealers ex- 
cept Graff pleaded not guilty to 
the charges. Graff stood mute, and 
a not-guilty plea was entered for 
him before Federal Judge Frank 
A. Picard, who presided over the 
arraignment in Bay City. 

+ + + 


| NEW regulations on trade- 
in-tax collections specify that 
the tax must be paid on each 
transaction at the time license 
plates are purchased. It cannot be 
accumulated and paid on the 15th 
of the succeeding month. 

The sales tax act, in section 23, 
allows dealers to pass any added 
taxes on “gross proceeds” on to the 
buying public. The amount of the 
new tax must be shown on the 
statement of motor vehicle sale. 

To determine the “market 
value” of the tradein vehicle, 
dealers may select the appraisal 
book of their choice, using the 
“as is” figure in the NADA guide 
book, the “base value” in the Red 
Book, and the “cash value” in 
the Green Book. 

The revenue department, citing 
an existing “buyer’s market” in 
truck sales, declared that there 
would be no tax liability in trans- 
actions where tradein allowances 
were lower than wholesale values. 

Dealers were advised by the De- 
troit and state associations to take 
no action for the time being on 
so-called “retroactive tax liability.” 
The State Supreme court, in up- 
holding the principle of taxation 
on tradein profits, ruled that dealer 
transactions could be audited as 
far back as March, 1945. 

* 


“\FFICIALS of the revenue de- 

partment said they would pro- 
ceed to levy back-tax claims 
against the Alkon_ dealerships, 
which are Alkon Motor Sales 
oem) and Len Alkon Cadillac, 
ne. 

Black said that the Buick con- 
cern owes unreported sales taxes in 
the amount of $116,500 and the 
Cadillac concern, $84,000. The tax 
delinquencies resulted from “under- 
the-table” bonuses collected for 
new cars, he charged. 

The stage was set for a trial 
in the title-act conspiracy case 
when the accused dealers lost a 
motion to dismiss charges that 
in transferring cars they used 
names of people on titles without 
their knowledge. 

Andrews and Jackson were the 
owners of Andrews Motor Sales, 
Inc., which was disenfranchised by 
Buick after the firm was indicted 
by Judge W. McKay Skillman’s 
Detroit auto sales grand jury. 

The former new-car operators 
are accused in the indictment of 
having sold Geller and Charnes 20 
new Buicks listed at $40,000 for the 
sum of $60,000. 
* 


* * 


LANSING dealers were warned 

by Prosecutor Charles R. Mac- 
Lean that his office had received 
several complaints from car buyers 
who charged they were not given 
full information about the require- 
ments involved in their purchases 
and, as a result, “have been saddled 
with finance and insurance charges 
which they had not intended to 
contract for and have been con- 





40 40 Graduated 
At Ford School 


DETROIT.—Certificates of grad- 
uation from the Ford Merchandis- 
ing School were presented to 40 
representatives of Ford dealers in 
@ graduation banquet Thursday 
night. 

The class represented Ford deal- 
ers in 25 states, the District of 
Columbia, Hawaii, Mexico and Nor- 
way. Certificates were distributed 
by Walker A, Williams, Ford gen- 
eral sales manager. It was the 
eleventh class to be graduated from 
the school. 


fronted with monthly payments far 
beyond their ability to pay.” 
Michigan’s Supreme court recent- 
ly upheld the validity of the pro- 
visions of the act requiring full 
disclosure of such information, ac- 
cording to MacLean, who pointed 
out that violation constitutes a 
misdemeanor punishable by a $100 
fine or imprisonment for 90 days, 


or both. 
* + * 


Dealer Shakedown Charge 


Stirs Illinois Campaign 
SPRINGFIELD, Ill.—A charge 
made by William G. Stratton, Re- 
publican nominee for secretary of 
state of Illinois, that Democrats in 
that office had used pressure on 
automobile dealers throughout the 
state in seeking political contribu- 
tions was based on unconfirmed 
rumors, Stratton has admitted. 
Recently in a Centralia (IIl.) 
speech Stratton asserted that em- 
ployes in the office of Secretary of 





State Edward J. Barrett, Democrat 
seeking re-election, had threatened 
to delay service on automobile 
titles if dealers did not “kick in” 
with contributions. 

Stratton, asked for specific in- 
stances, asserted he had not estab- 
lished the truth of the charges but 
gave the names of a Ford, a Buick 
and a used-car dealer who ‘admitted 
having been solicited by Barrett 
workers but denied any threats had 
been made. 

At Barrett’s Springfield office 
Stratton’s charges were ridiculed 
and it was said that strict instruc- 
tions had been given that there 
would be no pressure of any kind 
in solicitation. 

It also was stated that “any 
dealer familiar with our office 
knows that under our system it 
would be impossible to delay serv- 
ice to particular dealers. We run 
about 6,000 titles through a day on 
practically a production-line basis.” 
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Car, Truck Output Estimates 
By Automotive News 


AUTOMOTIVE NEWS, OCTOBER 11, 1948 





PASSENGER CARS 
(U. & PRODUCTION ONLY) 


Week Week dan. 1 Jan. 1 
Ended Same Ended Total to to 
Oct. 9, Week Oct.2,  Sept., Oct. 11, Oct. 9, 
1948 1947 1948* 1948* 1947* 1948* 
CHRYSLER .......... 18,464 10,618 17,053 34,716 589,324 587,634 
I rr 2,906 1,628 2,701 5,112 80,104 87,577 
 cecisba-yeeyse 2,005 1,834 1,842 3,669 59,984 60,930 
BE ice et et veeeess 4,994 5,078 4,689 10,267 172,925 166,906 
Plymouth ........ 8,559 2,083 7,821 15,668 276,311 272,221 
EEE, 2sedcouuneetesks 21,485 17,026 21,980 89,591 560,425 511,763 
errr 16,006 18,053 16,364 67,081 449,626 369,526 
EL, -weccatocueess 1,333 693 1,428 5,089 22,010 27,043 
ONE scctscdsases 4,146 3,280 4,188 17,421 88,789 115,194 
GENERAL MOTORS . 33,030 27,101 33,907 127,433 1,093,263 1,219,643 
. osgn6e5666605.0 5,814 5,965 5,982 22,1838 205,927 212,192 
ee 1,621 — 1,655 6,250 42,217 50,876 
Chevrolet ........... 16,249 18,770 16,682 62,642 526,922 606,700 
Oldsmobile ......... 4,287 3,916 4,445 16,385 153,227 154,790 
Ls 0.58 d55,00.086 5,059 3,450 5,148 19,973 164,970 195,085 
KAISER-FRAZER 3,628 4,272 3,690 14,611 101,254 143,571 
rrr rr 1,359 2,155 1,051 1,348 51,164 43,666 
ASS ee 2,269 2,117 2,639 13,263 50,090 99,905 
CE 820 496 573 3,259 14,665 26,154 
DT veivicsvecves 3,138 tid 3,148 8,110 87,766 94,829 
ee 1,512 2,016 1,426 2,888 87,021 91,395 
PACKARD ........... 2,361 1,254 2,126 3,914 39,516 67,367 
STUDEBAKER ........ 3,340 2,786 3,339 12,356 91,083 127,350 
SUEEMEEUY sccceteceses 768 675 566 1,876 25,145 19,729 
Total Cars, U. S. ... 88,546 66,244 87,808 298,754 2,689,412 2,889,435 
+Station wagons and Jeepsters. *Revised. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Total to to 
Oct. 9, Week Oct.2,  Sept., Oct. 11, Oct. 9, 
1948 1947 1948* 1948* 1947* 1948* 
CHEVROLET ......... 7,178 7,394 8,768 32,072 234,503 305,423 
EEE, 6.5.0 an 6.6'4-0:4:018 51 95 52 257 2,422 2,436 
DIAMOND T ......... 298 339 303 1,047 12,787 10,652 
I err 3,112 3,399 3,064 14,078 138,392 126,094 
WEEE cc ccccccees 60 271 60 266 1,756 3,566 
ED | 5 86a0¥e aeaaseees 4,068 4,396 4,110 18,829 225,961 249,742 
DEED pavcecvceseceevse 2,217 1,558 2,688 9,118 71,319 
EE edeenaas «oes ee i 5 ti eae 2,918 nei 
INTERNATIONAL 3,054 3,280 3,296 18,108 118,717 181,701 
Ee 201 891 205 964 16,355 9,095 
SE seb chetsUctee bo 240 533 215 748 15,896 9,447 
STUDEBAKER ........ 1,600 1,336 1,636 5,841 51,501 49,977 
ED. -cicene cueees ana 244 420 101 906 14,155 9,667 
OO 1,638 1,819 1,650 8,533 64,838 
MISCELLANEOUS 387 468 387 1,606 17,803 16,192 
Total Trucks, U. S. . 24,348 25,699 26,535 107,373 970,928 1,081,719 





Total Cars, Trucks 








ie Wb. “eneaqhevnne corde 112,894 91,948 114,343 406,127 3,660,340 3,971,154 
Total Cars, Trucks 

| PPPPrrerr ere 6,017 5,711 6,146 24,047 196,874 194,541 
Grand Total, 


U. S. and Canada ...118,911 


97,654 120,489 430,174 3,857,214 4,165,695 





*Revised. Miscellaneous includes Autocar, Corbitt, Divco, Marmon H., 


Brockway, Four-Wheel Drive, Sterling, Nash, etc. 





Dealer Charge of Price Plot 


Denied by Tire Makers 


(Continued from Page 1) 


competitive” practices in the tire 
industry. 

The dealers want the U.S. district 
court to ban the tire makers from 
selling at varying prices to pre- 
ferred users so that the dealers 
“will be permitted to share in the 
entire market for replacement 
sales.” 

The tire dealers’ suit also ques- 
tioned the legality of mileage-rental 
contracts between tire manufactur- 
ers and transportation companies. 

* * oa 

N A MESSAGE to its members, 

the National Assn. of Indepen- 
dent Tire Dealers hinted that sub- 
sequent suits may be filed if the 
current one is successful. 

“If successful, these anti-trust 
actions, of which this is just the 
first,” stated the message, “should 
enable you and all dealers to pur- 
chase from your respective sup- 
pliers on a competitive basis and 
sell in a replacement market 
broader by far than the market in 
which you operate today.” 

Only Goodyear and Firestone 
made any official comment to 
Automotive News. 

Goodyear’s statement by Vice- 
President Wilson was as follows: 


“We have not had an opportunity 
to make a full study of the suit. 
After a cursory examination of the 
petition, however, it appears that 





Maid of Cotton Gets Ford 


MEMPHIS. — Memphis district 
Ford dealers presented Matilda 
Nail, the 1948 Maid of Cotton, with 
& i349 convertible, at the Ford 
Plant here- 


the word ‘conspiracy’ is used with 
considerable looseness. 

“Nothing could be farther from 
the truth than than the charge that 
Goodyear has conspired against its 
own dealers. As everyone in the 
sales organization knows, Goodyear 
has spent millions of dollars and 
unremitting effort over a long pe- 
riod of time to create successful 
and efficient dealerships. 

on” ” + 


‘O@ EFFORTS have been high- 
ly successful and today these 
working partnerships number into 
the thousands. Proof of the sound- 
ness of our dealer policies is in the 
long list of dealers who have been 
with us for 20, 30 and even 40 years. 

“Historically, Goodyear policies 
have been based on providing the 
highest attainable degree of serv- 
ice and value to the customer and 
the dealer. It has been a Good- 
year axiom for many decades 
that what is best for the con- 
sumer is, in fact, best for the 
dealer and best for the manufac- 
turer. 

“This suit comes as a surprise to 
those of us imbued with these prin- 
ciples.” 

A spokesman for Firestone com- 
mented: 

“The filing of this suit seems en- 
tirely inconsistent with the friendly 
and mutually profitable relations 
which we and our thousands of 
dealers have enjoyed in serving the 
car owner with the highest quality 
at the lowest cost.” 





William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 





112,894 Units in Week . . 






"48 Auto Output Near 
Four-Million Mark 


(Continued from Page 1) 


the year. And if none develops, said 
industry observers, 1948 U.S. pro- 
duction is almost certain to ap- 
proach 5,200,000 cars and trucks. 
This would be the best produc- 
tion year in the industry’s history, 
except for 1929 when U.S. plants 
accounted for 5,358,420 cars and 


trucks. 
A SURVEY of plant plans indi- 
cates that 1,358,000 cars and 
trucks are scheduled for assembly 
during the last quarter of 1948. The 
survey takes into consideration the 
model changes planned at General 
Motors divisions. 

Chrysler plants reportedly will 
not change over until shortly 
after the end of the year. 

With hopes for labor peace higher 
than they have been for some time, 
there seems every likelihood that 
U.S. plants will be able to achieve 
their fourth-quarter goals. 

Steel supplies are of course not 
expected to become even close to 
being ample, but plant officials say 
there is no immediate danger that 


* * * 


the situation will get acute in the 
next few months. 
* * . 

OME confirmation for this feel- 

ing could be found in the fact 
that the steel industry raised its 
output to 97.5 percent of capacity 
last week. Steel men said that a 
combination of good production 
factors led them to believe that 
such a rate might be maintained 
for the balance of the year. 

Meanwhile, steel sources re- 
ported that the auto industry 
continues to hold first place 
among industrial consumers of 
steel. 

In the first six months of 1948, it 
was said, 4,925,000 tons of steel went 
into automotive production, exclu- 
sive of tractor output. This was 
said to be equal to 15.3 percent of 
total shipments. During 1947 auto 
plants got 14.7 percent of total 
steel shipments. 

The steel industry’s optimistic 
outlook stemmed as much from 
progress made in plans for the col- 
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lection of scrap metal as in its past 
monthly achievements. 
+ + + 


A NOTHER factor contributing to 

a generally improved picture, 
according to a steel spokesman, is 
the industry’s addition of new ca- 
pacity. It was not revealed how 
much new capacity has been acti- 
vated this year, but new facilities 
are reportedly coming along ac- 
cording to plan. 

Solution of the scrap supply, at 
least for the rest of 1948, is said 
to have been reached at two 
meetings held recently in Wash- 
ington under the sponsorship of 
the Department of Commerce. 

At one of the conferences the 
scrap industry voted overwhelm- 
ingly in favor of a single American 
scrap-buying agency in Germany. 
This action, steel men said, would 
add one million tons of scrap to the 
U.S. supply in 1948. 

Another million tons is expected 
to come from a national industrial 
scrap collection drive planned be- 
fore the end of December. In this 
effort trade associations, like the 
Automobile Manufacturers Assn., 
will urge their members to gather 
all available scrap. 


However, one steel official de- 
clared, “All this does not mean that 
we will soon have enough steel to 
supply adequately all consumers. 
But the improved production and 
activation of much new capacity 
does indicate that there is no need 
for some of the hysteria now going 
around about short steel supplies.” 
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(For Rates, Etc., See Next Page) 








Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 


PACKARD MOTOR CAR COMPANY now 
has immediate opportunities for expe- 
rienced wholesale parts and service per- 
sonnel throughout the Midwest. Execu- 
tive type positions with excellent pros- 
pects for the future. Reply by letter to 
Packard Motor Car Company, Midwestern 
Regional Office, 2420 S. Michigan Ave., 
Chicago 16, Ill. All applications confi- 
dential. 


AUTO MECHANICS, SALESMEN, new and 
used cars. Delightful climate, outstand- 
ing new building and equipment. Perma- 
nent. El Paso Motor Company, Kaiser- 
Frazer distributors, El Paso, Texas. 


BOOKKEEPER WANTED—Must be thor- 
oughly experienced in General Motors Sys- 
tem of Bookkeeping—good pay—excellent 
working conditions—permanent employ- 
ment for the right person. Also oppor- 
tunity for advancement. In one of the 
best towns with the best year around cli- 
mate in the country. King Oldsmobile 
Company, Fort Lauderdale, Florida. 





WANTED 
SALESMEN WITH CARS 


Send qualifications and references to: 


BOX No. 1515, 
PATERSON 1, N.J. 


RETAIL SALES MANAGER able to handle 
men, produce results with Willys distribu- 
torship in Eastern Virginia. Opportunity 
for sober, aggressive man. Write details, 
including compensation and send photos 
to Box 2571, c/o Automotive News, De- 
troit 26. 


SERVICE MANAGER—Experienced, Buick- 
GM trucks, larger city North Dakota. 
Splendid opportunity for a self-starter. 
Liberal salary and bonus plus the usuals, 
Everything desired to work with and ad- 
vantage progressive growing smaller com- 
munity. Give full details. Box 2567, c/o 
Automotive News, Detroit 26. 


Assistant Service Manager 


for large Chrysler Corporation dealer in 
large West Virginia city. Must be thor- 
oughly experienced and know Chrysler Cor- 
poration vehicles. Capable of handling 
men, Age between 35 and 45. Good pay. 
Excellent working conditions, Six paid 
holidays, Vacation with pay. Group in- 
surance, Apply in writing to Box 2560, c/o 
Automotive News, Detroit 26, giving com- 
plete information. 


WANTED: General managers and control- 
lers with corporation business experience 
and actual dealership automobile experi- 
ence, Applicants should be between 30 
and 40 years of age and have a success- 
ful earning background of $10,000 to 
$15,000 per year. These positions will 
pay from $10,000 to $20,000 per year on 
a salary and bonus basis. Applicants 
answering this advertisement must send 
resume of experience with photograph. 
Box 2564, c/o Automotive News, De- 
troit 26. 





HELP WANTED 
PARTS MAN, familiar with all phases of 
parts operation, needed by new car dealer 
in Essex County, New Jersey. Salary 
plus percentage of net profits of depart- 
ment. Box 2575, c/o Automotive News, 
Detroit 26. 








ONE OF AMERICA’S oldest 
leading and well-financed truck 
and bus manufacturers is plan- 
ning great enlarged activities. 
We need... 


Branch Supervisor 
Distributor Supervisor 
Branch Managers 
District Managers 


You must have had previous 
successful experience to qual- 
ify. Here is a real chance for a 
permanent position with ad- 
vancement. Opportunities for 
the right men. 


(Our employes have been advised of this ad) 


BOX 2565 
c/o AUTOMOTIVE NEWS 
DETROIT 6, MICH. 





AUTO BODY & PAINT SHOP SUPER- 
VISOR wanted by a Cleveland New Car 
Dealer. Only top-notch men need apply. 
This job pays high salary and bonus. 
ao za. c/o Automotive News, De- 
ro’ le 


SERVICE MANAGER WANTED—Capable 
of handling 12-man Chevrolet shop. Serv- 
ice selling experience desirable. Salary 
and commission. Excellent opportunity 
in Northern Michigan’s great outdoor 
hunting, fishing and recreation area. Age 
32-40 preferred. Experience necessary. 
State experience. Write Box 2591, c/o 
Automotive News, Detroit 26. 


POSITION WANTED ——, 
To encourage this classification for the 
benefit of our employing readers, Posi- 
tion Wanted ads are accepted at half 
regular rates, namely: 744 cents per 





word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word, 


Cash in advance. 





EXPORT EXECUTIVE, 15 years automo- 
tive field sales experience Latin America, 
desires export assignment. Presently em- 
ployed by one of Big 3. Box 2576, c/o 
Automotive News, Detroit 26. 


OFFICE MANAGER-BOOKKEEPER, thor- 
ough knowledge of Chrysler System, 
financial reports, office routine, typing. 
Seattle or Bay region. Box 2574, c/o 
Automotive News, Detroit 26. 


AUTOMOBILE OR AEROPLANE SALES 
ENGINEER—Five years plant superin- 
tendent, 10 years sales manager, 41 years 
of age. Prefer West Coast. Box 2592, 
c/o Automotive News, Detroit 26. 


PARTS DEPARTMENT MANAGER — 18 
years’ wholesale and retail experience. 
Chrysler products preferable. Box 2566, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER AVAILABLE for 
dealership in Michigan, Ohio or Indiana. 
Honest, aggressive and fully capable of 
managing all phases of operation. New 
and used ears, parts, accessory, service 
dept., and office. Twenty years with car 
manufacturers, major finance companies 
and dealerships. If you are interested in 
having @ man operate your dealership as 
you would want it, please communicate 
with Box 2593, c/o Automotive News, 
Detroit 26. 








POSITION WANTED 


WEST COAST—AGGRESSIVE MANAGER 
OR ASSISTANT. Age forty-two, mar- 
ried, extensive sales, service and manage- 
ment background in all phases of direct 
factory dealership, including nine years 
with GM Divisions, also experience man- 
aging automotive wholesale supply com- 
pany. Desires affiliations with dealer 
having approximately 200-car franchise. 
Will seriously consider opportunity to buy 
interest in business. Best of business 
and personal references. Replies confi- 
dential, Box 2578, c/o Automotive News, 
Detroit 26. 


SALES MANAGER, with proven ability. 
10 years’ experience as used-car man- 
ager, 6 years’ experience new cars and 
trucks. Will accept position as either or 
both. Box 2570, c/o Automotive News, 
Detroit 26. 


SPECIALIST, Automobile agency account- 
ing, New York, New Jersey area, instal- 
lations, surveys, monthly financial state- 
ments, audits, taxes, trouble shooting, 
personnel training. James W. Garrett, 

Rutherford, N. J. RU 2-0489. Write or 





MANAGER, GENERAL OR ASSISTANT— 
Highest executive type, forty-three, mar- 
ried. Car, truck sales, service and man- 
agement experience over ten years. Also 
nine years with divisions of GM. Desires 
connections with dealership having 2 to 
250-car franchise. Would seriously con- 
sider opportunity to buy and/or option to 
buy interest in business. Highest business 
and personal references. Replies confi- 
dential. Box 2577, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 


WANTED—Chevrolet or Ford franchise by 
responsible party. Write Box 2572, c/o 
Automotive News, Detroit 26. 


DEALERSHIP FOR SALE 


WILL SELL HALF INTEREST in small 
town ‘‘Big Three’’ automobile dealership 
doing approximately one-million-dollar an- 
nual volume and showing net profit in 
excess of $5,000 monthly to young man 
well qualified to run business. Do not 
answer unless your past record will stand 
close investigation. Approximately $50,000 
required to handle. Box 2589, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


EXCLUSIVE  DISTRIBUTORSHIPS 
AVAILABLE, to those with business 
manager or dealer experience for VISI- 
record, VISIGRAPH, TRIPOSTER—prod- 
ucts of VISIrecord, Inc. Good territories 
now open. No investment necessary. En- 
dorsed and recommended by automobile 
manufacturers for inventory’ control, 
parts sales control, service follow-up, 
prospect records, receivables, payables, 
payroll and complete accounting systems. 
For complete information, write VISI- 
record, Inc., 32-36 47th Avenue, Long 
Island City 1, N. ¥. 


NEW CARS WANTED 


WANTED — 1948 and 194% model cars. 
Must be new. Anderson Auto, Peoria, Th. 


USED CARS FOR SALE __ 





WHOLESALE 
1949.1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 


QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 
‘*Philadelphia’s Largest Used Car Dealer’’ 


4539 Chestnut St. Philadelphia, Pa. 
Wire or Phone ALlegheny 4-4450 











i ae 


62 


USED CARS FOR SALE 
CADILLAC—SERIES 75, seven passenger, 
1947 model. Less than 8,000 miles, black 
finish, fully equipped, radio, heater, hy- 
dramatic, lifeguard tubes. Perfect con- 
dition. Chas. H. Sipe, Phone 2476 or 
write P.O. Box 150, Cambridge, Ohio. 


WE WHOLESALE 


Detroit’s 
Largest 
Wholesaler 


SID SAVAGE 


TWO BIG LOTS! 


Livernois at Gratiot 
TExas 40160 HOgarth 8400 
DETROIT 











Always a Good Auction 
At ERIE Every Wednesday 
at 1 P. M. 


Erie Auto Auction 


On U.S. Route 20 
5 Miles West of Erie, Pa. 


Ray Austin, Auctioneer 








AUCTION 
Every Wednesday — 12 Noon 
Dealers Only 


Rain or Shine — Under Cover 


TOLEDO CAR AUCTION COMPANY 
3470 Summit Toledo, Ohio 
PO. 7021 


For Quick Results 


Try Automotive 
News Want Ads 
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FIFTEEN 


WANT AD DEPT 


USED CARS FOR SALE 





WHEELING, ILL. 
25 Miles North of Chicago 


AUTO AUCTION 
(Wholesale Only) 


Every FRIDAY ... 12 Noon 
RAIN or SHINE 


@ BALANCE YOUR STOCK 
@ BRING CARS TO SELL 
@ BUY CARS YOU NEED 
@ OPEN 24 HOURS 


Inside comfortable sales arena — Large 

outside Pavilion — Unlimited parking 

facilities — Always a fine selection of 

cars — Transport facilities available. 
Drive, fly or take bus to Wheeling, 
25 miles north of Chicago on Route 
45 (Milwaukee Ave.), Palwaukee 
Airport 2 miles. Phone 348 for hotel 
reservations. 


WHEELING 
AUTO AUCTION CO. 


John W. Corrigan, Auctioneer 
‘‘DEALERS COAST TO COAST ARE 
WHEELING TO WHEELING” 








LARGEST PENNSYLVANIA 


AUTO AUCTION 
EVERY FRIDAY NOON 


In the Heart of Lancaster County 


Low Mileage, Clean Cars 
FOR DEALERS ONLY 


Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 
Phone 202-W4 


OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


UP TO 40% DISCOUNT 


Fast or Slow Moving, We Have Them in Stock. 
Order Today by Wire, Phone or Mail. 


TREVELLYAN OLDSMOBILE, Inc. 


315 South Capitol 


Phone 2-1127 


LANSING 25, MICHIGAN 











| ON THE SPOT PRICES! 
| Yes, every week we mail our weekly used car auction 
prices to every corner of the U.S.A. without charge. 


Our prices are never padded. They are actual sales 
based on our REGULAR WEEKLY AUCTION. 


Keev Informed . . . Write for Yours Today! 


There’s No Charge . 
we 


. - Don’t Delay! 


CORRY AUTO AUCTION 
Every Saturday ... 12 Noon (Standard Time) 


Sponsored by 


Aikens Motor Sales, Inc. 
CORRY, PENNSYLVANIA 


(30 Miles Southeast of Erie, Pa.) 


Dial Corry 21-345 





AUT( 


Strattanville, Pennsylvania 


1050 East 8ist St. 
*“*Chicago Is the Place to Buy Your Cars’’ 


MOTIVE 


USED CARS FOR SALE 


We Wholesale 


1948, 1947, 1946 Selected 
Trade-Ins 


All Makes and Models 


Buy Direct From the 
New Car Dealer 


See Joe Szopinski, 
Used Car Manager 


CONNELL-CADILLAC 
DICK CONNELL 
CHEVROLET 


(Wayne County’s Oldest 
Chevrolet Dealer) 


12330 JOS. CAMPAU 
Telephone TWinbrook 1-0603 
DETROIT 12, MICH. 





AUTO AUCTION 
EVERY THURSDAY 
Beginning at 1 P.M. 


WHOLESALE ONLY 


Located 2 miles East of Clarion, Pa., Rt. 
322. 
North of Pittsburgh, 93 miles South of Erie. 
Call from the airport if you fly in and we 
will pick you up. 


1 mile from Clarion Airport. 84 miles 


Evan Metcalf—Auctioneer 


WALT CHAPMAN AUTO 
AUCTION 
Phone 32 








AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 


GEO. CASSIDY 
Manager 
Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, LNC. 
Chicago, Ill. 





NEWEST and BEST 


AUTO AUCTION in the EAST 


DEALERS ONLY 
AUCTION EVERY THURSDAY 
1P.M,.... RAIN or SHINE 
FITZPATRICK MOTORS 
1660 East Main Street 
WATERBURY 71, CONN. 
Telephone Waterbury 4-4841 


TOM WEBSTER’ BILLIE FITZPATRICK 


WHOLESALE!!! 
1946 to 1949 Cars 


SAM GREENFIELD CO. 


6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 


1701 State Street 
Cuyahoga Falls (Akron), Ohio 


Phone WAlbridge 2145 
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USED CARS FOR SALE 


AUTO BUYERS — Best wholesale deal at 
LEO ADLER, INC., DeSoto-Plymouth. 
3000 Fenkell, 7 blocks east of Livernois. 
Detroit, Mich. UN. 3-7400. 





AUTO AUCTION 
DUNKIRK, N. Y. 


(Dealers Only) 


Every Tuesday... 1:30 P.M. 
Rain, Shine, or Snow 
Large Heated Building 


* 5,000 CAR ACCOMMODATIONS *% 


Phone Dunkirk 2429 


Located on Rt. 60 in Dunkirk Fair Grounds 
AUCTIONEER: WARREN A. GODFREY 








AUCTION SALE 


(Dealers only) 


Repossessed and Dealers Cars 


TUESDAY—Oct. 12, 1948 
11:00 A.M., E.S.T. 


Sale on 2nd and 4th Tuesday 
of Each Month. 


Associates Discount Corp. | 


237 Vinewood 
DETROIT 


Dealers’ Cars Sold 
Auctioneer—“DOC” MILLER 


AUTO AUCTION 


DEALERS ONLY 








Sale Starts at 12 Noon (C.S.T.) 


Every Thursday 


Weekly prices mailed on request. 


MANEY MOTOR CO. 
Murfreesboro, Tenn. 





AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


‘@ Mile East of Iilinois State Line 
On Route 30 


*VERY FRIDAY 11 A.M. 
Running Over 150 Cars Each Sale 
Strictly Wholesale 
Dealers Buy—Dealers Sell 


Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 
modations available, transportation fur- 
nished. Call early for reservations. 
Transports available to move cars. 

Geo. Lawson—Owners—Bud Fennema 


DUTCH STEWART, Auctioneer 


Dyer Auto Auction 
Phone 4111-4051 Dyer, Ind. 


Res.: Chicago Heights, Ul. 5268Y3 
and Lansing 173-M 








AUTO AUCTION | 
TIM ANSPACH 
Albany, N. Y. | 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 


@ 


Fast Action! That’s what 
they say about Automotive 
News Want Ads. We sell 
everything FOR YOU. 


of 











USED CARS FOR SALE 


cagek Ken Schaefer’s — 100% Dealer 
AUCTION 


Inside a Comfortable Building, Every 
THURSDAY 
Reliable—Fair—Honest—Protective Servic. 
Richt in the HEART of 
INDIANAPOLIS, INDIANA 
“The Great Mid-West Market’’ 

915 N. Illinois St. 


BUSES FOR SALE 


FOR SALE—TWO Brand New 1948 Dodge 
FS152-Superior Model 4171-36 passenger 
school buses. Superior heater, leather 
upholstery, etc. Wholesale. ws BD 
Watts, Dealer, Kingfisher, Okla. 


SCHOOL BUSES—2 new Dodges, 54 pas 
senger. Southern-Aire bodies. Dealer 
cost. Desha Motor Co., Dumas, Ark. 


TRUCKS WANTED 

WANTED NEW JEEP, 4 wheel drive 

trucks, panels, and station sedans by au 

thorized Willys-Overland dealer. Kindly 

address reply to Box 2573, c/o Automo 
tive News, Detroit 26. 


WANTED — ONE USED GMC _ wrecker 
Pierce Buick Co., 720 West North Ave 
Flora, Illinois. 

















LATE MODEL 
NEW OR USED TRUCKS 


© Any type or style 

e Any quantity 

e Must be in perfect condition 
e Will travel anywhere 


Call, Wire or Write 


CHICAGO TRUCK SALES 
4545 W. Madison St, CHICAGO 24, ILL. 


Tel, MANsfield 6-7772 





TRUCKS FOR SALE _ 





NEARLY NEW 1947 Dodge Truck Deluxe 


Only 9,200 miles, Mode! 
tires 11:00x 


cab and chassis. 
W.R. 69 wheelbase, 196”; 
20”. spare 


Booster brakes, tire and 


wheel. Excellent condition. Only $2,600 
cash. Jefferson Trucking Co., 1640 East 
MeNichols Ave., Detroit 3. Phone TW 
2-3181. 


A BARGAIN 


1944. Whitehead-Kales 
Auto Carrier 


8.25 by 20 Tires 
Warner Electric Brakes 


$1800 


IMMEDIATE DELIVERY 
Call, write or phone Mr. Harold Kliepher 


Stewart Motor Sales, Ine. 
1225 E. Washington MA. 6578 
INDIANAPOLIS, IND. 


FOR SALE — WRECKER, Holmes Traffic 
King, with towing cradle, 700 feet cable 
Mounted on Diamond T truck with 
Holmes body, complete with spotlight, red 
flasher light. Picture on request. Price 
$2,990, Haslam Bros., 400 East F S8t., 
Oakdale, Calif. 


NEW FORD TRUCKS and bus chassis 
quote bottom prices. Hudson & Com 
pany, Ford Dealer, Macon, Miss. 


CHEVROLET COE, Holmes TK wrecker 
complete; available. J. C. Johnson, 1526 
E, Cache la Poudre, Colorado Springs, 
Colo. 





PARTS FOR SALE 


OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 








Hoods Core Supports 
Grilles Hydramatic Parts 
Hub Caps shock Absorbers 
Fenders Distributors 

Gas Tanks Carburetors 
Trunk Lids Steering Wheels 
Fuel Pumps Clutch Parts 


And Many Other Items 
Orders Filled Same Day Received 


SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS 
DEPUT LN EAST 


3431 N. 15th St. Philadelphia, Pa. 
Tel, Baldwin 9-0352 and 9-7295 








Pontiac Parts 


Our Stock of Genuine Pontia 


and Fisher Body Parts is the 
Largest in Michigan 


.- All Orders Promptly Filled . 


Woody Pontiac Sales, Inv. 
12140 Jos. Campau Detroit 12, Mi h. 
TWinbrook 11600 


— 





Phone Lincoln 5383 
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PARTS FOR SALE 


FORD PARTS shipped anywhere. Call, 
write, phone. Tranter-Williams Motors. 
Inc., 4016 Alliston Ave., Cincinnati 9 
Onio. Melrose 7275-6-7. 

REBUILT TRANSMISSIONS — Exchange 
Fords, '29-'31, $15; '32-'39, $25; '37-'39, 
$25; 60 H.P. Plymouth, Dodge, DeSoto, 
Chrysler not O.D. $25. Other prices 
quoted on request. 
Known from coast to coast. 
Auto Wrecking, U.S. Route 
Ohio. 


WHOLESALE PONTIAC PARTS, large 
stocks of hard-to-get parts, body and 
fender parts for all models. Fast service, 
liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 
New Jersey. 


Kenny’s 
25, Lima, 





MARGOLIS 


AUTO SALES 


e 
CHRYSLER - PLYMOUTH 


¢ 
Largest Chrysler 
Parts Dealer in 
the Midwest 


* 

WE CARRY A LARGE 
STOCK OF FENDERS, 
GRILLES, DOORS, PANELS 
Genuine Mopar 


+ 
Send Us Your Order: 


. © 
11310 JOS. CAMPAU 
DETROIT 12 
Phone: 
TWinbrook 27500 





AUTO AUCTION 


In the Heart of the Nat 


11:30 A.M. 


FORT WAYNE 


(WEBSTER-MARKER MOTORS) 
CARL E. MARKER - 


Owners: 


COL. CARL E. MARKER, COL. 
324 W. MAIN ST. 


REMEMBER 
EVERY WEDNESDAY 


at 12:00 


DETROIT’S BIG INDOOR AUTO AUCTION 
(Right in the Heart of Downtown Detroit) 


Col. Bill Nagy, Auctioneer 





EVERY THURSDAY — 12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. 


_ 2300 READING ROAD 


Tel.: 
Auctioneer: 


University 2-8457-8 


DETROIT AUTO AUCTION 


“The Hub of the Industry” 
EVERY FRIDAY — 12 NOON — RAIN OR SHINE 


COL. CARL E. 


America’s Ace Auctioneer 


Bring your cars or send them Thursday, Thursday night 
or Friday A.M. OUR Guarantee: You must be satisfied! 
CALL US for reservations and accommodations. 


C&M MOTOR SALES 
14550 LIVERNOIS 


DETROIT 


Prompt shipment. | 


| 
| 
We Ship Anywhere | 


Bring your cars or send them Monday, Monday 
Nite or Tuesday A.M. Our guarantee: You must 
be satisfied. Call us for Hotel Reservations: 


EASTBROOK 1254 














Aptco Auto Auction 


TE, 3-2044 — 


Woodburn 3060-0392 
Pat Patterson 
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PARTS FOR SALE 


FORD TWO-SPEED AXLE, part number 
59T-4006 M, net 247., F.O.B. Milwaukee. 
Also complete line of Ford parts. Orders 
shipped same day received. Gundersen 
Motor Co., 3800 W. Wisconsin Ave., Mil- 
waukee 8, Wis. 

| quest. 
troit 4, Mich. 


1947 HARLEY-DAVIDSON SERVI-CAR— 
Perfect condition—looks like new. Com- 
LARGEST STOCK 


BUICK PARTS ee 


Floyd Rice, 14300 Livernois, Detroit 4, 
Mich, 
Wholesalers: We Are Quantity 
Shippers ... Same Day Service 
| On Mail Orders and Inquiries 


AUTO EQUIPMENT FOR SALE __ 


MOVING BILLBOARD-MOBILE Merchan- 
diser, converted city transit bus complete 
with bins, showcases, display stands. 
Proven successful by one of nation’s 
largest Ford dealers. Priced tosell. Pic- 
tures and information available on re- 

Floyd Rice, 14300 Livernois, De- 








IMMEDIATE DELIVERY 


Automatic BraKinGs 
Red Arrows — Tow Pilots 


——— Tow Bar Sales Company 
Factory Distributors 
100 S. Clinton St. Chicago 6, Ill. 


DE 2-0700 AN 3-8888 DO 3-8373 


All Shipments on C.O.D. Basis 








SHOP EQUIPMENT FOR SALE 


ROBERTSON BUICK CO. | xBARGain OFFER — Only 65 available. 


BRAND NEW, GUARANTEED 5-station 
“EDGE OF THE LOOP” selector or 10-station push-button control 
1000 S. Wabash 


(your choice) amplifier intercommunica- 
tion systems, 110 volt, AC-DC. Ideal for 

CHICAGO 5, ILL, 
Phone WABash 1030 





auto agency, service stations, used-car 
lots, garages. Five or ten-station capac- 
ity. Master station can call one or all 
sub-stations. Sub-stations can originate 
calls to master. Outfit complete—master 
station, one sub-station and 100-feet cable 








Stall), original factory cartons. List 
price up to $150; our price only $35. 
Your choice either 5-station selector or 
10-station push-button. Additional sub- 
stations, $5.65; wire, $4.50 100 ft. 
equipment guaranteed. Brand new Tran- 
Sea surplus. 
bookkeeping, send your check. Price only 
$35 complete, F.O.B, TranSea Corpora- 
San 5363 West Pico Bivd., Los Angeles, 
Calif. 


IMMEDIATE DELIVERY—New stee! parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers. 
new benches, Parker vises, tool boxes. 
Black & Decker electric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 
dreds of other items too numerous to 
mention. We ship everywhere. Write for 
“In Stock’’ bulletins and tell us what 
items in particular you require. All re- 
quests cheerfully acknowledged. We 
stock what we sell. Machinery and 
Equipment Exchange, 3400 W. Fort St.. 
cane 16, Mich. Telephone TAshmoo 


JEEP PARTS 


Largest Stock of Willys-Overiand and 
Ford Jeep Parts in Northwest 


Wire for our 
Catalogue of Hard-to-Get Parts 
SKAGIT MOTORS OF SEATTLE 
1406 — 10th Ave. 
East 0770 


All 





EVERY TUESDAY 


ion — Fort Wayne, Ind. 


WILL TRADE 
WILL TRADE MY 1946 ERCOUPE PLANE 
—Less than 200 hours, never cracked up. 
Would rather have a used car than the 
money. What make and model will you 
__ offer? Zip’s Used Cars, Alamosa, Colo. 
__ ANTIQUE CARS FE FOR SALE 


ATTENTION, DODGE DEALERS — Old 
Betsy herself. 1915 Dodge Touring, orig- 
inal except tires. Perfect condition. Pho- 
tograph upon request. T. M. Gorman, 
316 E. Market, Lima, Ohio. 


ACCESSORIES FOR SALE 


DEALERS 
Quick Change License 
Plate Holders 


AUCTION CO. 





DENZIL V. WEBSTER 


LEE DRAWHORN, Auctioneers 
FORT WAYNE, IND. 
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BUY YOUR STOCK OF USED CARS 
AT OR 
Horseheads Auto Danville Auto 
AUCTION AUCTION 
ieee, Y. Es | a Deaville, Pes 
iio eaten 


TWO OF THE LEADING AUTO 
AUCTIONS IN THE EAST 


DEALERS ONLY 


Both of these auctions are conducted by the same management. So 
you know you will receive the best of service and accommodation. 


Horseheads, N. Y., and Danville, Pa., Auto Auctions 
Ronald D. West — Owner 
dos. E. Johnson — Auctioneers — Tex Rickard 
* 
ASK FOR OUR WEEKLY MARKET REPORT 








DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 
the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West? 
We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 
date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new 
merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. ith STREET JOPLIN, MISSOURI 
_Phone 4600 








Designed by a car dealer of twenty years’ 
experience, Fit all make and model cars 
with slotted bracket or slotted bumper. 
Easily attached to any license plate with- 
out alteration. Will not tear or mutilate 
aluminum or fiber plates. New exclusive 
locking washer prevents rotation and loss. 
Thirty-day money-back guarantee. Prompt 
delivery. 75 cents per set of four. Ohio 
dealers, please add 3% use tax. Order now 
from your jobber or 


C. HOWARD 


1408 Overlook Dr. AKRON 7, OHIO 


O’ Clock 


- - - Sam Goodman, Mgr. 


DETROIT, MICH. 
TE. 3-3129 : 





MISCELLANEOUS 

STANDARD DE SOTO-PLYMOUTH NEON 
dealer’s sign. Size 80” x 38”. DeSoto 
Neon letters 9%”. Plymouth Neon let- 


ters 7%”. Good condition; $225. Earl 
Sarver, Inc., 550 W. Broad St., Colum- 
bus, Ohio. MAin 5166. 


“aan sear eee 1947 custom model, 
length 27’4 beam 11 feet, draft 22 
inches. Sleeps four, power-Chrysler 
Crown 115 H.P., fully equipped including 
winter cover. Run less than 20 hours. 
Looks like new. (Ordered larger boat.) 
Cloyd W. Wagner, Packard Agency, Mas- 
sillon, Ohio. 

STOLEN—One 1946 Pontiac 4-door, 6-cyl- 
inder Streamliner, black. Radio, heater 
and seat covers. Motor and serial num- 
ber PyLB-32848. Contact Bert Amos 
Pontiac Sales, Bowling Green, Ohio. ~ 


ENGINE REBUILDING — Crankshaft 
grinding and _  metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce. 
St Lwynehbure. Virginia 

FOR SALE—‘Nash” neon outside sign— 
perfect shape. Used one year. Small 
size. Write Bach Sales & Service, Route 
1, Norwood, Mass. 





SCHOTTS 
CINCINNATI, OHIO 


University 1-9773 


Chrysler-Plymouth 
OUTSIDE NEON SIGNS | 


16%’ long by 4’ 1/6” high 
14%’ long by 4’ 1/6” high 
Letter 19” long, less tubing 
Like new—Porcelain finish 

BARGAIN | 


Write or Wire 


AIRPORT MOTORS, Inc. 


95-20 Northern Bivd. 


JACKSON HEIGHTS, NEW YORK 
NEwtown 9-0980 


MARKER 


DETROIT 





Ohio’s Finest 
Every Friday .. . 12:30 P.M. 
COLUMBUS ONLY AUTO AUCTION 
DEALERS ONLY 
Over 150 Cars Every Friday 
$10 Sale . . . $5 No Sale 


THE FASTEST GROWING AUCTION 
IN THE COUNTRY 


OLENTANGY RIVER ROAD AND W. GOODALE ST. 
MAin 4307 








Send Automotive News to Address Below 

for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 
AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Here’s your key to 
.. Greater Value 


See those letters, GM? 
They stand for General Motors. 


And General Motors stands for better 
automobiles—more car for your money. 


This is a fact made true by hard work. 


General Motors puts the time and money, 
the brain power and man power against 
the job of building cars better and better. 


Better research, better engineering, 
better production methods combine to 
give you better automobiles. 


Here then is a key. Here is also a symbol. 
When you use this key, better value is yours. 


On the air: HENRY J. TAYLOR, Monday and Friday evenings, 
over more than 450 Mutual stations, 
coast to coast. Hear him! 


GENERAL Motors 


CHEVROLET: PONTIAC: OLDSMOBILE: BUICK : CADILLAC 
BODY BY FISHER: GMC TRUCK & COACH 


walY 





> bx 8 DS 2 SE QOrFf eet OF 





